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Parallel piling—a revolutionary departure from the 
ordinary methods of storing shed lumber—has been 
introduced in the new shed of the Cunningham Lum- 
ber Co., Toledo, Ohio. A glance at the right-hand 
side of the accompanying illustration tells the story 
better than could be done with many words. This 


“Parallel Piling Saves Labor” 


system can be compared, in all particulars, with those 
of the old method. The idea is entirely original with 
Mr. Cunningham, and it is believed that this is the 
only lumber shed in existence planned and constructed 
with a view to parallel piling of shed stock. It will 
be noted from the interior shed view and from the 




















“We find parallel 
piling to be a 
saver of time and 
labor, both in un- 
loading and in 
loading out 
orders” 


























“Either one or 
two men can 
work to better 
advantage than 
where the trucks 
are at right 
angles to the 
stock” 














system, of piling lumber parallel with the driveway 
instead of at right angles thereto, is an innovation 
which J. W. Cunningham, president of the above com- 
pany, is confident is going to effect a considerable 
saving in the cost of handling material into and out 
of the warehouse. Retailers to whom Mr. Cunning- 
ham’s intentions became known have expressed great 
interest in the result of this experiment—as it may 
fairly be called, for Mr. Cunningham recognizes that 
some time must elapse before the merits of the new 








plans appearing on other pages that the framing plan 
is exactly the same as it would have been for the con- 
ventional type of shed; with a 20-foot drive in the 
middle, and a 20-foot piling space on each side. Thus 
it will be easy to change over in case it is ever decided 
that the present arrangement is not the best. In that 
case it would only be necessary to rearrange the piling 
supports, which are not a part of the building, close 
up the doors to the two side drives, and enlarge the 
center drive doors to 20 feet. [Turn to Page 42] 
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A Comprehensive Service 
To the Forest Industries 








Forest Engineering. 

Timber Estimating. 

Timber Appraising. 

Forest Mapping. 

Aerial Forest Surveying. 

Timber Financing. 

Management of Lumbering Operations. 
Management of Timberland Estates. 
Purchase or Sale of Timberlands. 
Explorations and Timber Prospecting. 
Consulting Work. 


Send for Illustrated Booklet describing 
nature of our services. 


James D. LA C E Y & co. 


Timber Land Factors 








Established 1880 
CHICAGO NEW YORK SEATTLE 
231 So. LaSalle St. 350 Madison Ave. 626 Henry Bidg. 
NEW ORLEANS JACKSONVILLE 
Pere Marquette Bldg. Barnett Natl. Bank Bldg. 
MONTREAL MEMPHIS VANCOUVER 
Castle Bldg. First Natl. Bank Bldg. Vancouver Block. 
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Says: 


“Vento Puttyless 
Steel Windows are 
Very Good Sellers.” 


“We find that these sash are very good sellers. 
And also give very good satisfaction. The fact 
that they are puttyless seems to take with the 
customer at once. The construction of these 
sash also takes with the contractor, the same as 
the customer.” 


—In Crosse Lumber Company, 


Jacksonville, Ill. 


—Vento is Puttyless—Saves cost of putty and glazing. 


—Vento can be fitted with a combination storm sash (in 
winter) and screen = ye Same steel sash frame— 


—Vento opens in ving overhead ventilation—Also 
opens (as all other pe full pecs teem frame is 12 gauge 
steel, electrically welded. 


—Vento windows are complete—Frame and sash are sent to 
and installed on job at one time. Glass is set later. Being 
eevee, pane is held against cushion of cork By Vento Pat. 

ips. 


You are in BUSINESS TO MAKE MONEY—40% can be made on 
Vento and you have no competition, NO PRICE WAR—as you do on 
other building products. Send for two-color broadside and prices 
today. 


Tomorrow may be too late. 
— -_ ~~ -_- -_ - —_ . = -_ -_= —_ - = =—_lUc rhlUr 
VENTO STEEL SASH COMPANY, AL 12-8-28 : 
Muskegon, Mich. | 
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Mail us your two-color broadside. 


MAIL 
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COUPONe 


! Name 


Address ! 
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WISCONSIN 
HARDWOODS 
HEMLOCK 
PINE 
Korrect Make 
MAPLE AND BIRCH 
FLOORING 





Maple and 
Biren Flooring: 


Here are some of the Kneeland-McLurg offerings 
which are attracting other buyers. W are con- 
fident that you will find what other buyers already 
know, that Kneeland-McLurg values are distinctly 
above the —— and test us out. 


00,000 ft. 4/4” No. | Com. & Bet. Kiln Dried Birch 
150,000 ft. 4/4” Ne. | Common Air Dried Birch 
. 3 Common Birch 
. 2 and Better Soft Maple 
. 3 Common Soft Maple 
No, 3 Hard Maple 
. 2 and Better Soft Elm 
50,000 ft. 6/4” No. 3 Common Soft Elm 
130,000 ft. 4/4” No. 2 Common and Better 
16,000 ft. 4/4” Ne. 3 Common Ash 


“KORRECT-MAKE” MAPLE FLOORING 
50,000 ft. 13/16x2/4” First Grade 





Brown Ash 


,000 tt. 13/16x1'2” Second Grade 


“KORRECT-MAKE” BIRCH FLOORING 
20,000 ft. 13/16x2/%4” First Grade 2-5'/2 
25,000 ft. 13/16x2'4” Second Grade 1,- 542’ 
35,000 ft. 13/16x2/%4” Third Grade 
27,000 ft. 13/16xi/2” First Grade 
15,000 ft. 13/16x142” Second Grade 


300,000 2 Merchantable Balsam Lath 
25,000 4’ No, | Basswood Lath 
90,000 4’ No. 2 Mixed Softwood 
89,000 32” No. | Basswood 


NEELAND-MCLURG 


LUMBER COMPANY 
Mills at 
Morse,Wis.- Phillips, Wis. PHILLIPSWIS. 
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PLANNED SELLING 


Definitely planned — personal contact —co- 
operation will be extended to Mule-Hide 
Dealers during 1929. 


Our new selling program (extending over an 
entire year’s activity) is so comprehensive 
that it will benefit all lines of building ma- 
terials sold by the Mule-Hide Dealer. 

It is this co-operation that stamps true mer- 
chandising value on the Mule-Hide exclusive 
franchise. 

Authorized Mule-Hide Dealers are now 
learning complete details of this new planned 
selling campaign through our territory rep- 
resentatives. Other dealers located in terri- 
tory which we serve (where our franchise is 
still open) are invited to write us that we 
may arrange for a personal interview. 

1929 will be more competitive. Adequate sell- 
ing methods should be adopted to meet the 
changing selling conditions. The time to plan \BE@ 
those methods is now. 


THE LEHON COMPANY 
44th to 45th St., on Oakley Avenue, Chicago 
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MULE-HIDE 
__ ROOFS 
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MAPLE 
FLOORING 
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A Bigger Volume of Sales 


is being enjoyed by dealers who are selling our Maple 
flooring. Its beauty, long wear, careful milling and econ- 
omy appeal to builders and help selling for dealers. 

The merits of our flooring have been known to home 
builders and dealers for nearly a quarter of a century. 
Recommend it to your customers who ask for “flooring 
that wears like iron.” 

We also manufacture Birch flooring and will gladly 
mix a car to suit your requirements. Send us a trial order 


FLANNER COMPANY 


BLACKWELL, WISCONSIN 


“EXTENSIVELY USED AND BY MANY EXCLUSIVELY” 
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Northern 
Hardwood 
MAPLE, BEECH 


Flooring np BIRCH 
The Dependable “Electric” 


While we are among the older manufacturers 
of Northern Hardwood Flooring it has always 
been our policy to keep our equipment up to the 
highest point of efficiency. Consequently our 
new units (matchers and end matchers) were 
selected after thorough investigation and, like 
supplemental machinery recently installed, they 
are the best obtainable. 


Our Northern Hard Maple Flooring is made 
17/16, 13/16, % and % inch thicknesses, all 
matched on sides and ends. Also make 13/16x 
3% inch face jointed and end matched. 


Our Birch and Beech Flooring .is made 13/16 
and % inch thicknesses, all matched and end 
matched. Our “Electric” flooring is made with 
experience and skill and fully guaranteed for 
quality. 


Cobbs & Mitchell, Inc. 


CADILLAC, MICH. 


Sales Department. 








Members of Maple Flooring Manufacturers Associa- x ~ 
tion and manufacturers of the “Electric” Brand 3 
; . % 
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Reliable “Rockhard” Brand 
Northern Maple and Birch 


FLOORING 


The “Rockhard” and “Electric” Brands _ inter- 
match. Our Northern woods are climate-hardened 
and produce the highest type of floors for endur- 
ing service and appearance. 


Our Hurry-Up Service will please you. Send us 
your rush orders and your car will be loaded and 
on its way quicker than you can place and unload 
car on arrival. 


We guarantee millwork and quality. 
OUR BY-PRODUCTS 


Kilndried Dowel Pins and Rods,— 
Commercial Kilndrying,—Sawdust. 


Mitchell Brothers Co. 


Sales Department. CADILLAC, MICHIGAN 


Members of Maple Floormg Manufacturers Association and man- 
ufacturers of the “Rockhard” Brand 
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LOT of high-powered 


words have been used 
in the past few years inform- 
ing folks that success in any 
line of business can be achiev- 
ed only through “service,” 
meaning good commodities 
delivered according to agree- 
ment. 


We've been doing this for 
forty years. 


Our business is the produc- 
tion of long leaf yellow pine, 
manufactured as perfectly as 
machinery can accomplish, 


and delivered just a bit ahead 
of the expected time. 


ANGELINA 


COUNTY LUMBER COMPANY 
KELTYS, TEXAS 


VERNON PARISH 


LUMBER COMPANY 
KURTHWOOD, LA. 


Members Southern Pine Association 


All Texas sales handled by 
Angelina County Lumber 
Company. All sales outside 
of Texas handled separately 
by each company. 
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READ WHEREVER LUMBER IS CUT OR 
SOLD AND REGARDED BY THE TRADE 
AS AUTHORITY IN LUMBER MATTERS 
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Mutual Benefits of Remodeling Homes 


T IS A matter of common observation that the modern 
J home is subjected to a great deal of competition that must 
be met if it is to hold its place as a civilizing, humanizing 
influence. With the multitude of attractions that supplant the 
attractions of the home, trying to bring up a family in an out-of- 
date house is much like attempting to conduct a business with the 
machinery and equipment and according to the standards of a 
generation ago. It can not be done successfully. The home must 
be spruced up, rejuvenated and equipped to compete with the auto- 
mobile, the movie and even the airplane. Already, failure to meet 


this competition has put many homes out of business, so far as ~ 


concerns the functions that homes should perform. 

Some houses, like some factory equipment, must be scrapped; 
because they have little in them worth salvaging. They can 
not be worked over into acceptable domiciles without incurring 
an expense disproportionate to the results achieved. But in most 
cases, particularly if the buildings are of wood, there is real 
economy in remodeling, and the carefully planned job may turn 
out to be as fine as a new structure. This is especially true of 
old places where the trees, shrubs, perennials and general environ- 
ment have in the course of years become permanent parts of the 
picture; for, after all, the home is not the house alone; it includes 
the immediate surrowndings as well. 

Remodeling affords a means of removing defects in arrangement 
and gives an opportunity to build in long-wished-for comforts and 
conveniences, without incurring the expense of building a new 
home. In other words, the home owner may buy as much or 
as little as his taste, his wishes or his means dictate at the time. 
It is like adding a tool to the kit, a garment to the wardrobe or 
a piece of furniture to the home. It is practicable at any time 
to bring the home into fashion and to provide the housekeeper 
with each new convenience that ingenuity may devise or style 
decree. 

Some homes need more remodeling than others, and some that 
might be profitably remodeled wholly at one time may be re- 
modeled piecemeal. In fact, it may be advisable from the lumber- 
man’s viewpoint to sell remodeling jobs “by sample”; that is, he 
may sell a small part of a remodeling job with the hope that it 
will help him to sell more of it later. This not only permits the 
home owner to cut his garment to suit his cloth, but it adds 
both interest and opportunity to sales activities of the dealer. In 
a community that is pretty well sold on remodeling there is always 
“something doing.” A half dozen remodeling jobs may bring as 
much profit as one or two new bills. 





Longsight vs. Shortsight in Lumber Selling 
NE OF THE most enlightening reports, it is believed, that 
(S) ever has been presented to the lumber industry was that 
made by a representative of an advertising agency to the 
trade extension committee of the National Lumber Manufacturers’ 
Association and is briefed elsewhere in this paper. Outstanding 
in the report was the statement that where lumber is intelligently 
merchandised it brings the major profit to the dealer. Another 
significant statement was that the industry now finds it necessary 
to assure users of the plentifulness of lumber to counteract sales- 
men’s statements that it is scarce. 

It is hardly to be expected that sellers of lumber or of anything 
else will be omniscient or infallible; but every person who is in 
any way dependent upon the lumber business ought to refrain 
from making statements that ultimately must react to the injury 
of the business. If the salesman is so shortsighted as to predict a 
scarcity of lumber for future needs, the large buyer, taking the 
hint, will be longsighted enough to shift to another material, from 
the necessity of perpetuating his own business. Certainly, if the 
atmosphere is filled with rumors of lumber scarcity it is a fair 
question to ask whether anybody in the industry is by shortsighted 
methods contributing to such rumors. 

There is no immediate prospect of a lumber scarcity, and there 
is abundant evidence of extensive preparations for perpetuating 
the timber supply of the country. These two facts should be 
known by everybody connected with the lumber industry, and they 
should form an essential part of the sales arguments of every 





seller of lumber. Surely, lumbermen ought to know what is taking 
place in forestry as well as in lumber manufacturing, and they can 
hardly serve themselves and their industry better than by making 
known the facts that assure permanence of lumber supply. 

Lumbermen who do not own timber, those who are not growing 
timber and those not engaged in lumber manufacture but who 
necessarily derive their livelihood from the industry are boung 
as a matter of self-preservation to know what is going on in the 
industry and what is being done to perpetuate it. If they do-not, 
they are apt to be misled by the propaganda of lumber’s rivals. 
Not only so, they may even fall into the error of joining lumber’s 
enemies in spreading injurious rumors that have no basis in fact. 
It is asserted with all possible emphasis that work already well 
under way to perpetuate the timber supply is enough to inspire 
the admiration and confidence of anybody who knows about it. 
It may be doubted if there is any other industry in the perpetual 
welfare of which so large a part of the population is interested 
and in behalf of which so much concerted and intelligent effort 
is being put forth. The United States Government, the govern- 
ments of practically all the States, numerous effective private 
organizations and many influential individuals are united in their 
efforts to promote the present interests and insure the perpetuity of 
the industry. Not to know these facts and to act upon them is 
to miss a splendid opportunity to perform an important duty. 





Value of Young Forest Growth 


Ae’ TO HERSELF, Nature clothes the soil with vegetation 

of some kind, and the adaptability of plants to soil is such 
that, whether desert or garden spot, the plant best suited 
to the place will find it. Soil is not, of course, always the sole 
determining fact, for the environment includes much besides soil. 
To discover how potent each of the many factors is constitutes 
one of the most interesting studies assigned to the forester. 
Whatever may be the law that controls, there is a succession of 
forest crops, and nearly always the future crop is present in 
embryo while the mature crop remains unharvested. It is because 
of this fact and because the forest is becoming more generally 
looked upon as a crop that the young growth is more highly 
valued. 

It is quite human and natural that the present owner of mature 
timber that he has acquired merely to é¢onvert it into lumber 
should have little interest in the young growth that will not be 
mature or fit for harvest until many years after he has passed 
on. But as the growing of trees becomes established as a practice 
and a policy, these young forests will take on a new aspect. 
The tiny seedling is the beginning of the noble tree, and the 
one is not to be hoped for unless the other is protected. The 
young forest, though without value for current use, nevertheless, 
may represent many years of growth and needs only protection 
from injury when the mature timber is removed, and from fire 
thereafter, to spring into marvelous growth when exposed to 
light and air. 

Normally, the owner of timber is owner of the land and he 
remains the owner of the land after the timber has been cut off. 
Left to itself, neglected- and burned over, the embryo forest on 
the cut-over land is destroyed, and the land instead of increasing 
in value from year to year soon becomes almost if not quite 
worthless. For fire not only kills the young growth, but it 
injures the soil itself and makes even replanting expensive if 
not impracticable. 

In times past the undergrowth of the forest has been deemed 
valueless because it was not thought of as the foundation of a 
new crop. Happily, a change is coming about, and the economy 
of protecting this growth solely because of the value it adds to 
the land is being realized. Cut-over land is becoming valuable 
as it demonstrates the rapidity with which it will produce new 
forests when protected from injury and fire. Many lumbermen 
have been astounded at the growth that has taken place on land 
that has been protected for a few years. Citizens generally, who 
have thought of lumbering as a sort of depredation, are coming 
to see that it is but harvesting a mature crop and they are 
beginning to understand their part in making the next crop of 
trees possible. 

There is some risk involved in the growing of new forests, and 
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the cost of protection can not be ignored. But if the country is to 
be supplied with wood, ways must be found to protect the 
young forests from fire and other physical injury. The task of 
protecting them is imposed in part upon the timber land owners 
The public interest is hardly less 
than that of the land owners, and the multiplying evidences of a 
willingness on the part of each class to assume its full respon- 
sibilities are the best promise that the country can have of a 


and in part upon the public. 


perpetual supply of timber. 





Something New Under the Sun 


HE SYSTEM of piling shed stock parallel with the drive- 
© ways, rather than at right angles thereto, originated and 
put into effect in his own new shed by a city retailer in 

Ohio, as described and illustrated elsewhere in this issue, is an 
innovation that will be of interest to dealers everywhere, not 
merely because of its novelty, but because it actually saves time 
and labor both in putting in the stock and in loading it out on 
orders—the operator referred to being the authority for that 


statement. 


Indeed, if one wished to summon alliteration’s aid, he might coin 
the phrase, “Parallel piling promotes profit,” without overstepping 
the limits of fact so far as at present revealed. However, the new 


at right angles to the 


system is frankly recognized by its originator as being somewhat 
of an experiment, although so far as results have shown in the 
short time that it has been in operation, it is a satisfactory as 
well as a promising one. 

The system of piling in common use, that is, in bins at right 
angles to the shed driveway, of course is a heritage from the 
old open yard days, when the lumber piles were invariably placed 


alleys, apparently no one ever thinking it 


worth while to experiment to see whether piling the lumber parallel 


with the alleys might not save labor. 
an enterprising present-day dealer—not satisfied that because a 
thing has always been done in a certain way that way must be 
the best one—to try out a method that appealed to him as more 
logical and economical of labor. 


The limited information at hand, all of which is embodied in the 
article and illustrations appearing in this issue, coupled with the 
short time that the system has been in effect, do not warrant 
dogmatic conclusions, as longer use of the method may reveal 
disadvantages not apparent at this time; but at least it may be 


Thus it has remained for 


said that the idea and the way it has been put into effect in the 


stock. 


above mentioned dealer’s yard, are among the most interesting 
of recent developments in lumber shed arrangement and storage of 





Appointed Sales Engineer 


Vancouver, B. C., Dec. 1.—G. G. Johnson, 
manager of Capilano Timber Co. (Ltd.), here, 
announces the employment of a sales engineer 
who will be put in charge of the company’s 
sales development and 
market extension work, 
beginning Jan. 1, 1929. 
John F. Drescher, of 
Seattle, is the gentle- 
man selected for the 
new position. Mr. 
Drescher has had a long 





J. F. DRESCHER, 
Seattle, Wash.; 


Who Goes With Capi- 
lano Timber Co. (Ltd). 





experience in lumber as 
a salesman for well 
known firms, and as a 
wholesaler, and for the 
last few years has been 
buying lumber for ship- 
ment to East Coast 
firms. He is well and 
favorably known throughout the Northwest, 
besides having considerable acquaintance with 
lumber firms in the East, where at one time 
he represented one of the largest sawmills of 
the Northwest in New York City territory. 

The Capilano Timber Co. (Ltd.) markets its 
products under the striking trade-mark of Car- 
dinal Brand, and, judging from the reception 
so far accorded these products, Mr. Drescher 
should not find his task a difficult one. 

Mr. Drescher, with a wide knowledge of 
western red cedar products and lumber sales 
experience of many years, is going into the 
consuming territory of the East and middle 
West to assist the Capilano representatives and 
users of the company’s products in the market- 
ing and use of this meritorious wood. 


Locates Central Yard in Joliet 


Morris, Itt., Dec. 5.—The I. N. R. Beatty 
Lumber Co., which operates a line of eight 
lumber yards in northern Illinois with head- 
quarters in Morris, has purchased the Gross & 
McGowan Lumber Co., of Joliet, Ill. The plan 
is to make the Joliet yard, which will be under 
the management of Walter Beatty, formerly of 
Pontiac, the central distributing point to serve 
all the company’s yards in the Joliet section. 
The yard covers about nine acres of land with 
a frontage of 700 feet on Broadway. There 





is a modern mill, completely equipped, a new 
office building, 2,000 feet of railroad siding and 
a delivery equipment consisting of nine trucks 
and business cars. A large stock of special 
items will be maintained for quick service to 
the_smaller yards in the vicinity. 


(SEEGER 22e 


” 

Porto Rican Lumber Demand 

[Special telegram to AMERICAN LUMBERMAN] 
WasuinctTon, D. C., Dec. 6—J. R. McKey, 
assistant trade commissioner, San Juan, Porto 
Rico, cables the Department of Commerce that 
despite heavy arrivals in November, lumber 
purchases by the Red Cross and sugar centrals 
have depleted stocks and demand continues 
active, with shortages in the dimensions most 
called for. Large shipments of lumber are 
due to arrive shortly, however, and the demand 
for other construction materials has fallen off. 


Week’s Revenue Freight Loading 


Wasuincton, D. C., Dec. 5.— Revenue 
freight loadings for the week ended Nov. 24 
totaled 1,028,690 cars, distributed as follows: 
Forest products, 64,901 cars; grain, 54,739 cars; 
livestock 32,894 cars; coal, 200,892 cars; coke, 
10,559; ore, 17,752 cars; merchandise, 259,715 
cars; miscellaneous, 387,238 cars. 


Acquires White Cedar Mill 


[Special telegram to AmeERICAN LUMBERMAN] 


PorRTLAND, ORrE., Dec. 4.—The Evans Auto 
Loading Co., of Detroit, has purchased out- 
right for $800,000 the property of W. J. Conrad 
Lumber Co., Marshfield, Ore. The white cedar 
mill is cutting 35,000 feet daily, specializing in 
battery separators. This is the second large 
purchase of white cedar operations in Coos 
County by the Evans company within two 
weeks, the Western Lumber Manufacturing 
Co.’s properties having been bought about a 
week ago, as announced. 


Committee Sets Hearing Dates 


[Special telegram to AMERICAN LUMBERMAN] 


Wasuincton, D. C., Dec. 4.—The schedule 
of hearing dates announced by the House ways 
and means committee sets apart Jan. 17 and 18 
for representatives of wood and wood manu- 
factures. 

Following conferences of leaders today, a 
special session of the new Congress is inevi- 
table. Indications were that no serious effort 
would be made to put through farm relief 
legislation at the present session, and none of 
the leaders anticipates revision of the tariff 
before final adjournment March 4. 





Cut 21 Percent Below Normal 


[Special telegram to Amertcan LumBpRMAN] 


Wasuincron, D. C., Dec. 6.—Four hundred and eighty-eight softwood mills of seven asso- 
ciations with normal production of 366,250,000 feet, gave actual production during week ended 


Dec. 1 as 79 percent, shipments 80 percent and orders 74 percent of normal production. 
shipments were 101 percent and the orders 92 percent of actual production. 


The 
The week’s figures 


for normal and actual production, shipments and orders follow: 











No. of Normal Actual 
Sorrwoops— Mills Output Output Shipments Orders 
Southern Pine Association...........++++. 147 80,899,000 65,294,000 74,462,000 62,146,000 
West Coast Lumbermen’s Association..... 190 208,425,000 157,462,000 147,033,000 138,769,000 
Western Pine Mfrs. Association.......... 33 =. 27,688,000 28,885,000 25,366,000 31,034,000 
Calif. White & Sugar Pine Mfrs. Assn.... 20 20,325,000 19,061,000 20,255,000 18,408,000 
California Redwood Association........... 1 8,288,000 7,044,000 6,438,000 4,777,000 
North Carolina Pine Association.......... 75 15,660,000 10,806,000 12,172,000 9,537,000 
Northern Pine Mfrs. Association.......... 9 4,965,000 2,532,000 8,535,000 5,118,000 
488 366,250,000 291,084,000 294,261,000 269,789,000 
Northern Hemlock & Hardwood Mfrs. Assn 46 19,986,000 5,196,000 4,099,000 3,022,000 
TOOK, SOTEWOOED 2cccccccscccevsccores 534 386,236,000 296,280,000 298,360,000 272,811,000 
Harpwoops— 
Northern Hemlock & Hardwood’ Mfrs. Assn 70+ 14,747,000 7,883,000 10,081,000 10,553,000 
Hardwood Manufacturers’ Institute....... 3097 55,683,000 46,611,000 47,010,000 50,558,000 
TOtaM, BAPEWOOER 2c ccvcvccvccesecedese 379+ 70,430,000 54,494,000 57,091,000 61,111,000 


Northern Hemlock & Hardwood figures are for week ended Nov. 24, and production is log 


converted to lumber scale. 


¢Northern Hemlock units represent daily capacity of 35,000 feet; those of Hardwood Insti- 


tute a capacity of 30,000 feet. 
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Waste in Log Conversion 


We note in the AMERICAN LUMBERMAN issue 
of Nov. 24, page 73, the giant redwood you 
speak of contains 86,712 cu. ft. and we are 
wondering if this is correct as this would 
mean about 40 cars of 1-inch lumber.—INQUIRY 
No. 2,233. 

[This inquiry comes from Indiana. The in- 
quirer is connected with the purchasing depart- 
ment of a large manufacturer of farm machin- 
ery. It is inferred that in converting the cubic 
feet of the redwood tree into board feet the 
inquirer has left out of consideration some of 
the wastes involved in converting logs into 
lumber. The amounts of these wastes have 
been estimated and expressed in various ways, 
but probably one of the best estimates is that 
made by Louis Margolin of the United States 
Forest Service and presented in 1909 to the 
National Conservation Commission and _in- 
cluded in its report Volume II, page 547. Mr. 
Margolin’s own summary of his estimate is 
shown below. The estimate itself contained 
much additional explanatory matter which is 
not here reproduced: 


Under present methods of manufacture the 
principal sources of waste are as follows: 

1. Bark; 10 to 20 percent of the total vol- 
ume of the log, with an approximate average 
loss of over 13 percent, 

2. Kerf; 15.5 percent of the volume of the 
peeled log, or 13.5 percent of the total volume 
of the log. 

3. Edging and trimming; 10 percent of the 
volume of the peeled log, or 8.7 percent of 
the total volume. 

4. Slabs; 10 percent of the peeled volume, 
or 8-7 percent of the total volume of the log. 

5. Careless manufacture and accidents 
(not included in the above); 4 percent of the 
peeled volume, or 3.5 percent of the total 
volume of the log. 

6. Standardizing lengths and widths of 
boards; 2 percent of peeled volume, or 1.7 per- 
cent of total volume. 

The total loss from all sources is 49.1 per- 
cent of the total volume of the log, and each 
cubic foot of log with bark yields, therefore, 
on an average 6.1 board feet of lumber. 

To manufacture the 40,250,000,000 feet of 
lumber produced in 1907 required 6,600,000,000 
cubie feet of wood. 

A portion of the waste is necessary and 
can not be avoided, but a large percentage can 
be saved in the following ways: 

1. Adoption of thin saws—band saws and 
resaws. 


2. Elimination of gang saws. 


3. Manufacturing in round-edge or “waney” 
form a large part of the lumber which is to 
be worked over. 

4. Modifying market requirements and 
usage so as to allow boards of random widths 
and odd lengths. 

5. Admitting short and narrow boards. 

6. Modifying standard grading rules to 
allow defects on ends and edges without seri- 
ously reducing the grade of a board. 

7. More careful manufacture and more per- 
fect machinery. 

8. Utilizing short boards, slabs, and waste 
for such articles as matches, toothpicks, ex- 
celsior, novelties, and other purposes for 
which large boards and planks are now used. 

Under present economic conditions and until 
more perfect machinery is devised the fol- 
lowing wastes are considered unavoidable: 

1. Practically the entire bark (except what 
may be used in tanning)—13 percent of the 
total volume of the log. 

2. Kerf—10 percent of the total volume. 

3. Edging and trimming—5 percent of total 
volume. 

4. Slabs—5 percent of total volume. 

5. An additional 1 percent for unavoidable 
accidents, 

Total necessary waste, 34 percent of total 
volume of log, which leaves an unnecessary 
waste, incurred under present methods of 
over 15 percent of the total volume. In other 
words, over 30 percent of the present waste 
is unnecessary and can be avoided. 

Part of the waste is relative, but it is 





roughly estimated that the part utilized rep- 
resents only 8 to 9 percent of the value of 
the lumber which the waste represents. 


In the brief item to which the inquirer re- 





fers it was not made clear whether the meas- 
urements included the bark of the tree or not. 
The bark of a redwood tree, of course, if in- 
cluded in the measurements would constitute 
a considerable percentage of the total volume. 
Doubtless, more thin saws are used in conver- 
sion of logs into lumber now than were used 
at the time that Mr. Margolin made his esti- 
mate.—EbITor. | 


Anti-Dumping Clause in Tariff Law 


Kindly let me know whether there is in the 
United States tariff law a provision against 
dumping of foreign products in this country; 
that is, an anti-dumping clause. Also please 
give me the main features of this provision.— 
INQUIRY No. 2,232. 

[This inquiry comes from a representative 
of a western lumber manufacturing concern. 
Section 316 of the Tariff Law of 1922 con- 
tains as the first clause (a) the following: 

That unfair methods of competition and 
unfair acts in the importation of articles into 
the United States, or in their sale by the 
owner, importer, consignee or agent of either, 
the effect or tendency of which is to destroy 
or substantially injure an industry, efficiently 
and economically operated, in the United 
States, or to prevent the establishment of 
such an industry, or to restrain or monopolize 
trade and commerce in the United States, are 
hereby declared unlawful, and when found by 
the President to exist shall be dealt with, in 
addition to any other provisions of law, as 
hereinafter provided. 


Provision then is made for an investigation 
by the United States Tariff Commission and 


se 





the transmission of their findings to the Presj- 
dent. The action to be taken by the President 
is provided for in the following clause: 

(EB) That whenever the existence of any 
such unfair method or act shall be establisheq 
to the satisfaction of the President, he sha} 
determine the rate of additional duty, not 
exceeding 50 nor less than 10 per centum of 
the value of such articles as defined in gee- 
tion 402 of title IV of this act which wil) 
offset such methods or act and which is hereby 
imposed upon articles imported in violation 
of this act, or, in what he shall be satisfieg 
and find are extreme cases of unfair methods 
or acts as aforesaid, he shall direct that such 
articles as he shall deem the interests of the 
United States shall require, imported by any 
person violating the provisions of this act, 
shall be excluded from entry into the Uniteq 
States, and upon information of such action 
by the President, the secretary of the treas- 
ury shall, through the proper offices, assess 
such additional duties or refuse such entry; 
and that the decision of the President shall 
be conclusive. 


There is in the law also a provision that 
whenever the President has reason to believe 
that any article is offered or sought to be 
offered for entry into the United States in vio- 
lation of this section but has not information 
sufficient to satisfy him thereof, the secretary 
of the treasury shall, upon his request in writ- 
ing, forbid entry thereof until such investiga- 
tion as the President may deem necessary shall 
be completed. 

There are various other provisions in the 
law relating to the enforcement of the anti- 
dumping provision.—Ep1rTor. | 
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The lumber trade is duil, 
says an Oshkosh, Wis., corre- 


as in former years, and there 
is little chance of improvement 
this season. There is scarcely 
any demand for the 
grades at all. Prices are low— 
common boards selling for $9 
per thousand feet, fencing for 
$11, and stock boards for $12. 
. + * 

Mr. S. K. Martin, of this 
city, has just completed the 
shipment of 6,000,000 feet of 
lumber to his yard at San An- 
tonio, Texas. 

* * * 


The South Branch Lumber 
Co. (of Chicago) loaded a 
train of 53 cars at its yard in 
this city on Tuesday of the 
present week. This represents 
a shipment of about 600,000 


tallymen get 


road has 


wherever 

lumber, or 
On the lines 
and it 


contain over 


only one ruling unless there is 
a greater supply than the mar- 
spondent, not nearly as good| ket affords now. 
$1.75 usually, 
though in a few instances a 
slightly less figure may be paid. 
upper e«¢ 


The Michigan Central Rail- 
recently 
circular to its agents, connect- 
ing lines and shippers requir- 
ing cars to be fully loaded. 
The instructions specify that 
practicable 
27,000 to 28,000 pounds 
any other 

freight, shall be put in a car. 


from this city the old limit of 
20,000 and 24,000 pounds be- 
came obsolete some time ago 
is not uncommon for 
cars to be send out which 
30,000 pounds. 


would it not be a good plan 
for the lumber and railroad 
men to get together before 
the beginning of another sea- 
son and talk over the situa- 
tion? 


Sorters and 


The sawmill at Tacoma, W. 
T., is now being thoroughly 
overhauled and repaired, and 
preparations are being made to 
cut more lumber next year 
than has been cut in any one 

season since the mill was built. 
from 
of > = @ 


Hermansville is the name of 
the new village which has been 
brought into existence by the 
establishment of C. J. L. Mey- 
er’s sawmill on the Little Cedar 
River in Michigan. The vil- 
lage takes its name from Her- 


man Meyer. 
* * @ 


issued a 


bulk 


running west 


feet of lumber, which, for a | *##The shippers of lumber| Shipments from Dubuque 
single day’s work is certainly |from the Minneapolis and| last week were 110 cars 
a very creditable showing. Stillwater (Minn.) section| against the same number of 


- — = 
There is said to be a notice- 


would hail such a change in 
the policy of their local rail- 


the previous week, and 121 
cars the corresponding week 


able scarcity of laborers in this 
city at present, and some of 
our lumber dealers assert that 
they find it difficult at times 
to get as many hands as they 
want. Common labor is worth 
$1.371%4 and $1.50 per day, and 
it is claimed that very soon 
the latter figure will be the 








road managers with delight. 
The restriction of their car 
loads to a maximum of 22,000 
or at most 24,000 pounds seri- 
ously interferes with their 
shipments and has in fact cut 
them off entirely from what 
was formerly a_ profitable 
source of trade. * * * Why 





of last year. 
* ee @ 


Advices from Alpena, Mich. 
state that the proposed log 
crop of that district will un- 
doubtedly reach 100,000,000 
feet or 25 percent more than 
the ordinary supply in 
times. 
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Southern Pine Yard Stock Weaker; Timbers Are Strong 

Average bookings of southern pine mills fell off in the 
week ended Nov. 30, to almost 5 percent below production. 
The production is about 20 percent below 3-year average, 
and stocks at mills are low, so that there is no great pres- 
sure to sell. Some mills catering to middle West trade 
have been a little too urgent for orders, however, and prices 
of boards and dimension are off 50 cents to $1.50, though 
a number of mills are sticking to lists. Small-mill stuff has 
been rather weak. Demand for timbers and special cutting 
continues good, and prices on such material are strong. 
Export trade has been active. The Southwest is originat- 
ing a good part of current yard business. Some large in- 
dustrial inquiries are now going to the mills. 


Inland Empire Business Excellent for This Season 


As shipments of Inland Empire mills during the first 
47 weeks of this year have exceeded their production by 
9 percent, their stocks are quite low, and they have been 
operating rather actively, their output recently having been 
a little above normal, whereas in the corresponding period 
of 1927 it was about 25 percent below normal. Some short- 
ages are reported at consuming centers. A few scarce items 
of Idaho pine are reported to have advanced, and the list 
as a whole is very firm. Despite the fact that production 
is active, bookings cover a good deal larger percentage 
of it than at this time last year. It is believed that there 
will be considerable buying for stocking up purposes 
shortly after the first of the year. 

California Pine Mills Continue in Strong Position 

California pine production is a good deal above normal 
for this time of year, having been 45 percent above in the 
week ended Nov. 24. Unfilled orders, however, amounted 
to the equivalent of 8 weeks’ cutting at that rate. Stocks 
are low, as shipments to date this year have exceeded the 
cut by 2 percent, while shipments for the whole of the 
previous year were 9 percent above the cut. Business 
tends to taper off a little, as is natural at this time of year, 
but industrial consumers especially have large needs, and 
both they and the retailers are expected to begin buying 
soon after the first of the year. The strong statistical posi- 
tion of the mills precludes any hope of lower prices, and 
there may be some difficulty in getting sufficient dry stocks 
when spring needs develop. 


California Redwood Mills Book Large Foreign Orders 


Demand for California redwood in the last couple of 
weeks has been practically equal to the production, while 
in the corresponding two weeks of last year the demand 
amounted only about half the production. Production has 
been around 90 percent of normal. To date this year, ship- 
ments have been 96 percent of the cut, but, as stocks last 
year were reduced by shipments 4 percent in excess of the 
cut, present mill holdings are moderate in amount. Files 
of unfilled orders are being kept at about the same per- 
centage of normal as for a considerable while. Foreign 
business recently has been quite heavy, having been 34 
percent of total bookings in the two weeks ended Nov. 24, 
while eastern business was well sustained and amounted to 
23 percent of the total. Total California business made 43 
percent of the total, demand from the northern part of 
the State being better than that from the southern part. 

Output of West Coast Fir Being Further Curtailed 

Business in West Coast fir is seasonably slower. Out- 
put for the week ended Dec. 1 was 9 percent below the 
average for the first 48 weeks of the year, and there is 
every indication that there will be further curtailment. 


Lumber Statistics Appear on Pages 58 and 59; 


Despite a little accumulation in recent weeks, stocks remain 
low, those of 103 mills on Nov. 17 being 17.8 percent smaller 


than on May 1. Export orders for the week were heavy, 
and amounted to 23 percent of total bookings, while ship- 
ments were even larger and mills have enough unfilled 
foreign orders to continue shipping at present rate for eight 
more weeks. Some of these may have been booked at con- 
cessions. Rail orders showed a little improvement, being 38 
percent of the total and appreciably ahead of shipments, 
with unfilled orders amounting to about three weeks’ ship- 
ments. Rail prices seem firm. Domestic cargo business 
made 30 percent of the bookings, and shipments were a 
good deal ahead. There tends to be a surplus in the Atlan- 
tic coast and California markets, with prices showing oc- 
casional soft spots, but on the whole very well held. 

Southern Cypress Position Improving; Prices Firm 

The movement of southern cypress has slowed down re- 
cently, few of the buyers being willing to add to their 
stocks until after inventory time. But volume of business 
is at least as good as it usually is at this season, for in the 
last few months there has been a slow but steady gain 
in the movement. Planing mill items seem to have been 
in excellent demand this fall. A promising inquiry is 
being received, evidently for spring needs, and there is 
every reason to expect that the decision of the manufac- 
turers to extend their promotional work will encourage 
the retailers to stock more liberally. Production has been 
kept below the level of demand, and holdings of the mills 
have been greatly reduced. Quotations have shown no 
recent change, and are expected to continue firm. 


Northern Hardwood Mills Book Good Volume of Orders 

Northern hardwood bookings averaged higher per unit 
in the week ended Nov. 24 than at any time since last 
June, and were 26 percent in excess of the output, which 
continued seasonably low, though somewhat larger than 
in recent weeks. Demand appears to be improving, espe- 
cially that for hard maple, of which stocks are quite low. 
Flooring plants have been good buyers of this species. 
Furniture makers, following their shows, are more active. 
They are not taking up much beyond current needs, but 
prospects in this industry are improving. Automobile man- 
ufacturers are launching their new models, and this in- 
dustry may be expected in the market soon for larger 
amounts. Since June, hardwood shipments have been run- 
ning well ahead of production, and mill stocks have been 
greatly reduced. Prices remain firm. 


Southern Hardwood Orders 8 Percent Above Output 

Bookings of southern hardwood mills were of very good 
volume during the week ended Dec. 1, and exceeded the 
actual production by 8.5 percent. The mills were operating 
at 84 percent of capacity, practically the same as in the 
preceding week. These figures indicate that some indus- 
trial consumers foresee a shortage of supplies, and are al- 
ready placing orders for shipment after the first of the year. 
Export trade has been active also. As total shipments 
since the first of the year have been 8 percent above the 
cut, the mills are going into the new season in strong 
statistical position, with their own stocks and those of the 
buyers unusually low. Oak flooring plants are said to have 
good order files, and are expected in the market soon for 
supplies of rough stock. Automotive industries are be- 
coming more active. Buying of furniture plants is in 
better volume than in a good while. Production of hard- 
woods is more likely to decline than increase, because of 
winter rains. Prices are fairly firm, and the outlook is for 
greatly increased strength throughout the list. 


Market Prices and Reports on Pages 85 to 89 
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Inquiries From TX Advertising Increase 


Extensive Program of Promotion Work by Employees Committee—Develop Facts Con. 
cerning Lumber’s Problems—Statistics Covering Annual Fire Loss 


Wasuincton, D. C., Dec. 3.—The number 
of inquiries from the general fall advertising 
reaching the National Lumber Manufacturers’ 
Association has greatly increased. For exam- 
ple, on last Friday alone 150 inquiries from 
the latest advertisement appearing in Time. 
Returns from the Saturday Evening Post page 
ad in the Dec 1 issue, which was distributed 
throughout the country on Thursday, began to 
come in Friday and Saturday in large volume, 
so much so that it begins to look as if head- 
quarters will be a bit swamped. However, all 
hands are ready and waiting for the flood. 

The larger returns from the general con- 
sumer advertising are attributed to the fact 
that in current issues of publications used, the 
specific services the National and regional as- 
sociations are prepared to extend are empha- 
sized—chiefly having to do with lumber in the 
home. 

“New Homes from Old Houses” is the cap- 
tion over the Saturday Post ad, which carries 
pictures from the modernizing film “The 
Transformation.” 

The first of the consumer ads 
were intended to reach primarily 
business and industrial executives, 
many of whom responded imme- 


Material 


There are some twenty-seven sections of the 
general committee and the various sections are 
continuously participating in local activities 
that afford an opportunity for lumber promo- 
tion. These committees are located chiefly 
in the Northwest. 

School essay contests, contacts with mer- 
chants, jobbers, chambers of commerce, city 
clubs and employees of all industries, with 
farmers, State and county fairs, and with the 
public in general to promote the Pacific North- 
west lumber industry are only a part of the 
very practical work being done by the or- 


ganization. 
68.282 2 @ 


Railroad Equipment Budget for 1929 


The railroads of the country are now pre- 
paring their 1929 equipment budgets and a 
large number of material inquiries are ex- 
pected from them shortly after the first of 
the year. Inquiries for new equipment since 
July 1 have been very satisfactory. Much of 
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the full text with a summary giving the salient 
points in convenient form for ready reference 
including statistical tables, charts and graphs. 
These can go conveniently into the files of 
committeemen and directors and will provide 
them with summary memoranda of the TX 
work of 1928 so they need not refer to the 
detailed reports unless they desire to do 50, 

Mr. Perkins, of the J. Walter Thompson 
Co., moreover, planned to use the graphic 
method to a considerable extent in outlining the 
survey and study made by the advertising 
agency during the last six months. 

While the Thompson Agency report is not 
as yet in final form, it is substantially at that 
stage, and it presents some rather disquieting 
facts about the merchandising and advertising 
problems that must be solved if lumber is to 
enlarge its sphere or hold its own. 

At this stage of the development of the 
study conclusions are not formally presented. 
The reader can reach his own conclusions. 

The survey was designed to de- 
velop the facts concerning lum- 
ber’s problems. No attempt was 
made to gloss over anything. It 
is a frank picture of the situation 









of the industry as seen through 
impartial eyes seeking only light 
with a view to finding solutions 











for the various problems. Mem- 
bers of the agency staff who made 
the study are experienced men. 
Their instructions were to get the 
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tistics, is not more than $300,000,- 
000, according to “Fire Loss Sta- 
tistics,” a new publication about to 
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facts and the truth. 
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Wood for Radio Cabinets 

H. S. Crosby, manager of the 
Pittsburgh district office of the 
National Lumber Manufacturers’ 
Association, was impressed with 
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The publication calls atterition 
to the fact that fire insurance ad- 
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the extent that wood is used in 
radio cabinets at the recent Radio 
Show held in Duquesne Gardens. 

Inspection of the exhibits, he 



























are lost every year by reason of 
fire. Despite this advertising 
claim of the insurance folks, the 
bureau of the census, Department 
of Commerce, is quoted as giving 
the total number of lives lost in 
building fires in 1926—the latest 
year for which statistics are avail- 
able—as less than 2,000. 

Detailed statistics are given for more than 
90 cities, showing that the number of fires per 
thousand masonry buildings is more than 78 
percent larger than the number in buildings of 
lumber construction. 


x* * k *k * 
Employees Wood Promotion Committee 


As a part of the extensive program of pro- 
motion work being carried on by the Em- 
ployees Wood Promotion Committee, the Port- 
land (Ore.) sawmill employees section of the 
general organization arranged a demonstration 
of lumber utilization at the Pacific Interna- 
tional Livestock Exposition held there re- 
cently. Large crowds attended the exposition, 
and the employees on the job for the commit- 
tee report thousands of inquiries on the prod- 
ucts of sawmills and woodworking plants 
placed on exhibit. 


said in his report, tends to dis- 
prove the theory that the radio 
people are going over to metal 











cases. In fact, quite the opposite 








Table of relative leakage of heat in different types of building ma- 
terials, prepared by the American Society of Heating and Ventilating 
Engineers, which demonstrates how feed and therefore fuel may be 
conserved and profits increased through proper construction of animal 


housing buildings 


this stock has, however, been supplied. 
The following table shows the requirements 
from July 1 to date: 
Composite All 


rl of Car Construction Steel 
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A large proportion of wood is used in the 
wood-steel composite construction. 
** * * * 
Summarized Reports for TX Committee 


Textual reports submitted to the trade ex- 
tension committee at its meetings. are neces- 
sarily rather lengthy. Headquarters officers 
introduced a variation for the meeting to be 
held in Chicago Wednesday by supplementing 





impression is given. It is true that 
several of the more important 
manufacturers use metal exclus- 
ively on table models, but many of 
these are eventually installed m 
wood cabinets or consoles, and if 
salesmen’s claims are to be con- 
sidered as evidence, the cabinet 
models are more popular than the table model. 

Mr. Crosby added that results obtained in 
combining radio sets with other furniture have 
opened an avenue for further development 
which promises to be of importance to the fur- 
niture industry. 

American walnut predominated by a wide 
margin over mahogany, maple and gum, the 
latter being used largely in combination with 
walnut in the radio receiving sets on exhibi- 
tion. Some tables made of hard maple were 
very effective. 


* ¢ ¢ &© 


Eighty-Year-Old Home Is Modernized 
Frank H. Alcott, of the eastern division, 
has submitted an interesting report on the mod- 
ernizing of an 80-year-old wood house on West 
Genessee Street, Syracuse, N. Y. Mr. Alcott 
visited Syracuse in connection with building 
code matters. Among others he met F. H. 
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Greene, of the Wilson & Greene Lumber Co., 
who is keenly interested in the modernizing 
movement and told him what was being done 
with the old home. Originally this home was 
a farm house, lacking all modern conveniences 
like any other country houses. Now it has all 
of the modern devices and has been completely 
revamped—transformed from an unattractive 
structure into a colonial home that would be a 
credit to any part of the city. 

Mr. Greene’s company and various other con- 
cerns are actively interested in this moderniz- 
ing job, and it is being sponsored by the Syra- 


cuse Journal of the Hearst Syndicate, which is 
running interesting reading matter along with 
the advertisements as the work progresses. 

Creo-Dipt shingles now cover both the roof 
and the old clapboard siding, making a neat 
job of pleasing color. Upson board and Upson 
fiber tile are being liberally used on the in- 
side, while the new floors are of Cell-ized oak. 
Woodwork of the Curtis Companies (Inc.) 
has been extensively used. 

If any of those behind this -particular job 
entertained any doubt as to the magic wrought 
by the relatively simple changes they have long 





than in any year for the five years b 
in demand for lumber in the face of 


Lumber Production and Orders (19 


Biggest Demand for Lumber in 1928 for Five Years 


The effective functioning of the nation-wide trade extension move- 
ment in behalf of wood is strikingly indicated in a statement prepared 
by statisticians of the National Lumber Manufacturers’ Association. 
These figures, based on reports from comparable mills in five associa- 
tions, show that there has been a greater demand for lumber in 1928 


industry during the year drawing to a close should be a source of genuine 
satisfaction to every lumberman, in whatever branch of the industry he 
may be, and at the same time should impress upon every one the desir- 
ability of a more general participation in the trade extension campaign. 


tional Lumber Manufacturers’ Association 


ack to 1923. This notable increase 
obstacles that have confronted the 
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While this national campaign is and 
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promotion of wood, it behooves the industry also to see that there is 
no diminution of any other effort, including regional association cam- 
paigns, individual advertising, conservation, proper balancing of supply 
and demand, and a continued striving for better merchandising methods. 


Comparable Mills—Five Associations 


1924 1925 1926 1927 1928 
ee ae 5,994,000,000 6,579,000,000  6,787,000,000 6,714,000,000 6,808,000,000 
Shipments .... 6,140,000,000 6,791,000,000  6,657,000,000 6,444,000,000 7,013,000,000 
Orders ....... 6,125,000,000 6,782,000,000  6,627,000,000 6,529,000,000 7,149,000,000 

Southern Pine Association 
| RRS: 5,441,000,000 5,680,000,000 5,374,000,000 5,174,000,000 5,135,000,000 
Shipments .... 5,536,000,000 5,662,000,000 5,432,000,000 5,136,000,000 5,426,000,000 
GHEE cccices 5,542,000,000 5,691,000,000 5,350,000,000 5,241,000,000 5,477,000,000 
Western Pine Association 
PE oe ticukiwsts 1,749,000,000 1,930,000,000 1,740,000,000 1,578,000,000 1,835,000,000 
Shipments .... 1,700,000,000 1,748,000,000 1,785,000,000 1,644,000,000 2,000,000,000 
Orders ........ 1,733,000,000 1,725,000,000  1,826,000,000 1,648,000,000 2,037,000,000 
Northern Pine Association 
eee 435,000,000 504,000,000 425,000,000 468,000,000 554,000,000 
Shipments 448,000,000 495,000,000 479,000,000 427,000,000 532,000,000 
GG: eo ceacsas 456,000,000 457,000,000 458,000,000 406,000,000 507,000,000 
California Redwood Association 
_ | ee 557,000,000 488,000,000 502,000,000 486,000,000 460,000,000 
Shipments .... 446,000,000 459,000,000 482,000,000 507,000,000 442,000,000 
4 i ree 452,000,000 464,000,000 504,000,000 516,000,000 451,000,000 
o 
eee 14,175,000,000 15,181,000,000 14,829,000,000 14,419,000,000 14,792,000,000 
Shipments ....14,271,000,000 15,155,000,000 14,835,000,000 14,158,000,000 15,413,000,000 
UES cccévacs 14,308,000,000 15,119,000,000 14,765,000,000 14,340,000,000 15,621,000,000 











should be the basis for the general 
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since been thoroughly convinced and are sing- 
ing the praises of modernization. Large num- 
bers of residents of the city have inspected 
the transformed home to see for themselves 
what can be accomplished at comparatively 
small expense, and the expectation of Mr. 
Greene and others is that many modernizing 
jobs will result from this introductory sample. 


ses & & 8 
On Advisory Council of Trailfinders Club 


Winfield Scott, public relations officer of the 
western division of the National association, 
has accepted an invitation to become one of 
the fifteen members of the advisory council of 
the Trailfinders Club of Southern California. 
This is an outing, study and to some extent 
forestry organization. It has about 1,500 mem- 
bers. Among the members of the advisory 
council are: Stewart Edward White, author; 
Jesse L. Lasky of motion picture fame; Charles 
F, Lummis, internationally known writer; Joan 
McGroarty, author; Dr. George P. Clements, 
Los Angeles Chamber of Commerce; and Mrs. 
Frank A. Gibson, mother of Hugh S. Gibson, 
American ambassador to Belgium. 

This is a permanent contact for the National 
association and came unasked. 





Lumber and Paper Concerns Merge 


CLoguet, Minn., Dec. 4.—Merger of five 
lumber and wood products companies at this 
place has become effective, the companies in- 
volved in the merger being the Northwest Paper 
Co., the Cloquet Lumber Co., the Northern 
Lumber Co., the Johnson-Wentworth Co. and 
the Duluth & Northeastern Railway Co. The 
new organization will be controlled by and 
operated under the name of the Northwest 
Paper Co., and the consolidated organization 
will have three divisions—lumber, wood prod- 
ucts and pulp and paper. 

Officers of the new corporation are as fol- 
lows: Chairman of the board, R. M. Weyer- 
naeuser; president, H. C. Hornby; vice presi- 
dents: W. H. Kennety, Sherman L. Coy and 
Walter B. Driscoll. 

Walter B. Driscoll will direct the wood prod- 
ucts or lumber specialties division, which will 
operate the Johnson-Wentworth mill, sawing 
small logs and bolt stock, and will also operate 
the Cloquet cut-up plant manufacturing cut-to- 
size crating. 

William H. Kennety will direct the pulp and 
paper division at Cloquet and Brainerd. 

Sherman L. Coy will direct the lumber divi- 
sion and will operate the Northern Lumber Co. 
plant. 

The remaining Weyerhaeuser and allied in- 
terests at Cloquet will continue to operate under 
their present arrangements and will not be af- 
fected by the merger. These include the Wood 
Conversion Co., making Balsam-Wool and Nu- 
Wood; Rathborne, Hair & Ridgeway, operating 
a box factory, and the Berst, Forster & Dixfield 
Co., manufacturing toothpicks, clothes pins and 
other small articles of wood. 

A subsidiary of the new corporation, the 
General Logging Co., will handle logging opera- 
tions for all three divisions, bringing in saw 
logs, bolts and pulpwood over the new logging 
railroad recently completed from the end of 
the Duluth & Northeastern through Lake and 
Cook counties up to the Canadian border. 

Under the new plan of operation, the lumber 
output will be reduced to between 90,000,000 
and 100,000,000 feet annually, and it is expected 
that this output will be maintained permanently. 

The output of the consolidated organization 
will include lumber, crating, newsprint, kraft 
and other kinds of paper, as well as some new 
lines that are expected to be added. 

It is believed that under this new organiza- 
tion and new plan of operations, the Weyer- 
haeuser industries at Cloquet will be made 
permanent, as in addition to the remaining areas 
of virgin timber there are large areas of cut- 
over lands that are being reforested, which will 
supply material for the pulp and by-products 
mills and later timber for the sawmills. 
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“Hot Points’ for Convention Programs 








lowed by others. 














KANSAS 


1. (a) Delivering. (b) Duplicated stocks. 
(c) Credits. The latter two might be com- 
bined under the head of investments. A few 
years ago the average country lumber yard 
operated in its own territory and was never 
disturbed. Now, if you are located within 
thirty or forty miles of a large distributing 
point the city dealers’ trucks will deliver lum- 
ber that distance. This fact also forces the 
country dealer to carry a more assorted stock, 
which increases his investment, which creates 
the second problem. They are also over eager to 
sell and will arrange financing plans for their 
customers, which also creates the third prob- 
lem. Solution of these three problems, we feel, 
are most important for the preservation of the 
average country yard dealer. 


2. The prepared roofing question. Roofing 
is being now sold by the manufacturers to 
anyone, regardless of whether he is a legiti- 
mate dealer or not, even to small tin shops, fur- 
niture stores, wrecking companies etc., who 
frequently add scarcely any profit to their 
cost, compelling the dealer to either meet these 
prices or lose the business, and keeping the 
consumer at all times posted as to its cost. 
In other words, at present the retail dealer 
does not enjoy the slightest protection from the 
prepared roofing manufacturers. 


3. The matter of shipping wet or green lum- 
ber, especially from the fir and other West 
Coast mills. It is our opinion, the manufac- 
turer in acknowledging an order should give 
the buyer an approximate idea at least as to 
the condition of the stock he expects to ship. 


KENTUCKY 


1. Should a lumberman build homes com- 
plete? 

2. Should lumbermen finance new homes, 
taking first mortgage as security? 


3. Should a lumberman refuse to sell an 
item below cost to meet competition? 


LOUISIANA 


Knowing costs. 
Stock turnover. 
Better credit methods. 


MICHIGAN 


1. Mail-order houses are bidding strong for 
our customers’ dollars. Some places they have 
door bell ringers calling at every home about 
twice a year. They are prepared to take any 
and all jobs that belong to the local retail 
dealer. How is the dealer to combat this in- 
trusion? Can he profitably apply the same 
tactics in soliciting business as the mail order 
houses? How about a sort of a census con- 
ducted either by the lumber dealer or all the 
businesses of a town or city? Let’s hear from 
some dealer who has had experience along this 
line. 


2. The Department of Commerce, has stand- 
ardized lumber but not steel. Why? The 
thickness of the steel determine the gage, which 
is usually marked on the sheets, but there 
never is anything on a galvanized sheet to in- 
dicate the amount of zinc applied to it. The 
life of the sheet is dependent on the amount 
of zinc applied. The Department of Com- 
merce claims that 26-gage galvanized sheets on 


wn 


Several hundred representative retail lumbermen, in all parts of the country, have written = 
the American Lumberman telling the subjects that they are most desirous of having dis- 
cussed at the approaching annual association conventions. 
letters appeared in the Dec. 1 issue. The second instalment, printed this week, will be fol- 
These letters furnish splendid suggestions and material for convention 
€ program makers, convention speakers, and for informal discussions at association and group i 


gatherings of retailers. 


roofs last from two to twenty-two years, de- 
pending on the amount of zinc applied. How 
do we know which we are buying and sell- 
ing? Are we and our customers entitled to 
know what we are buying? 


3. (a) Financing either first or second 
mortgage. (b) Lumber dealers to become con- 
tractors and complete home building. (c) 
Selling the home or other building complete. 

4. (a) Good will. (b) Selling. (c) Finance. 

5. (a) Keeping the lumberman interested 
in his business. (b) Increasing inventory 
turnover. (c) Elimination of service abuses. 
Regarding the first subject, we think that many 
times lumbermen devote too much time, energy 
and capital to local projects with the result 
that their business suffers. A discussion of 
the subject might reveal much of interest. The 
second subject has been often discussed, but 
we think there are still many retailers who 
could benefit much by further discussion. As 
to the third subject, we think that in the 
anxiety to secure business, many concessions 
have been given to the trade so that many 
dealers can show little profit for a year’s hard 
work. To illustrate—how much free delivery 
should a dealer furnish? The last summer 
one of our customers asked us to give immedi- 
ate delivery on less than $5 worth of mate- 
rial to a resort lake twelve miles away. Should 
the dealer eliminate free delivery entirely and 
base his price list f. o. b. his yard, letting the 
customers attend to their own hauling? 


6. How can the lumber industry work out 
a reasonable margin of profit on its transac- 
tions? We have had “prosperity without 
profit” about long enough. 

7. How can the retail dealers improve their 
collections ? 


8. How can retail lumber sales be placed 
on a sound and conservative credit basis? We 
believe the practice in this respect has been 
greatly improved during the last year, but 
there is so far too much granting of credit 
without substantial basis. 


9. Cost of doing business. The vast ma- 
jority of lumber dealers merely guess at the 
proper mark-up; they have no way of know- 
ing how much it costs them to handle lumber 
per thousand feet, and at the end of the year 
they wonder why their business was profitless. 

10. The lien law should be given consider- 
able attention. 


11. We would discuss sales promotion, par- 
ticularly as related to competition with mer- 
chandise which we do not sell. 


MASSACHUSETTS 


1. How to merchandise to obtain more re- 
modeling and repair business. 


2. Better relations between competitors. 


3. Yard improvements to keep the lumber 
industry before the public. 


4. How to educate some retail dealers to 
get a fair price for their goods, one that will 
show them a profit. They have the cost system 
installed, and yet are selling at a loss. 


5. How to collect an account of $1,000, 
which is 60 days old, where the man has put 
everything in the wife’s name, and has just 
bought a new auto, on the instalment plan, 
for his wife. 


The first instalment of these 














6. How to get a lien law passed which has 
teeth in it but no loopholes that the offend- 
ing party can crawl out of. Our laws which 
we have today are-not worth a 


~ 


7. (a) Modernizing old homes. 
of doing business. (c) Credits. 


MISSOURI 


1. A way to finance instalment business the 
same as the automobile, radio and some other 
concerns do. 


2. Find means for the small individual yard 
to compete with large line-yards in the matter 
of buying. 

3. Devise some plan for neighboring dealers 
to pool expense on creative advertising. 

4. Have associations organize in each city 
the dealers who are fighting one another; ap- 
peal to their sense of duty. 


5. Discuss how to compete with catalog 
houses. Discussion to be by actual retailers, 
not twenty-second story theorists. I sold $35,- 
000 this year against catalog prices, out of 
total sales of $150,000. 

6. Advocate use of paper sacks for plaster 
and cement. 


7. From which do you get the best results 
on basis of cost—direct advertising or news- 
paper advertising? 

8. In what way are you helping to 
strengthen the lumber industry by selling qual- 
ity merchandise that will win the consumer’s 
confidence ? 


9. Is the retail lumber yard the logical place 
for the selling of paint and builders’ hard- 
ware? 

10. How to educate the old school lumber- 
man to the fact that $1 added to his cost is not 
a reasonable profit, along with 10 cents added 
to shingles and cement. The country is full 
of such dealers, just hanging on, and how to 
educate them when they refuse to attend a 
district meeting, will not join the State asso- 
ciations and do not read the trade papers, is 
the problem. 


11. Better co-operation with the lumber 
and shingle manufacturers. Right now we 
know of a man in this town who requires a 
new roof. A dozen or more roofers have called 
on him, with prices for their products, put on, 
but dealers selling wood shingles, when ap- 
proached in reference to cost of a new roof 
put on over the old, could or would not give 
him any information. 


NEBRASKA 


1. (a) It seems to me that the most im- 
portant question before the lumbermen at this 
time is that of distribution. I do not believe 
that there are any particular specifications 
which would give a regular dealer the status 
of a regular distributer. There are many of 
them who are not legitimate distributers, be- 
cause they have no stock or equipment, yet all 
they need to do is to print some stationery and 
write to the trade journals saying that they 
are opening a yard, and upon the publication 
of that nétice the wholesale and jobbing houses 
immediately begin to send their quotations to 
this person, who may not be entitled to be 
called a regular distributer of lumber products 
or house materials of any kind. (b) Another 
question which is important has to do with 





(b) Costs 
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the materials, outside of lumber, which are 
becoming more generally used for taking the 
place of lumber. These materials are shipped 
promiscuously to every contractor, and con- 
sumer as well, without definite channels of dis- 
tribution. I believe that they could be stand- 
ardized and distributed through regular dealers. 
(c) These two items bring up the third vexing 
problem, and that is whether a lumber dealer 
should engage in the contracting business. 

2, Methods to cut overhead on bookwork, 
collecting etc. 

3. Practical ways to eliminate big stocks 
and excessive investment. 

4. How to increase the demand for more 
lumber, creating a desire on the part of the 
consumer for our product. 

5. How best to assist the buyers of our 
material and those engaged in construction of 
buildings—to finance them. 

6. How shall we dispose of the securities 
or financial paper which we have taken in pay- 
ment for our material? In other words, what 
arrangements can be made with finance com- 
panies to carry the accounts? 


NEW JERSEY 
1. Organized credit—with the purpose of 
eliminating the irresponsible contractor. 


2. Organized buying—a method by which 
the small dealer may carry a full stock of 


6. How to organize some sort of acceptance 
corporation by the parties interested, for 
financing sales of building material on the in- 
stallment plan, at a nominal cost. 


7. How to repulse the attack now being 
made on the retail building material dealer by 
large distributers through chain distributing 
warehouses. 


8. How to organize and conduct a “door- 
bell” selling campaign. 

9. Building loans; accounts receivable; time 
sales (deferred) ; mortgages, finance; mergers ; 
modernizing as a means of filling in the gap 
and being at the same time constructive. 


10. Credits. In our eagerness for volume 
we throw judgment to the winds and trust to 
luck or a mechanics’ lien law to collect an 
account, which the exercise of a little judg- 
ment and some investigation at the beginning 
would demonstrate quite clearly the probability 
of a loss which to recoup would require sales 
to from ten to twenty times the amount of the 
loss. 


11. Terms. These should be reasonably de- 
termined, clearly expressed and rigidly adhered 
to. Fifty-fifty, meaning 50 percent cash and 
50 percent notes, are becoming so generally pre- 
valent in New York City and vicinity, even with 
the most unreliable type of speculative builder, 
as to have a demoralizing effect. The liberality 
of building material dealers in extending credit 

















This contrast between the old and the new in 


Dardis Lumber & Fuel Co., Menomonee Falls, Wis. 


lumber sheds is to be seen in the yard of the 
At left is shown a section of a shed 


which was built forty years ago, embodying the principles of construction in vogue at that 


time. 


The middle view is a close-up of the same shed, showing some of the details of con- 


struction. At right is a view down one of the yard alleys, showing in the foreground a 


strictly modern shed unit only a few years old. 


At about the center of the right-hand picture 


is seen another shed unit under construction, which, when completed, will be the last word in an 
open shed; and in the background is glimpsed the “old-timer” pictured in the other two views, 
thus showing the old, the newer and the newest, all in a row 





salable items and yet keep his inventory down 
to a figure in keeping with his volume of busi- 
ness, 


3. Methods of moving slow items. 


NEW YORK 


1. (a) Credits. (b) Selling. (c) Handling 
of material. 

2. Financing the home builder. 

3. Co-operative work among retailers as to 
exchange of credit experience, advertising; 
simplification of stocks carried. 

4. Education of retailers and contractors 
along good selling lines and away from price 
_ and poor quality substitutions where pos- 
sible, 

5. How to get more for our material than 
our competitor is willing to sell his for. 


on unwise terms does not increase business. 
Purchases would not be halted if credits were 
carefully scrutinized before being given, and 
reasonable terms demanded and carefully ad- 
hered to. 


12. Distribution. We refer to the tendency 
to establish an unusually large number of 
yards, entailing unwise competition and lower. 
ing of credit standards, offering unwise terms 
and tremendously increasing overhead charges 
for all deliveries. We believe fewer yards, 
by consolidation or otherwise, would produce 
larger and financially sounder yards better able 
to control credit extensions and terms, having 
greater and wiser buying facilities, and with 
reduced ratios of overhead would be beneficial 
to the general public as well as to the dealer. 


13. Modernizing. The retail dealers should 
begin to realize that in 90 percent of the cases 


no new residences are greatly needed and the 
speculative building will become speculative— 
not only for the contractor and promoter but 
the account is liable to be speculative to the 
lumber dealer. If our attention can be turned 
to modernizing the homes already owned the 
credit will be good, the business strictly at 
retail and the profit commensurate with the 
service that we will be able to give. 

14. Credits and collections. This is an item 
we have always had with us and probably 
always will be in the transition between specu- 
lative building and modernizing. We should 
begin to look out. Hard and fast rules must 
be made and maintained if we expect to come 
out with a profit on our investment that would 
be equal to the income from a Liberty bond. 

15. Installment buying. This applies not 
only to the inducements offered to the pros- 
pective home builder by which, upon a small 
payment, he can obtain a lot and erect a home 
thereon, largely on credit; not only build the 
home but furnish the home, buy an automobile, 
jewelry, clothing—everything on the install- 
ment plan. Installment buying has some good 
features but we believe the ultimate result will 
be that the individual will have mortgaged his 
future, if he meets his payments, to such an 
extent as to practically take him out of the 
market as a buyer for anything beyond the 
necessities of life, with its due effect upon 
general business. 

16. House plan books, with specifications. 
Has this resulted in good construction? We 
eliminate bathroom and kitchen furnishings 
along modern methods which, while very at- 
tractive, do not alone constitute good construc- 
tion. Has not the result been very largely to 
bring into the market numerous small con- 
tractors, often journeymen and often not finan- 
cially responsible, who will build houses and 
are the only ones who really pass upon their 
work, no architect being employed? Many of 
these houses are built either in the outskirts 
of the city or over the line, there being, in 
the latter case, no building laws such as pre- 
vail in the city itself. 

17. Water and rail transportation. This is 
a matter that should be of interest to every- 
body handling lumber, as well as many other 
commodities. It should be compulsory upon 
railroads to make a joint traffic rate upon an 
equitable basis with water transportation com- 
panies, similar to that which railroads make 
with each other. Further, it should be re- 
quired, whether the joint traffic rate be between 
railroads, water transportation companies or 
with each other, that the filing of the joint 
traffic rate with the Interstate Commerce Com- 

mission should not be sufficient but that the 
division of the joint traffic rates should like- 
wise show in the filing of the joint traffic rate 
itself. Transportation companies are not now 
required to show these divisions in filing the 
rate. We understand that in some cases on 
the Mississippi River a joint traffic rate has 
been ordered, but are not familiar with it, and 
so far as we know is not in general use, but it 
should be, so that the public may derive the 
benefit of the lowest cost for transportation of 
any commodity suitable for shipment by rail 
or water, or both. 

18. The encroachment of wholesalers and 
manufacturers into the field of the retail dealer. 

19. The sales policies and methods of the 
manufacturer of building materials such as 
steel sash and frames, fireproof doors and 
specialties. 

20. Financing the home builder. 


21. (a) Long credits extended by lumber 
companies. (b) Financing homes. (c) Mer- 
chandising. 

22. I think some of the subjects that are 
talked of most we should try and forget. One 
of these is moisture content. They have talked 
this in the association uritil it is threadbare. 
Another one of these subjects that has been 
talked of for years with no definite result 
obtained is the lien law. Yet I am aware of 
the importance of this. 
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Cornhusker Capital Views the Alien Competitor 


Lincoln Admits It Is Over-Yarded but Says Dealers Are Square 


ee 





Shooters—Services of TX Engineers Being Sought 


In the office of the Dierks-Drumm Lumber 
Co., in Lincoln, Neb., this department met 
Bruce E. McIntire who told us that the fall 
volume in the city had not quite kept up 
with the spring promise. He said some peo- 
ple thought it was a result of the presiden- 
tial election. If lumber trade is wavering 
on about an even balance, it doesn’t take 
much to make customers wait a while. Mr. 
McIntire said if this was the cause, trade 
would steady after the election. And of 
course that event will have occurred between 
the time these lines are written and the 
time they’re printed. The theory is that 
however the election comes out, there’ll be 
enough members of the victor- 


this kind. A contractor specialized in 
houses of a sort for which he could use 
inferior material. There was no deception 
about it. The houses were admittedly cheap 
but were fairly well built. The contractor 
was using lumber from a certain outside 
source and was getting along all right. This 
dealer asked him if he would be willing to 
use material of equal quality and price, 
bought from his yard. The contractor cheer- 
fully agreed. A careful study showed that 
lumber from a reputable mill a grade lower 
than the alleged grade of the shipped-in 
material was quite as good and perhaps a 
shade better. This was supplied. Again 





ious party reassured by the vin- 
dication of sound government to 
start in cheerfully with their 
expansions. After a short time 
the defeated voters will get so 
interested in seeing other people 
build that they’ll start in, too. 
You have the advantage of us 
in knowing, as you read this, 
which is the victorious party. 
As we write, we don’t know; 
but according to the theory it’ll 
work which ever party it is. 
Mr. McIntire made the state- 
ment we heard many times in 
Lincoln; namely, that the city 
is over yarded. The Realm never 
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ested. I’ve thought for two or three years 
that a great campaign of farm building 
would begin. I couldn’t see how it could be 
put off longer, but it still is being put off. 
Some people say the farmer is hanging to 
his money because he doesn’t feel sure of 
the future. I couldn’t really complain if he 
did hang to it. But as I see it he finds 
money and spends it for other things. Maybe 
it just seems so because I’m on the outside 
of these other businesses. Maybe the car 
dealers, for instance, think that trade is as 
slow as I think it is in the lumber business. 
But I do see a good many more new cars 
than new barns or even than new garages. 

“We had a district meeting 
here a little while ago, and 
Harry Colman, representing the 
cement people in an advisory 
capacity, made us a_ speech. 
Harry’s a great fellow. He has 
so much inside knowledge of the 
building material business from 
a merchandising and accounting 
standpoint that he has a won- 
derful background from which 
to talk to a crowd of dealers. 
Harry spoke about three hours 
at one crack, and I think he 
gave us a lot of sound ideas 
about making the most of our 
merchandising chances.” 

E. P. Parkhurst, of the W. F. 





did find out how many yards 
Lincoln has. We visited as many 
as we could find in the time 
available, but at that we must 
have missed quite a flock. Estimates varied 
from ten to thirty; which seems a wide 
spread, even in the elastic art of estimating. 


Alien Competition in Action _ 

But in spite of the number of local dis- 
tributing points, Mr. McIntire said, there 
seems to be plenty of inclination in various 
places to supplement local efforts by going 
over the heads of local dealers to the cus- 
tomer. He made an exception of cement 
manufacturers. These men seem to be will- 
ing to play ball with the Cornhusker deal- 
ers. But, to mention one source of alien 
competition, though not to mention it too 
specifically, certain outside yards are pre- 
pared and even anxious to supply Lincoln 
builders with lumber of a sort at prices that 
leave one weak with admiration or some- 
thing. In a newspaper ad we collected a few 
outside prices, including house siding at 
$17.50, 5/2 red cedar shingles at $3.75, 2x4’s, 
2x6’s and 2x8’s “good quality” at $30 and 
oak flooring at $20. Mr. McIntire tells me 
that the quality of this material is what 
might be expected; but some of it wiggles in. 
‘Somebody, and unluckily I’ve forgotten 
who it was, told of meeting competition of 


The Landy Clark Co. at Lincoln, Neb., completed its new office build- 
ing about a year ago and is now arranging to remodel its yard to 


conform architecturally with the office 


there was no deception. This contractor 
cared not a hoot about grade names. He 
wanted this sort of stuff at the low price 
which it naturally bore. The dealer did 
not conceal or “substitute” grades. He sold 
the lumber for what it was. Any deception 
involved was in the alleged grade of the 
out-of-town lumber; and this apparently 
fooled no one who knew anything about 
grades after he took one look at it. 


Insulation Makes Sales Progress 


Mr. McIntire says the local sale of in- 
sulating is increasing rapidly. It was hard 
to start, but it gives such complete satis- 
faction that each sale makes several others, 
as soon as it has had a chance to demon- 
strate its value in winter weather. 

The Searle & Chapin Lumber Co. has 
fifteen yards in its line; twelve in Nebraska 
and three in Kansas. W. L. Cummins stated 
that all the branch yards of the line are 
in farming communities. Conditions are 
spotted. 

“In all these communities,” Mr. Cummins 
said, “farm buildings need repair or re- 
placement. There is an obvious market for 
paint, could we but get the owners inter- 


Hoppe Lumber Co., said there 
was ample loan money in Lin- 
coln for all sound risks. There 
have been some houses built by 
investment builders; and as usual while 
some of these buildings have been well put 
up, a number of others have been shot to- 
gether in the discouraging manner that 
means grief and disillusion for the unlucky 
owner. Competitive conditions, except for 
the too numerous yards, are quite good in 
Lincoln. 

“It’s a curious thing,” Mr. Parkhurst said, 
“that when business is scarce and ought 
to be made to yield a legitimate profit if it 
ever does, it is nearly always the time 
when prices are cut. A man doesn’t have 
much trade, so he gives away the profit he 
ought to have on that. I’ve hardly ever 
seen sharp price competition that didn’t 
operate to reduce the volume of building. 
Maybe it’s the reduced volume that reduces 
the prices, but I believe it works the other 
way, too. Customers always know, of 
course, when such things are going on. 
Some of them hold off, waiting for the 
fight to get hotter and the cost less. Some 
get wary and suspicious of the whole build- 
ing business. It seems to be without price 
standards; so how is a customer to know 
when he is being dealt with on the 
square?” 
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Retailers Are Interested in TX 


Edwin Erickson, of the Citizens Lumber 
Co., has operated lumber yards in various 
parts of the middle West and eventually 
came to Lincoln because he wanted to have 
advantage of the schools and the university 
for his children. It was Mr. Erickson who 
asked about the trade extension work and 
the engineering service of the National Lum- 
per Manufacturers’ Association. Our friends, 
the fabricators of steel framing, have been 
present in Lincoln with their sales propa- 
ganda and have sold a good many truss 
roofs and the like. Dealers in many places 
report this kind of activity. Farmers are 
peing told that they can build for all time 
with steel and have the safety and strength 
of the city skyscraper in their barns. The 
“TX” engineers are having 
good success in giving the 


next season; an office and store building 
across the front and an extension of the 
warehouse to shelter the shingle stock. 

Mr. Aspegren has a western sawmill, lo- 
cated, if I remember correctly, in Colorado. 
Some of the product of this mill is carried 
in the yard stock. This yard handles fir, 
western white pine and hemlock. The yard 
handles some allied lines, such as paint and 
nails. “We wouldn’t know how to do busi- 
ness without these things,” Mr. Skold said. 


Big Concern Builds Handsome Office 


The Landy Clark Co. has within the year 
moved into a handsome office building and 
at the time of our visit was doing the pre- 
liminary ground work to remodel the sheds 
to conform architecturally with the office. 

Leo S. Hyland, of this company, was busy 





lumber dealer the technical 
and general information to 
meet these things. 

Mr. Erickson remembered 
Met. L. Saley, the famous Old 
Master of this department 
who wrote the Realm many 
years ago. “It costs money 
to put lumber in the air,” was 
one of the Saley slogans. 
The local competition with 
out-of-town mail-order con- 
cerns reminded Mr. Erickson 
of a number of experiences at 
other points. This  out-of- 
town stuff has a long chapter 
in this part of the Missouri 
Valley and points West. 


At the office of the Inde- 
pendent Lumber & Coal Co., 
we saw Otto E. Skold, the 
youngest member of the or- 
ganization. John A. Aspe- 
gren, the veteran head of the 
company, has been in the 
lumber business many years. 
Leonard B. Skold has been 
with him eight years, and 
Otto, the younger brother, 
has been with him two years 
since completing his work at 
Nebraska university. The 
campus of this big school is 
located in the heart of Lin- 
coln, and the campus of the 
agricultural division of the 
university is on the outskirts. 
A good many readers of these 
columns know about the ex- 
ploits of Nebraska U in foot- 
ball if about nothing else. 
Nebraska dealers, in addition 
to this information, know that 
the farm school is doing 
work of immensely practical 














Lumber retailing can and should be the active partner 
of one of the oldest and most practical of the arts. Archi- 
tecture combines beauty, suitability and usefulness. Some- 
times the building calls for dignity and severity of design, 
sometimes for picturesque and florid appearance. 

Above is a simple but perfectly proportioned house 
that was designed by an artist for himself. It is located 
in a suburb of Washington, D. C. Below is a lumber 
office of Norman design, overlooking the Pacific. 

Architects are usually aware of the fine adaptability of 
lumber; but dealers do well to cultivate a still closer 
working partnership with them. 





coal dust; but if he will look carefully for 
seams and give a light blow with the point 
of the hammer the chunk will fall apart. 
The company designed the coal breaker and 
had a quantity made which it sells to its 
customers at cost. 


Now Clamoring for Lumber 


“Crops have been good this year in the 
communities where we have branches,” Mr. 
Hyland said. “I felt sure in mid-summer 
that there would be good fall business and 
urged our managers to order out more stock. 
But some of them were too close to the 
farmers and believed as they did. Your 
farmer is sure his crop is going to fail, right 
up to the time it is actually harvested. So 
several of our managers let their stocks run 
low, and now are clamoring for cars.” 

The Sack Lumber & Coal 
Co. is located in a sort of 
suburban business center at 
the edge of the city, out be- 
yond the agricultural campus. 
August Sack was in a phil- 
osophical mood and fell to 
wondering about the pecu- 
liarities of lumber dealers 
and building contractors. 





“It seems to be the natural 
thing for a dealer to run on 
one idea,” he remarked. 
“That’s low prices. He gets 
the contractor into the same 
state of mind. A contractor 
really doesn’t care what 
prices are, for he passes the 
cost of material along to the 
customer. Naturally if deal- 
ers get to jockeying with 
prices they just ask the con- 
tractor, to all intents and pur- 
poses, to try to make an 
extra profit by working prices 
down. The next step is to 
get the contractor to gamble 
in advance on low prices and 
to make low bids in the ex- 
pectation of being able in 
some way or other to trade 
and monkey until he works 
prices down to the point 
where he can get by with 








his bid. One of the things 
which maintained prices 
would do, of real benefit all 
around, would be to cut out 
this speculative bidding of 
contractors. One of my good 
contractors told me frankly 
not long ago that he didn’t 
like this part of his business, 
that it increased the hazards 
without increasing his profits 
if an average were struck 
over any considerable period 











value to them in the field 
of farm building design. N. 
A. Allen, of the Corn Belt Lumber Co., men- 
tioned the fact that, inspired by the experi- 
ment of the farm school, he finally persuaded 
a customer to insulate a chicken house. He 
sold the insulation on the flat guaranty that 
if after due experience with the building 
the owner was not convinced of its value 
no charge would be made for the material. 
During the first winter the chickens housed 
in this building made almost double the egg 
production record of those kept in unin- 
sulated buildings. 

Mr. Skold tells us that his company is 
preparing to do some building of its own 


as a paper hanger getting ready to attend 
a group meeting of Nebraska dealers at 
the city of Auburn, in southeastern Ne- 


braska. The company has some yards in 
that corner of the State. We noticed some 
odd looking tools in the office; long-handled 
hammers that looked like a cross between 
a section hand’s nail sledge and a coal 
miner’s pick. Mr. Hyland explained that 
the company handled a certain kind of Ar- 
kansas coal that comes in large chunks and 
that requires special tools and knowledge 
to break. One may beat himself breathless 
and produce nothing but personal heat and 


and that dealing with the by- 
products of such a system 

made it harder to please his customers. 
“What this contractor was really inter- 
ested in, besides even prices upon which 
he could count with certainty, was even 
quality of grades. That’s something, ap 
parently, that a lumber dealer can’t always 
count on, even when he buys of reputable 
concerns. No dealer of average experience 
is a very expert grader. He gets to know 
grades largely by looking at what he buys; 
and I know from my experience that they 
don’t always run the same. One shipment 
will be close to the upper limits, the next 
one close to the lower limits. Then if the 
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dealer has competition that skims grades, 
he doesn’t know where he is. They tell me 
that some Missouri Valley dealers are against 
grade-marking. I’m not. I hope association 
grade-marking will become universal. I. be- 
lieve it will steady the mills and bring the 
grades to uniform standards, and it ought 
to help in steadying prices. 


“If You Cut Prices, Don’t Do It by the 
Thousand” 

“I’ve seen dealers in their effort to get 
business quote very low prices by the thou- 
sand. I don’t like any price cutting, and I 
certainly don’t like that kind. If I were 
forced into price cutting I’d cut the entire 
estimate and not the price by the thousand. 
The per-thousand price is always remem- 
bered. It sets a standard that is awfully 
hard to change when conditions improve. 


Shed Is Planned for Parallel 


We have to meet out-of-town price competi- 
tion quoted by the thousand; but that’s not 
so serious. For any contractor who has 
bought that stuff knows after about one 
experience that the grade names mean little. 
But if we cut our per-thousand price, how 
are we going to explain it when we decide 
not to knock off a few dollars? We can’t 
very well say the grades we were selling 
before were sub-standard. We don’t have 
much local difficulty in Lincoln, except the 
troubles that naturally arise from having 
to divide the local business among too many 
yards. The city is growing, and there’s 
quite a large amount of building being done. 
Maybe the city will catch up with its yards. 
The local dealers are maintaining good 
ethical standards; and we look forward to a 
sufficient volume to make a fair division of 
trade.” 





Courtesy in Telephoning 


One of the bits of good advice which the 
Comfort Coal-Lumber Co., Hackensack, N., J. 
gives to its employees in a recent bulletin pay 
cerns telephoning, as follows: 


“It is much easier in talking over the tele- 
phone to let your attention stray than it is in 
a face-to-face conversation. That is quite 
natural—but at the same time discourteous, In 
speaking to a customer over the telephone, you 
must give him the same scrupulous, courteous 
attention that you would if he were standing 
in front of you. Just because he cannot see 
you, is no reason for relaxing or slumping— 
no reason for listening to his conversation 
with half your brain and entering a column of 
figures with the other half. Your voice re- 
flects your attentiveness more clearly than you 
imagine, and a lack of interest can be easily 


Piling 











New shed of the Cunningham Lumber Co., Toledo, Ohio. Note parallel piling through the right-hand dooorway, and end-piling through 
the center doorway. Also observe the space left for ventilation all around the foundation, just below the siding, and the gable openings for 
the same purpose, Another interesting feature is the “stepping up” of the office part of the structure to compensate for angle in the roadway 


[Continued from front page] 

As now arranged, there is an 8-foct drive 
through each of the thrée 20-foot areas formed 
by the rows of upright timbers. The dimension 
and common lumber is piled parallel with the 
drives, on supports placed at right angles to 
the drives, giving a series of piles 6 feet wide, 
with just enough space between the ends to 
Entrance Drive 























allow convenient handling. Occasional sticking 
with 6-foot strips ties the piles sufficiently to 
insure stability. The interior view (see front 
page) was taken just inside front door of the 
middle drive, and shows both parallel storage 
and, on the left, end-piling of finish grades of 
lumber. The end-piling system is being grad- 


ually extended to include such items as flooring, 
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Floor plan of office and portion of shed—see above photograph 


siding, ceiling, plaster board, etc. “We find 
end-piling better where the quantitics of any 
given item or length are relatively small,” said 
Mr. Cunningham, “but prefer the parallel ar- 
rangement for dimension, shiplap and other 
items carried in larger quantities.” 

Unloading at present is done from a public 
team track nearby, but provision has been made 
for a private siding later. Mr. Cunningham 
says that the parallel piling is a time and labor 
saver, both in unloading and loading out 
orders. Either one or two men can work to 
better advantage than where the tracks are at 
right angles to the stock. 

Again referring to the photograph showing 
shed interior, it is planned eventually to use 
both sides of this middle drive for end-piled 
stock, in order to equalize the side pressure on 
the building and at the same time give the 
advantage of the maximum height in the middle 
section of the building. 

The entire shed is carefully planned and 
substantially constructed. The supporting posts 
are set on concrete piers, with space for ventila- 
tion left below the bottom of the siding. The 
circulation of air is further favored by open 
spaces between the rafters, and by openings | ft 
in each gable, as shown in the photograph of 
shed exterior. Another advantage of these open- 
ings is that they make for comfortable tem- 
perature even in the hottest weather. Mr. Cun- 
ningham says he has never seen a closed shed 
so cool in extreme hot weather, but adds that 
that feature may not be quite so much appre- 
ciated in the winter. On account of the wide 
eaves not much snow or rain can get in through 
the gable openings, even if left unclosed. 

The Cunningham yard is situated on the south 
side of the Chicago Pike at the Toledo Ter- 
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FRONT ELEVATION OF SHED, AND CROSS-SECTIONAL VIEW SHOWING FRAMING 


minal Railroad, %4 mile west of the city limits. 
It embraces an area of 1% acres with highway 
frontage of approximately 200 feet and railroad 
frontage of about 300 feet. The present build- 
ings occupy somewhat less than half the ground, 
with all lumber and other stock kept under 
of the 


the highway, with the office “stepped up” as 
shown in the photograph, and also in the plan, to 
compensate for the angle of the road. 

The Cunningham Lumber Co. was incorpo- 
rated last April with authorized capital of 
$50,000. It is headed by J. W. Cunningham, 
who has had some 20 years of lumber experi- 



































take charge of the Indiana Avenue yard of the 
Kelsey & Freeman Lumber Co., which position 
he held until Jan. 1, 1928, when after a short 
vacation he returned to Toledo and organized 
the present company. Before coming to Toledo 
he was for ten years manager, and for two 
years district manager, for the W. M. Simpson 
































roof. There is a minimum set-back } 
buildings of 24 feet from the property line of ence. He came to Toledo three years ago to Lumber Co., at Washington and Vincennes, Ind. 
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Retailers’ Idea Exchange 














Says Classified Ads Get Results 


Classified ads in the local daily newspapers 
have been found very effective in selling most 
of the things handled by a retail lumber yard, 
according to J. D. Diffenbaugh, of the Diffen- 
baugh Lumber & Coal Co., Monmouth, III. 

Mr. Diffenbaugh is an old-time newspaper 
man, having published a daily at Monmouth 
for some years before entering the retail lum- 
ber business. As a publisher, Mr. Diffenbaugh 
consistently advocated publicity as a business 
stimulator, and the fact that he has been a con- 
tinuous advertiser in his subsequent career 
proves that he believes what he preached, and 
is still willing to live up to it. 

Mr. Diffenbaugh states that his experience 
proves the classified ads to be very effective, 
and he consequently confines his advertising 
almost exclusively to that form. He believes 


he has observed a peculiar fact in that many 
people will pass up a display ad in a daily 
newspaper as something to be taken more or 
less as a matter of course, but will scan the 
small advertisements closely out of curiosity 
as to what they are all about. 

“When I receive a car of coal,” said Mr. 
Diffenbaugh, “I put in a classified ad, some- 
times two or three distributed around, stating 
that the coal has just arrived and can be had 
direct from the car at such and such a price. 
The next day the coal will be all gone. An- 
other time I may offer screen stock, or perhaps 
roofing, or some other line, and feel pretty 
sure that next day is going to be a busy one 
in that particular line. Advertising of all kinds 
produces results, I am quite sure, but I think 
the classified ads are well worth trying by any- 
one seeking a quick turn-over.” 





glean ideas and suggestions. 


how it looks, inside and out. 


This Week’s 


Plan Service Is Business Builder 


The architectural service of the Mueller Lumber Co., Davenport, 
Iowa, is a leading feature of that organization, on which a consider- 
able part of its success has been built. 
architects and a draftsman, and has a very complete system. The ac- 
companying illustration shows the cabinet in which the plans for the 
various buildings which the company has designed are kept for ready 





and show the prospect the original plans of the houses, or of others 
of the same type and general design, from which the customer may 
This ready reference system of filing 
original plans has been found useful in a great many ways; not least 
by enabling the company to show the prospective customer a certain 
plan, and then, by taking him out to the finished house, show him just 


Timely Tip 


The company employs two 


reference. Each plan, which 
is complete in every respect, 
is assigned a number and 
there is a card index which 
classifies them by type of 
construction, alphabetically 
and numerically. The classi- 
fications are: “Bungalow 
A,” “bungalow C,” (Coloni- 
al), “2-story C” (Colonial), 
“2-story DC” (Dutch Colo- 
nial), “2-story A,” and “114- 
story A.” The name of the 
owner is then given, to- 
gether with the number of 
the plan. It often happens 
that a prospective customer 
says that he likes certain 
features of the building the 
company designed for “Mr. 
Brown,” and certain features 
of another building designed 
for “Mr. Smith,” and would 
like to have both incorpo- 
rated in his plan. The archi- 
tect can immediately find 

















Won First Prize in Letter Contest 


G. Klapueyk, Fruita, Colo., who was awarded 
first prize in the contest recently conducted by 
the AMERICAN LUMBERMAN, for best letters 
telling how yardmen have brought additional 
business to their yards, has written this paper 
an interesting letter, expressing his gratifica- 
tion at having won first place, and his appreci- 
ation of the prize check for $25. His prize- 
winning contribution was printed on front 
page of the AMERICAN LUMBERMAN of Nov. 17, 

In the letter just re- 
ceived, Mr. Klapueyk 
says, “I was surprised 
and much pleased to 
receive your check for 
$25, with advice that I 
had won the first prize 
in the contest for best 
jetters from yardmen. 
I shall be very much 
interested in knowing 
what the other yard- 
men and managers en- 
tering the contest have 
to say, and shall look 
for these letters as they 
appear in the AMERI- 
CAN LUMBERMAN.” 

Mr. Klapueyk, who 
is now manager of the 
Independent Lumber Co.’s yard at Fruita, will 
be 50 years of age at his next birthday. He 
keeps strong and fit by proper living and regu- 
lar habits, usually retiring not later than 9:30 
p. m. and arising at about 5 a. m., and arriving 
at the yard ready for business at around 7 
a. m. He finds relaxation in fishing in the 
summer time, and in hunting during the sea- 
son for that sport. Driving into the mountains 
for picnics is another form of recreation to 
which he is partial. His home is outside of 
town, where he enjoys a semi-rural life, keep- 
ing a couple of cows, a flock of chickens etc. 
Of his family of five children, one son is a 
farmer, another works in the Gilsonite mine, 
one girl is in college and two daughters are 
in the grade school. 


Favors Contractors with Letterheads 


Probably few lumber retailers have their 
own printing department, but the W. J. Dur- 
ham Lumber Co., Neenah, Wis., has a very 
well equipped one. All of the company’s print- 
ing is done in this shop, which is operated in 
a specially prepared room on the second floor 
of one of the yard buildings. 


Here are also printed letterheads for the con- 
tractors with whom the company deals, these 
being supplied the contractors with the com- 
pany’s compliments. This courtesy is, need- 
less to say, greatly appreciated and does not 
cost the company a great deal, inasmuch as the 
average contractor’s correspondence is by no 
means voluminous. 


On a wall in this print shop is tacked a 
sample of every mailing circular in stock, so 
when it is planned to send out mail advertising 
on some particular subject one can quickly tell 
exactly what is at hand. When the stock of 
some particular circular runs low, it is up to 
the printer—who when he is not printing is 
one of the boys around the yard—to see to it 
that the stock is replenished. 

F, S. Durham, president of the W. J. Dur- 
ham Lumber Co., is a firm believer in the value 
of advertising and never permits a letter to 
leave his office without there being enclosed 
therewith a circular likely to interest the re- 
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cipient of the letter. “Stuffers” are always in- 
cluded with the monthly invoices. 


Set a Pesce and Kew Going 


[The following snappy verses by Sidney 
Warren Mase are “lifted” from the latest issue 
of the Comfort Coal-Lumber Co.’s weekly 
bulletin because of their peculiar appropriate- 
ness as the new year looms.—EpiTor. ] 


If you’re in the game for money, whether 
you’re producing honey, 
Tending geese or herds of cattle on a range; 
If you’re in for pigs or clover, sheep or goats 
to sell the drover, 
Or a dope that’s guaranteed to cure the 
mange; 
Whatsoever you are growing, making, vending 
or bestowing 
To inflate your purse and benefit the race; 
For the love of Pete, go sailing and don’t 
move like one that’s ailing, 
Get a hustle—grab and tussle—set a pace! 


If the game is worth the winning you are 
bound to get your inning 
If you keep your grit and plunge right 
ahead, 
Always working like the dickens, whether you 
are raising chickens, 
Painting fences, building houses, 
thread; 
Whatsoever line you follow, beat the other 
fellow hollow, 
Or at least make it an interesting chase; 
Even though you fall or blunder, jump right 
up as quick as thunder 
And keep going—make a showing—set a 
Pace! 


What this world has greatest need of and is 
always taking heed of, 
Is the fellow who is ever on the hop, 
One who’s on the job and going like a river 
onward flowing, 
That can never for a moment pause or stop; 
He who keeps right on pursuing the especial 
things he’s doing, 
Whether mending pots and pans or making 
lace, 
Selling books or brewing bitters, making brick 
or apple fritters, 
Hit the gravel—aim to travel—set a pace! 


making 


Set a pace and then keep going; let the seed 
that you are sowing 
Be of something it will profit you to raise; 
Wild oats are no good for cropping and no 
more you need be dropping 
If you’re calculating on a course that pays; 
To win fame or gather riches, whether dig- 
ging gold or ditches, 
Be a live one and contrive to play your ace; 
Use the brain stuff in your attic and don’t 
move like you’re rheumatic, 
But go spinning—bent on winning—set a 
pace! 


Digging Into the “Hidden Market” 


The sketch below brings to mind a lecture 
that was very popular a decade or more ago, 
called “Acres of Diamonds.” The picture 
visualizes a portion of the retail lumberman’s 
“hidden market.” The artist has drawn a sec- 
tion of your town—our town—anybody’s town. 
Some of the houses, it will be observed, are 
labeled as needing painting, remodeling, a 
garage, new walks, new roof etc. The list of 
needs and wants might be extended indefinitely, 
to include hardwood floors, sun parlors and 
sleeping porches, built-in furniture and wood- 
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practicing modern merchandising. When we 
change the want or desire to possession, we 
have increased our sales—we have drawn upon 
the ‘hidden market.’ ” 

Various other phases of the lumberman’s 
“hidden market” are pointed out in the bulletin 
referred to, as follows: 

“In addition to new needs, a great market 
can be created in our line for materials for re- 
pairs, for remodeling, for small additional 
buildings, for housing automobiles and for 
farm improvements. One authority states that 
$780,000,000 a year have been spent for remod- 


eling and alterations in this country, and more 
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Practically every house contributes its bit to the lumber dealer's “hidden market” 


work of various sorts, additional rooms fin- 
ished off in attics; closets and shelves; useful 
and ornamental lawn, porch and garden furni- 
ture and so on almost without limit. 

The sketch, which is reproduced from the 
latest of the series of educational bulletins 
being issued by the Lumbermen’s Association 
of Texas, over the signature of John E. Hill, 
president, is full of inspiration and suggestion 
for the retailer who wants to increase his vol- 
ume of sales—and where is there one that 
does not? Even though a dealer may be get- 
ting a fair share of the going business, if he 
wants more than that he must reach into the 
“hidden market.” The lumberman’s “real com- 
petitors” are doing that very thing, as Mr. 
Hill points out, saying: 

“Any consumer with dollars to spend who 
could use the things we have to sell is a ‘pros- 
pect.” Any consumer with dollars to spend 
who needs something we can furnish is a ‘good 
prospect. Any consumer with dollars to 
spend who wants an article we sell is a ‘ready 
prospect.’ Now when we suggest to the cus- 
tomer his need of our goods, or when we cre- 
ate customers’ desire for our goods, we are 











Float of the Wolfin West Side Lumber Co., Evansville, Ind., in the big “Graham Day” parade 
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staged on Nov. 20, in honor of the completion of the Graham-Paige plant 


than $1,000,000,000 for projects too small to be 
reported. In older settlements the expenditures 
for repairs and remodeling are greater than 
for new homes. Another authority states that 
there are about 14,000,000 houses in America 
which need material for alterations, repairs and 
remodeling. Let’s make owners want more 
materials for these uses. It is a good saying 
that business goes where it is wanted and stays 
where it is well treated. It is also a good 
saying that new business will come to him who 
suggests it, who creates the desire—and it will 
stay with the man who cultivates it.” 

As in the previous bulletins of this series, 
which have been reproduced or commented 
upon in these columns, this latest issue carries 
the slogan: “More Dollars for Improvements 
—More Dollars for Us.” 


Wants Weekly “Corner” for Yardmen 


R. N. Williams, Detroit, Mich., yardman for 
a Detroit retail concern, in contributing an 
interesting selling experience (which appeared 
under the caption “The Yardman Speaks,” on 
page 42 of the AMERICAN LUMBERMAN of Dec. 
1) inquiries: “Would it not be possible to es- 
tablish a yardman’s weekly corner in the paper, 
where yardmen can continue to ex 
ideas? Such a department would be very 
helpful.” 

The AMERICAN LUMBERMAN is pleased to 
state that such a department has already been 
established—temporarily at least—under the 
caption “The Yardman Speaks,” and will con- 
tinue to run just as long as “the boys” come 
across with their experiences and ideas. Yard- 
men are cordially invited to send in letters, 
long or short, telling about anything they are 
doing to create business, make sales, save ex- 
penses, keep the yard in better shape, or get 
anything done in a better or quicker way. 

The term “yardmen,” in this connection, is 
broad enough to include all yard employees 
from the manager down—or from the office 
boy up—whichever way the reader chooses to 


take it. maggagaganaan 


Window Display Makes Decided Hit 


Cotorapo, Tex., Dec. 1.—Much attention was 
attracted by a window in a local drug store 
which was decorated by the Gray Lumber Co 
for the West Texas Lumbermen’s Association 
convention recently held here. 

In the window was a miniature school house, 
made by members of the manual arts class in 
the Rogers school, which was a reproduction 
of the Rogers school house. There were also 
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tiny bales of shingles and stacks of grade- 
marked lumber in the window. 


A toy truck loaded with building material 
had at the wheel a tiny human skeleton, la- 
beled “Weldon Skinner,” who supposedly had 
been worn to the bone because of the large 
number of orders he had to deliver. 


The window bore a sign welcoming the 
lumbermen and the Hoo-Hoo. 


A Retailer’s “Rules for the Day” 


Posted conspicuously on a bulletin board in 
the shed of the Highland Lumber & Fuel Co., 
Rockford, IIl., is a set of “Rules for the Day,” 
for the guidance of the company’s employees. 
These rules, eight in number, follow: 

1, Do not lie—it wastes your time, you are 
sure to be caught at the wrong end. 

2. Watch your work, not the clock; it 
makes a long day’s work short. 

3. Give us more than we expect and we 
will give you more than you expect. We can 
afford to increase your pay if. you increase 
our profits. 

4. You owe so much to yourself that you 
can not afford to owe anyone else. Keep out 
of debt. 

5. Do not do anything here which hurts 
your self-respect. 

6. It is none of our business what you do 
at night, but if dissipation affects what you 
do next day, and you do half as much as you 
should do, you will last half as long as you 
hoped. 

7. Do not tell me what I like to hear, but 
what I ought to hear. 

8. Do not kick if I kick; if you are worth 
correcting you are worth keeping. 


Says Tractor m Yard Is Money Maker 


An interesting letter has been received from 
a large retail lumber concern situated in a 
good-sized city of Illinois, in reply to an in- 
quiry as to what new labor-saving or cost- 
cutting methods this company had introduced 
mere the last year. The letter reads as fol- 
Ows: 

“The first of this year we did away with all 
horses. For years we had used trucks for 
delivery, along with two or three teams for 


use on bad roads and streets. In place of the 
horses we bought a Fordson tractor, with spe- 
cial rear axle and large, wide hard rubber 























The interesting feature about this view, snapped 
by an AMERICAN LUMBERMAN representative in 
the yard of the Green Bay Planing Mill Co., 
Green Bay, Wis., and the reason for its publi- 
cation, is the searchlight seen suspended near 
the top of the building, between the two win- 
dows. This light is one of a number of sim- 
ilar installations in the above named yard, used 
for furnishing needed illumination at times; 
particularly during the short winter days when 
semi-darkness, especially if the day is cloudy, 
comes on before the working period is ended. 
The searchlight seen in the picture throws illu- 
mination along one of the yard alleys 





tires. We had special tongues placed in al] 
of our wagons, and are still using the old 
equipment. 

“The saving in feed and wages of teamster 
will more than pay for the tractor this year, 
Besides, the investment in one good team of 
horses was almost as much as the cost of 
the tractor. We have not only used this trac- 
tor for handling all lumber around our yard, 
moving freight cars when and where we 
wanted them, but have been able to haul loads 
of 4,000 feet of lumber five and six miles into 
the country in half the time that it could have 
been done with a team. 

“Our experience shows that any lumber 
company with a large yard will be money 
ahead at the end of the year by using a tractor 
in its yard, in place of horses or mules.” 


(See aeaeeaaeaan: 


Speaks on “The Lumber Business” 


Monte Vista, Coto., Dec. 3.—At last week’s 
meeting of the Monte Vista Rotary Club, the 
vocational talk was given by Earl Hiatt, resi- 
dent manager for the J. H. Melville Lumber 
Co., on “The Lumber Business.” In his very 
interesting address, Mr. Hiatt sketched the 
progress of the lumber industry from its be- 
gining until now. He said in part: 

“In almost every town of any consequence 
you will find at least one lumberman, who has 
invested his capital and given his time to fur- 
nish the community with an adequate supply of 
lumber, about 95 percent of which is used for 
building purposes. As time has passed, the 
lumber dealer has added to his stock such 
other items of building materials as seem most 
suited to the requirements of his community, 
until today he is more properly termed a build- 
ing material merchant.” 

Mr. Hiatt’s talk abounded in historical allu- 
sions, illustrating the important part that wood 
has played in the advance of civilization, and 
particularly in the development of this coun- 
try. In closing he said: 

“I believe that the American home is the 
most important factor in the nation’s progress, 
and believing that, I am proud to be connected 
with an industry that has such an important 
part to play in the establishment of homes as 
is the privilege of the lumber industry.” 








THE YARDMAN SPEAKS 








[This contribution by George W. Myers, who is with the Utt Lumber 
& Coal Yard, Salina, Kan., is the fourth in a series of experiences 
related by yardmen. Others of similar character are to follow. Yard- 
men, managers and other retail yard and office employees are invited 
to contribute experiences, ideas or comment to this department.— 
Eprror.] 


1. Keep the stock neat, convenient, and the style of arrangement in a 
harmonious way for showing the customer, without putting him to a lot 
of extra inconvenience to acquire the full meaning of what you are trying 
to show him. 


2. The salesman making the sale must know every detail as to quality, 
manufacture, use and cost, of any article that is being sold. 


3. Also, the salesman must try to sell the customer the article that will 
comply with the specifications called for, and save the customer in every 
way possible. The customer soon learns to place his trust in the salesman 
following these rules. 


4..Calling the different grades or names of any building materials 
means little to the customer, as he knows nothing of details of any 
statement that may be made; but showing the different piles of material 


and giving all details as to the quality of the goods being shown will ’ 


convey to the prospect that you “know your onions” and he soon feels 
that your yard is a good place to tie to. Any time that a salesman shows 
any hesitancy as to any question being asked in regard to the article 
being sold, he loses the chance of making the sale. At any time a 
lumberman can really show the customer how to save on the purchase 
price, he has not only made a friend, but the new found friend will be 


an advertising medium for him, which means more business and more 
profits. An article must not, at any time or under any consideration, be 
misrepresented, for quality comes first, price second, and, last but most 
important, is satisfaction after the sale is made. 


5. In the lumber business there is a wide field for variations as to the 
sale of materials, and in almost all instances the purchaser can be sold 
something that saves him money and does not need to lessen the profit. 
A satisfied customer is the greatest advertising medium in the present 
day. 

6. Last, but not least, is the promptness shown when a customer enters 
your yard. In the present day commercialism we are moving fast, and 
no one will wait. A customer may spend more time in trying to get to 
another yard than he would lose in waiting, but, in so doing, he relieves 
his nerve pressure, which seems to him the most plausible thing to do. 

Today is the day of service, both as to placing yourself at the com- 
mand of the customer and as to the delivery of the goods. The sales- 
man must find out where and at what time the customer wants the 
delivery made. After you once get the sale made, and learn the place 
where he wants the stuff delivered, get it to him on time, if you have to 
whip everybody on the job, and your customer will soon learn that when 
anything is ordered or bought at your yard you will deliver it on time. 

No favoritism must be shown as to price. All must be treated alike. 
The public soon learns whether the lumberman is a “square shooter” or 
not, and if he is, his business is bound to grow. These rules apply to 
any material sold at any retail yard any place.. These observations have 
been gleaned over a period of twenty years in both independent and line 
yards in the Central West. These are considered the most vital points 
in making sales and increasing profits. 
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Yard Facilities Give Quick Service to Consumer — 
Timber Truss Construction Features New Shed and Planing Mill 


The progressive retail lumber dealer is ever 
on the alert to adopt improved methods in the 
matter of facilities for rendering service to the 
consumer. An outstanding example of such 
an advanced policy is the Edward Hines Lum- 
ber Co., which has quite recently completed 


is 327 feet long and 210 feet wide, with a 22- 
foot clearance from the underside of the 
trusses to the floor. The planing mill is 200 
feet long and 175 feet wide, with an 18-foot 
clearance under the trusses. These dimensions 
make these units among the largest in the 











Attractive archway, supported by modern adaptation of flying buttresses, at entrance to main 
yard of Edward Hines Lumber Co., Chicago 


the erection of a planing mill and dressed lum- 
ber storage shed at its main yard, South Lin- 
coln Street and Blue Island Avenue, Chicago, 
the new shed taking the place of the one de- 
stroyed by fire less than a year ago. 

A striking feature of these new buildings 
is that they are of timber truss construction, 
this type being adopted after the Hines com- 
pany had found from comparing costs with 
steel truss construction that the timber con- 
struction was by far the cheaper. Further- 
more, the insurance underwriters had recom- 
mended to the Edward Hines Lumber Co. the 
use of wood trusses in preference to the higher 
priced steel truss construction for two reasons; 
first, that it would not increase the fire hazard, 
because the hazard would be no greater than 
the coritents of the building, and second, in 
casé of fire the wood trusses would «merely 
char in that section of the building attacked 
by fire, while steel trusses would buckle under 
the intense heat and cause much greater 
damage. * OraTS es 

The wood trusses are of the bow string type; 
made from yellow pine, fabricated and installed 
by the American “Wood Truss Co. The 
trusses in the planing mill are 50-foot span, 
while those’ in the lumber storage shed are 
35-foot span. The plans for these buildings 
were drawn by the architectural firm of Nim- 
mons, Carr & Wright, and the structures were 
erected by Dahl-Stedman ‘Co., builders. 

The new dressed lumber storage shed, which 
has a capacity of approximately 4,000,000 feet, 


country. Glazed sash in the roof of these 
structures furnish adequate lighting facilities 
during the day, and numerous arc lamps pro- 
vide the necessary illumination at night, or on 
especially dark days. 

As one approaches the entrance to the main 


yard of the Edward Hines Lumber Co. his 
attention is arrested by an archway 40 feet 
wide, with 24-foot clearance, topped with a 
sign bearing the inscription in large letters, 
“Edward Hines Lumber Co.” Supporting the 
sign on each side is a modern adaptatiori of 
flying buttresses constructed of longleaf yellow 
pine timber. On the west side is a new office 
for the yard superintendent, timekeeper and 
chief clerk, while on the east side is a store 
room for utility purposes. The sign, supports 
and offices are painted yellow, with black trim, 
which is the predominant color scheme 
throughout the yard buildings. Clear fir drop 
siding is used throughout the structures, with 
longleaf yellow pine for the structural tim- 
bers. 

To the right and just inside the entrance of 
the yard is located the new dressed lumber 
storage shed, while 150 feet away stands the 
planing mill, separated by a concrete drive- 
way or loading court. The storage shed is 
divided into three alleys, the first being 35 
feet wide with a railroad track running down 
the center of the entire length of the shed, en- 
abling the direct loading and unloading of 
lumber from and to the bins. This also per- 
mits trucks to pass on each side of the car 
when loaded. The two other alleys in the 
lumber storage shed are 20 feet in width. 
Double and triple decking is provided for in all 
three alleys where necessary. 

Platforms running along the sides of the 
alleys permit easy access to the bins, the han- 
dling of the lumber being expedited by a 
roller set in the center of each of the bins, 
this device also serving to protect the plat- 
forms from injury. A wooden telescopic jack 











Concrete driveway or loading court separating dressed lumber storage shed and ‘planing mill. 
Overhang roof on storage shed protects lumber from elements 
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Interior view of planing mill, where Gerlinger lumber carriers deliver their loads to the twenty- 
five electrical 


is used for balancing 
the pieces of lumber 
for lifting to the 
bins. Concrete 
are laid throughout 
the alleys where the 
loading is done, which 
keeps the lumber dry 
at all times. Another 
interesting feature is 
an elevator which en- 
ables a man to be 
hoisted to any height 
to stack lumber in 
the bins or load ine 
the cars. The bins 
are so arranged as to 
separate the various 
widths and lengths of 
the different kinds of 
woods and patterns, 
tags designating the 
kind and size of 


floors 





lumber in the bins, 
which are numbered 
consecutively. Mold- 


ing is so arranged 
in the shed that it is 
very easy to pick out 
any desired width or 
length, all lengths 
being kept separate. 
Each kind and piece 








ly-operated units 





gravity rolls for handling the lumber from the 
car to the bins. On the south side of the stor- 
age shed an overhang roof protects the lumber 
from the elements. 

The planing mill has a 24-foot concrete 
driveway down the center so that the lumber 
carriers can deliver their loads to the 25 units, 
consisting of seven large planers, four resaws, 
band rip saw, and various kinds of cut-off 
saws and other equipment, all electrically op- 
erated. By a system of rolls now being in- 
stalled in connection with the matcher, the 
lumber will be handled more expeditiously 
than by hand. 

At the south end of the planing mill has 
been built a 50-foot ramp for handling heavy 
timbers, one of the accompanying illustrations 
showing a 20x20-inch 80-foot timber resting 
on the carriage preparatory to being resawed 
and continuing its journey over the conveyor 
chain and live rolls. This ramp will take care 
of timbers as long as 











of molding is listed ~~ 
on the outside of the 
bin, and all molding 
is kept loose. Samples 
of the various kinds of molding are on dis- 
play in the office of the main yard, so that when 
a customer comes in he can select the pattern 
desired and then go to the shed and secure it 
without undue delay. 

In the lumber 


Fuel house 


equip ped 


storage shed five Gerlinger 
lumber carriers and six Fordsons are proving 
a valuable adjunct in the handling of material 
to and from the planing mi!l and around the 
yard. This equipment has supplanted 35 
horses, and greatly expedites the work. The 
Gerlingers are capable of picking up a pack- 
age 4 feet wide and 4 feet high, 
carefully where needed. Blocks are placed 7 
feet apart on which the load rests. In the 
passageways connecting the three alleys, also 
in the planing mill, angle irons, 7 feet high, 
protect the posts from injury by the lumber 
carriers and trucks. Stationary wooden ladders 
are installed in the storage shed at the end of 
each platform to provide easy access to the 
decks. In the two 20-foot alleys it has been 
found economical to utilize 300 lineal feet of 


depositing it 


with Kirk & Blum blower system 
from planing mill through suction pipes to tile silo 


which conveys shavings and sawdust 


120 feet. A 10-ton 
crane is part of the 
equipment of the 
planing mill, the 
crane being employed 
to pick up heavy tim- 
bers or loads destined 
for the conveyor or 
resaw. After its jour- 
ney through the re- 
saw or surfacer, the 
material is carried 
along and picked up 
by the lumber car- 
riers, and in turn 
transferred to a rail- 
road car or truck. A 
fire wall has _ been 
constructed along the 
Lincoln Street side of 
the planing mill, the 
windows of which are 
equipped with steel 
sash, 

On the second floor 
of the planing mill 
is located the filing 
room, combination 
locker and lunch 
room, and pattern 
room. The filing room 
contains twelve 
machines for filing 
and grinding pur- 
poses, while in 
the pattern room 




















One of the two 20-foot alleys in the dressed lumber storage shed provided with double and 


triple decking. 


The platforms permit easy access to bins 
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th are kept supplies such as saws, lamps, bolts 
. etc. To reduce fire hazard to the minimum all 
tor- wood burning stoves have been eliminated, all 
ber heat being generated by gas or electricity. 
rele One of the most up-to-date fuel houses has 
has been built in connection with the planing mill. 
its The equipment of the fuel house consists of 
= the most modern Kirk & Blum blower system, 
off whereby the shavings and sawdust are con- 
op- veyed from the planing mill through suction 
i. pipes to a tile silo, divided into two compart- 
the ments for the material, the shavings going di- 
sly rectly through a chute into an automatic bal- 
ing machine, which bales about 80 pounds at a 
has clip. The shavings are shipped out in freight 
vy cars to stock farms, while the sawdust re- 
ons mains in the silo until loaded into wagons from 
ing a pipe connected with the blower system which ] 
red extends throughout the planing mill. The fuel 
yor house is built of tile and adjoining it an office 4 20.1r20-inch 80-foot timber resting on carriage in planing mill, where 50-foot ramp enables the 
are has been erected for the yard shipping clerk handling of such heavy timbers as here shown 
as and planing mill fore- 
ton man. Additional stor- be in the building at 
the age space has been the same time and 
the provided between the are backing out. 
the planing mill and fuel When loading fin- 
ved house, this space ish lumber on trucks, 
m- being of concrete, and protection to the ma- 
ed within easy access to terial is assured by 
or the railroad tracks. means of a device 
ur- A scale for weighing worked out by the 
re- shavings and sawdust yard superintendent, 
he is lgcated just south consisting of t wo 
ied of the entrance to “2x6-inch blocks with 
up the yard. a groove through the 
r- Hardwood flooring center, and a piece of 
rm is given particular 4- or 6-inch rubber 
il- attention in a separate belting nailed on the 
A brick building, hav - inside to form a hitch 
en ing a capacity of for the load binder. 
he 2,000,000 feet, which This device is 
of also contains a blower thrown over the top 
he system for furnishing corner of the load; 
re the necessary heat by the chain runs 
el means of hot air through the groove 
ducts so as to keep a and when pulled tight 
or constant low moisture the chain does not 
1] content in the atmos- cut into the edge of 
1g phere of the building. the lumber. 
on In this manner the The main yard fa- 
h flooring remains in cilities of the Edward 
n perfect condition. Hines Lumber Co. 
m Heavy planks are have all been planned 
re bolted to the sides of = with the object of 
1g the alleys to prevent wae) giving quick service 
a damage to the ends of os mig to the lumber consum- 
n the flooring when First alley, 35 feet wide, mn dressed lumber shed, with bow string type yellow pine wood er, The new lumber 
- two trucks happen to trusses. Railroad track enables direct loading and unloading storage shed _ for 
: dressed lumber, to- 
, gether with the planing mill, hardwood floor- 
| ing warehouse, and other improvements, testify 
to the fact that nothing has been overlooked 
to keep hardwood flooring and finish lumber 
in good condition and provide facilities for 
quick delivery on special manufactured items 
which are to be run through the planing mill. 
While these building improvements have neces- 
sitated an outlay of several hundred thousands 
of dollars, the company feels that this expen- 
diture is justified through future returns in 
exceptional service to its trade. 

WHILE it is not unusual to find scattered 
fragments of petrified wood in Ohio, it is 
not generally known that there is a petrified 
forest on the farm of John Lorenzo, located 
about 12 miles north of Coshocton, Coshocton 
County. In a small ravine on the farm the 

; floor of an ancient forest is exposed, the fallen 
d New dressed lumber storage shed, 327 feet long and 210 feet wide; with approximate capacity trees being perfectly preserved in silica, which 
of 4,000,000 feet, designed for quick service to lumber consumer has replaced the woody tissues. 
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“Whatsit’” Recalls Paul Bunyan Experiment 


CuHetek, Wis., Dec. 3.—Consternation de- 
scended on this community the other day, when 
R. E. L. Rainey, of Chicago, who was on a 
visit here, raced up the main street with the 
hot news that he had just seen a whatsit swim- 
ming around in the waters of Lake Chetek, 
just off the shore. Required by the amazed 
citizenry to explain just what he meant by a 
whatsit, he declared he meant just that, and 
could describe it no better than as a huge, 
ferocious looking snake all knotted up and 
twisted together. This description caused the 
hair to rise on the heads of the citizenry and 
chills to creep down their spines, for they rec- 
ognized Mr. Rainey’s whatsit as a survivor of 
a fearful species of monster that in years long 
gone by used to infest the waters of northern 
Wisconsin and bring death and destruction to 
whomsoever or whatsoever came within near 
approach. 

Old timers related to Mr. Rainey that Paul 
Bunyan, when resting from his labors of log- 
ging the mighty white pine in the days of yore, 
sought recreation by experimenting in the 
science of biology. One of the results of his 
experiments was the crossing of a snake with 
a snail—and a most awesome result it proved 
to be, due to the hideous aspect and -the vicious 
temperament of the offspring. Happily, how- 
ever, the pests were kalléd off or died out or 
otherwise disappeared before they-had time to 
annihilate all of northern Wisconsin, and were 
now thought to live only in legend and in the 
memory of the oldest gnhabitant. 


Scientists from all parts of the world had 


organized expeditions t& Lake Chetek and sur- 
rounding waters in the hope of finding same 
survivor of this queer fish or reptile, or what- 
ever one would call it, but with no luck. There 
wasn’t even a fossil to be unearthed. And 
here, all of a sudden, one pops up and it falls 
to the credit of a member of the lumber fra- 
ternity to discover it! 

As said, consternation seized the hearts of 
the valiant Chetekians, but there was jubilation 
for all that. The first wonder of the world 
from the days of Paul Bunyan, the Mighty 


Boundary Lines, Fences and 


The owner of a piece of real estate owns 
every tree that grows upon it, and all its 
branches no matter where it emerges from the 
soil whether remote from or near to his boun- 
dary line, declares the National Association of 
Real Estate Boards, in a bulletin just issued. 
The land owner may prevent the unjustifiable 
and unauthorized destruction of his trees grow- 
ing inside of his boundaries and is entitled to 
recover damages from a wrong-doer who muti- 
lates or destroys such trees. 

But the owner of property shadowed by 
branches of a trees growing in adjacent land 
may lop off such overhanging branches, not by 
reason of any property rights in the branches 
but by reason of his right to abate a nuisance, 
if these branches are a nuisance to him. 

If the branches of a nice big apple tree over- 
hand your yard from an adjoining property, 


you have no legal right to take as much as one 


apple from the tree however tempting it may 
look, says the bulletin. 

If the trunk or body of a tree is within the 
boundary lines separating your land from your 
neighbors, you have no ownership in the tree 
even though the roots extend into your land. 
But if the tree is on the boundary line, it be- 
longs to the owners of both pieces of land 
generally as tenants in common. 

The law on the question of trees on boun- 
dary lines is of interest to many property own- 
ers, especially those who have grown to love 


Logger, had been rediscovered; the news would 
flash to the utmost corners of the world, and 
Chetek would be a household name, embla- 
zoned in large letters on the maps in every 
school geography in the world, not to mention 
all the other maps. Its renown would be un- 
dying, and it would be a mecca for biologists, 
zoologists and other scientists. 

To prove its claim to fame, of course it 
would be necessary, at any cost, to catch this 
whatsit (Mr. Rainey’s appellation caught the 
popular fancy and was so apropos, anyhow). 
So, grabbing the first things at hand as weap- 
ons in case of necessity, the citizenry made a 
grand rush for the lake shore, with Mr. Rai- 
ney in the lead to direct the forthcoming strug- 





R. E. L. Rainey, Chicago, holding the whatsit 
“captured” at Lake Chetek, Wis. 


trees located near their homes. The possible 
removal of much loved trees by adjacent prop- 
erty owners who find them an impediment, for 
instance in the construction of a garage, has 
troubled many people who would like to know 
their rights in this connection. 


Buildings and Boundary Lines 


But the question of trees located on prop- 
erty division lines is only one aspect of the 
entire question of boundary lines that includes 
such matters as party walls, the encroachment 
of buildings, fences and the drainage of adja- 
cent lands. 

At times division lines give rise to contro- 
versies between adjoining neighbors and such 
disputes may be avoided or settled if the law 
that governs the rights and duties of respective 
owners in this connection are known and kept 
in mind. The old proverb had it, “Good fences 
make good neighbors.” 

In building on vacant property it is highly 
desirable that the true boundary line be estab- 
lished before a structure is put on the land, to 
avoid possible encroachment of the building on 
adjacent land. Recent court decisions have 
penalized owners of property who have been 
careless in this connection. The Supreme 
Court of Oregon recently held that anything 
that interferes with the enjoyment of a house 
constitutes an incumbrance, and that the: en- 
croachment of a building on adjacent land cre- 





gle. *Twas a huge and motley crowd, sweep- 
ing on to desperate adventure with all hearts 
resolved, and at the same time ’twas a grand 
triumphal march. 

Approaching the spot of his first hair-rais- 
ing encounter with this monster of Lake Che- 
tek’s deep waters, Mr. Rainey anxiously 
strained his eyes to make sure that his pro- 
spective victim had not made a get-away dur- 
ing his absence. But no, there was the same 
old whatsit in the same old place, lazily gam- 
boting about near the shore, bobbing up and 
down with the waves. 

There was a nervous hush among the crowd 
as it drew near, a momentary hesitation; then 
a sharp command from Mr. Rainey, a mighty 
cheer rent the air, a fevered forward plunge 
and a thunderous splash as a dozen of Che- 
tek’s brawniest and bravest heroes plunged in 
a heap on top of the luckless whatsit, ready to 
do or to die. 

The struggle in the icy water was fierce, but 
not long. Even as the heroes sprawled there, 
all entwined and tangied together, they seemed 
to become suddenly paralyzed, and as suddenly 
a change seemed to affect the very atmosphere. 
Something like a heavy cloud, oppressive, omin- 
ous, seemed to descend and envelop all things. 
Mr. Rainey began to have forebodings which 
disturbed him not inconsiderab!y, and there 
was heard a gasp of anxious suspense from the 
throng, assembled on the shore where their 
feet were sure not to get wet. 

The heroes in the lake evidently had suffered 
a severe shock which momentarily had stopped 
their activities. But the chilly waves quickly 
restored them, at least sufficiently to enable 
them to scamper feebly ‘to their feet, soaked, 
spluttering and looking a little foolish. One 
of them held in his: hand the whatsit, which 
with a despdiring gesture he held up for gen- 
eral view while his courageous comrades 
averted their gaze. 

The accompanying illustration of Mr. Rai- 
ney and his whatsit finishes the tale. The 
aftermath of this adventure may well be left 
to the imagination. 


Party Walls 


ated a right in the owner of the adjacent land 
which impairs the value of the property from 
which the encroachment takes place. In a case 
decided in New Jersey on May 28, 1928, it was 
held that an encroachment of two inches by a 
building on the adjoining land violated the law 
against encroachments and authorized the pur- 
chaser of the property to cancel his contract 
to purchase it, and to recover his down pay- 
ment from the seller. 


Fixing Lines by Oral Agreement 


Oral agreements. settling disputed or doubt- 
ful division lines between two pieces of land 
are held valid on the theory that the two land 
owners do not thereby undertake to pass or 
acquire title to real estate, which can be done 
only by a written conveyance, but that such 
owners simply fix and determine by agreement 
the location of what they already own; and 
that the purpose of such agreement is merefy 
to identify such holdings and to make certain 
what heretofore had been uncertain. A divid- 
ing line fixed between adjoining land, by mu- 
tual agreement of the owners, at a meeting 
expressly held to establish such a line, fol- 
lowed by actual possession by the owners, and 
long afterwards recognized on both sides as the 
true division line, will be regarded as the true 
division line by the courts. 

Property owners interested in the question 
of boundary lines would do well to examine 
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their State laws and city ordinances before tak- 
ing any steps along these lines, as many com- 
munities have special provisions in this re- 
ard. 

4 Agreements of this character depend for 
validity upon the circumstances that the true 
dividing line is not definitely known and is dis- 
puted, doubtful, and uncertain, hence, if both 
owners know the real location of the division 
line between them, an oral agreement drawing 
the line elsewhere is void. 


Incorrect Drawing of Boundary Lines 


An agreement between adjoining land owners 
who try to fix the exact and true division line 
between their properties and, by accident or 
mistake, draw an erroneous boundary line, is 
not binding and does not establish the divid- 
ing line. Neither of the owners of adjoining 
lands who agrees with the other upon the com- 
mon boundary line, mistakenly supposing it to 
be the true line, can be stopped by the agree- 
ment from asserting his rights later, if the 
true line is discovered and can be established— 
if in such a case, each owner has only claimed 
property up to the true line wherever that 
ma ‘ 

A division fence often separates the lands 
of adjoining owners. The same principles that 
govern dividing lines apply where there are 
division fences. The owners of adjoining 
lands divided by a fence mistakenly supposed 


The Best Bet in Sales Promotion Ideas 


Is the Editor of the Local Paper, Says Elder Berry 


The postmaster entered the side door of 
the office as the Elder signed a check and 
handed it to the editor of the local paper. 

“There, Johnny, ol’ timer,” said the 
Elder genially, “I guess that makes us all 
two-by-four. I feel like celebrating. Let’s 
you and me and the postmaster go out and 
get us a sody. You’ve been as loud and 
industrious as a hot-dog merchant at a foot- 
ball bazaar, and you owe yourself a little 
dissipation.” 

“Nope, with thanks,” said the editor, as he 
carefully buried the check in an inside 
pocket. “Just make mine a scuttle of adver- 
tising, if you don’t mind. You’re a pretty 
hot advertiser, Elder, but I’ve been think- 
ing how to put a little more punch into your 
stuff. Here.’ He dug a handful of papers 
out of a side pocket. “Look these ideas over, 
and I’ll be back in the morning to talk tur- 
key. Too busy now. Got to convert three 
other fellows in the next hour.” 


The door closed, and the editor bounced 
into his car and was gone. 

“A person would think,” said the post- 
master, “that old Johnny would let up a 
little and rest on his laurels.” 

“No, a person wouldn’t,” said the Elder, 
mildly, “not if he thought. I’ve kind of 
noticed that the brows doing the heaviest 
resting ain’t generally adorned with laurel.” 

“Oh, sure,” said the postmaster. “But 
Johnny’s well off, and he’s not so young as 
he was.” 

“Ain’t he?” asked the Elder. “Well, he 
gives a fair imitation of young energy. I’d 
like to see some youngster try to run him 
him out of gas. No, sir, Johnny’s too in- 
terested to take in sail. Then his business 
has as many trap doors as an old-time melo- 
drammer, through which his profits can fall 
into the river and choke. Besides watching 
out for these things, he’s got to be wise 
in a peculiar way to the rest of the busi- 


to have been built along the true line, and 
who claim no title beyond the true division line, 
wherever that may be drawn, must recognize 
and conform to the real line when it is dis- 
covered and traced. 

The mere building of a fence by one of two 
adjoining land owners along what he supposes 
to be the true dividing line between the prop- 
erties is not sufficient to establish the line. A 
land owner who knows where the true divi- 
sion line is between him and his neighbor, or 
has the means of learning’ where it is, has no 
right to rely upon the fact that the establish- 
ment of a division fence built in recent years 
by his neighbor under a mistake establishes the 
division line. 

Legal Rights in Party Walls 

The term “party wall” is generally under- 
stood to mean a wall between the premises of 
adjoining owners built partly on the land of 
each for the benefit of both. A party wall is 
a substitute for separate walls and the owner 
on each side may make the same use of it 
as he could make of his own separate wall, 
provided he does not in any way impair its 
value to the owner on the other side. 

A license given by a land owner to his ad- 
joining neighbor to erect a party wall on the 
division line between the properties, and stand- 
ing on the land of each owner, cannot be re- 
voked after the wall is built. 


ness in this growing metropolis. Us mer- 
chants are generally too engrossed with the 
important things of life, such as stopping 
a chip shot on the green or remembering 
what is trumps, to fuss around with the ele- 
ments of sales promotion. If Johnny didn’t 
do it, it wouldn’t get done; after which sales 
would slack off until we just couldn’t afford 
to buy advertising. That’s the kind of wise 
roosters we are. So Johnny looks after all 
that, to keep his own income from petering 
out. He works while we sleep. 


“I mind an editor who thought that fuss- 
ing with cranky little cock-eyed advertisers 
was a couple of stories beneath his dignity. 
When he was hard up, which was most 
of the time, he’d begin worrying about ele- 
vating the profession of journalism. Then 
he’d go out and have a few elevators, after 
which he’d write a piece about ‘What Are 
We Coming To? One of the things his read- 
ers came to was the old scrub ad which con- 
fided the secret that the local yard carried 
lumber, posts, lath and lime. The old hum- 
dinger never was reset until the type wore 
out, and then an uninspired compositor dup- 
licated it except that he got different words 
spelled wrong. 

“But old Johnny reminds you of that bird, 
only because he’s so different. He’s our best 
bet in this-obscure occupation of sales pro- 
motion. If we gave the same quality of 
thought to helping him that we manage to 
generate when we've got to finesse the 
queen, sales in this town would hump. Be- 
cause Johnny’s human, he’ll go a long way 
with an advertiser who’ll tote square. I 
spend some cautious jack in advertising, and 
I get some publicity I don’t have to pay for 
directly. Johnny has news as well as adver- 
tising in his paper. Of course, some of the 
boys overdo the business of trying to get 
free reading stories that are nothing but 
advertisements with green whiskers stuck 


A land owner who uses a party wall built 
by his next neighbor is required to pay his 
fair share of the cost. A promise of one 
land owner to pay his share of the expense of 
building a party wall upon the division line 
between his property and that of another land 
owner is binding and can be enforced in the 
courts. 

Ordinarily a party wall means a solid one, 
without openings for windows, and if’ open- 
ings in it are made a later owner of one side 
may compel them to be closed. 


Red Fire Signs Make Bruin Sore 


Toronto, OnT., Dec. 3.—The forestry serv- 
ice of New Brunswick has reported an inter- 
esting fact in connection with the fire warning 
signs which they have put up throughout the 
timber lands of the Province. Formerly these 
signs were printed in black type on white 
paper. This year a large number of signs were 
printed in a striking red color. The idea was 
to attract greater attention and to suggest fire 
by the color. It has been discovered that the 
bears in the woods of the Province dislike the 
red color, in the same way as bulls dislike it, 
and there is scarcely a red fire warning now 
intact in the woods. The black and white ones 
are still doing duty, and have not been touched 
by the bears. 











onto them. Johnny’s 
a real news man, and 
he sees these things 
coming a mile away. 

“But if you consider 
for a minute you'll 
realize that a lot of 
important news _of one 
kind or other has some bearing on the lum- 
ber business. For instance, there’s Mr. 
Hoover. You’ve heard of him, ain’t you? 
Well, Mr. Hoover did a good job of getting 
lumber standardized. I admit modestly that 
I inspired the story about it that you must 
have seen in the paper last week. A lot of 
towns in the country are organized to make 
the remodeling business easy and satisfac- 
tory to the owner. Johnny’s had something 
to say about that, too. I sleuth through the 
AMERICAN LUMBERMAN every week with my 
eye cocked for news that can be fixed up 
for local consumption and that will bolster 
the ambition to own or improve a house. 
Sometimes: I write it up for Johnny, and 
sometimes I hand him the clipping and he 
writes it. Add the stories about local build- 
ing and remodeling, and the paper’s pretty 
well salted with building news. And don’t 
make any mistake. This steady holding up 
of the light of publicity so it’ll shine on the 
business of domestic construction makes my 
advertising and my sales work a lot more 
effective.” 

“I’d think,” said the postmaster, “that 
any merchant would see the advantage of 
that kind of publicity.” 

“A merchant does,” said the Elder. “But 
calling a man a merchant don’t make him 
act like one. It reminds me of the reason 
they used to call the artist neighborhood 
in New York the Latin Quarter.” 

“What was that?” asked the postmaster. 

“Because,” said the Elder, “nobody there 
knew Latin, and nobody had a quarter.” 
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ome Observations in England 


Under date of Nov. 16, W. A. Holt, of Oconto, Wis., has 
written the AMERICAN LUMBERMAN from London, England, 
giving some of his observations in England and Scotland 
and enclosing several interesting photographs he has taken. 
Mr. Holt, who is president of the Holt Hardwood Co., left 
Oconto early in October and has been spending some time 
investigating the markets for Holt hardwood flooring, 
which has been received with approval by English consum- 
ers. He found lumber from all parts of the world in the 
local lumber yards. A great deal of building is going on in 
England, with more people at work than before the war and 
Mr. Holt has gained the impression that business is in 
His letter, in full, follows: 


pretty good condition. 


You may be interested in this picture of an 
oak chair that we found in an old church at 
Silchester, with the following inscription on 
it: “This chair was made from an oak plank 
which had formed part of the lining of a 
water culvert at Calleva Atrebatum. After 
having remained in situ from about the second 
century, the plank was excavated in 1905.” 
The above named place was an old Roman 











Oak chair made from plank lining of a water 
culvert found at the site of Calleva Atrebatum, 
an old Roman city, now known as Silchester 


Making Most 


Among the lumber dealers who have given 
their motor truck advertising serious consid- 
eration and who have spent a few dollars 
extra on bettering the front-view effect is the 
W. B. Barr Lumber Co., Denver, Colo., which 
has cleverly placed its slogan, “Barr’s Better 
Boards,” across the front of the trucks, in 
position just a trifle higher than level of the 
eye of the pedestrian or motorist—across the 
front edge of the cab top. 

By experiment it has been found that where 
the observer purposely watched the approach- 
ing trucks, the side message did not come 
within his field of vision until less than 50 
feet from him. It disappeared when the 
truck had traveled 50 feet beyond him. There- 
fore the message was discernable for only 100 
feet. But it was not readable throughout the 
100 feet because, for a portion of the dis- 
tance, it was presented at an angle too acute 
to his straight line of vision. The message 
was legible for only 50 feet. These figures 
will vary a bit, depending upon how close the 
pedestrian is to the truck’s path. The farther 











city, now known as Silchester. Nothing re- 
mains above ground of the old city except 
a considerable part of the walls, but excava- 
tions have shown that the city is buried under 
what is now a farm. It shows the durability 
of wood, as it is perfectly sound today. 

You may also be interested in a picture of 
an English logging operation. They are cut- 
ting a great many of the old oak trees, which 
were planted many years ago along the road- 
sides, and working them into lumber and fur- 
niture. The trees have very little clear body 
below the limbs and if we were to cut such 
trees in Wisconsin we would leave the tops 
lying in the woods, but they take the tops 
as well as the trunks, as they realize better 
than we do that the knots are not objection- 
able. The sawmills are very primitive as 
you will realize when I tell you that we saw 
one sawmill where two men rolled the log onto 
the carriage, and after securing it in position 
with wedges, one of the men propelled the car- 
riage by turning a crank while the other drove 
wedges into the cut to keep the saw from stick- 
ing, and when the saw lost motion, the sawyer 
cranked the carriage back a ways and started 
again. After the slab or a plank had been cut 
from the log, it was put on another carriage 
and two other men resawed and trimmed it, 
and finally a fifth man picked up the finished 
piece and carried it out to the yard and put it 
in pile. 

I asked the sawyer how many thousand feet, 
a day they cut and he looked at me in a 
puzzled sort of a way and said, “You mean in 


Logs cut from old oak trees along the roadsides in England 


a week, don’t you?” 

I was surprised to see so much building go- 
ing on in England and to a less extent in Scot- 
land. - It is mostly “housing” for the poorer 
classes and also suburban homes. There are 
some big factories going up, such as those for 
the manufacture of cigarettes, artificial silk, 
automobiles and tires, but the cotton spinning 
trade is in very bad shape, many of the mills 
being closed down and others running only 
part time. While there is still a great deal 
of unemployment, there are more people 
actually at work now than there ever were be- 
fore the war. This was the statement of Wins- 
ton Churchill the other day. 

One sees lumber and hewed timber from 
every part of the world in the lumber yards 
and sheds. Softwood from Scandinavia, Fin- 
land, Russia, Siberia (via Vladivostok), 
southern pine, and fir, sugar pine, Pondosa 
pine, Port Orford cedar and even hemlock 
from the Pacific States; hardwood from 
Africa, Honduras, Mexico, Siam, Australia, 
New Zealand, the Philippines, Austria, and 
other central European countries, as well as 
oak from the southern States and maple floor- 
ing from Wisconsin. 

We have gained the impression that busi- 
ness on the whole is in pretty good condition 
over here, and the principal complaint that we 
hear is over the income taxes (it sounds very 
much like what we hear in the United States). 
After all, if they were not making anything 
they would not be worried about the amount 
of the income tax. 


Effective Use of Truck Signs 


away from the truck’s path, the greater the 
readable distance. ; 
A truck traveling at 20 miles an hour will 
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Front view message makes most effective appeal 


cover 100 feet in approximately 3 seconds. If 
the message is legible for only 50 feet, then 
it is in the right position for only 1%4 seconds, 
providing the observer turns around to keep 
the truck in view. However, very few pedes- 
trians will turn around to look after a truck, 
so the message must be presented in %4 sec- 
ond. 

Timing of the front-view messages—straight- 
on position—showed that in some distances the 
message was discernable a block away, or 400 
feet, and in most instances it was legible at 
200 feet. Considering the truck’s speed still 


- as 20 miles an hour, the message was discern- 


able for 13 seconds and legible for 6% sec- 
onds, or 834 times longer than the side view 
message. 

So much for the pedestrian. Now for the 
motorist, whose angle of vision is not much 
different from that of the pedestrian. Assume 
that he is traveling at 20 miles an hour, and 
that the truck is approaching at like speed. It 
is evident that the side-view message will be 
legible to the motorist for one-twentieth of the 
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time it is legible to the pedestrian, or for only 
3/40 of a second. 

The front-view message has much more op- 
portunity. Assuming that the message is leg- 
ible at 200 feet and both machines are travel- 
ing at 20 miles an hour, or a combined speed 
of 40 miles an hour, they are aproaching each 
other at the rate of 60 feet a second. There- 
fore the message is within the motorist’s 
readable view for approximately 3 seconds. 

The cut illustrates the position of the front- 
view advertising on the Barr company’s truck. 
It is a trifle above the observer’s eye level, 
but that is better than below the level, for 
it is natural, unless looking for something on 
the ground, to keep the eyes upward. 

The Barr company is using a shadow-box 
arrangement on the top of the truck, and has 
placed the message within it in a manner that 
not only emphasizes the lettering but also 
gives it the appearance of being illuminated. 

But regardless of any special mechanical 
contrivances, all lumber dealers should have 
something in the nature of an advertisement 
on the fronts of their trucks, even if it is 
nothing more than the firm name. Attention 
may be obtained by clever color schemes, 


whereupon the message will have greater op- 
portunity to be read. 

By using detachable panels across the top 
of the truck the lumber dealer may change 
his. front view messages frequently without 
the expense of repainting the entire truck. 
The message must be short, it is true. But 
the more attention the truck draws to itself 
by its approach, the sooner will it be noticed, 
the longer will be the time afforded for read- 
ing the message, and therefore the larger num- 
ber of words which may be used in it. 


Bill of Lading Slicker at Work 


MemPuis, TENN., Dec. 4.—Several forgeries 
of lumber bills of lading have been uncovered 
recently throughout Louisiana and Arkansas, 
according to information which has reached 
the Hardwood Manufacturers’ Institute, of this 
city. 

One or more persons, this correspondence 
reveals, have been receiving orders from con- 
sumers in the name of the Valley Lumber Co. 
at 309 North Fourth Street, Monroe, La. They 


would accept orders and apparently ship the 


lumber. Then, obtaining a bill of lading form 


and forging it, they would draw draft on the 
buyer of the lumber, putting the draft through 
the local bank for collection. In two instances 
the drafts were cashed, one at McGhee, Ark., 
and the other at Pine Bluff, Ark., although on 
one payment was stopped by the purchaser of 
the lumber prior to receipt of the draft by the 
bank. However, the forger obtained the money, 
leaving the bank cashing the draft out that 
much. 

Before word of the forgeries was received in 
Monroe, La., where the company was supposed 
to be located, the alleged office of the Valley 
Lumber Co. had been moved and no trace of 
the men connected with the forging of the bills 
of ladings could be found. Federal authorities 
are on the lookout for the men. 

The shipments are supposed to have been 
made by the Valley Lumber Co., and the bills 
of lading were signed by S. L. James. The 
drafts have been cashed by a man representing 
himself to be C. B. Mack, proprietor of the 
Valley Lumber Co. 

Consumers are asked to be on the lookout for 
this forger. 


Perfects Fire-Resistant Treatment for Shingles 


Everett, Wasu., Dec. 1.—Red cedar shin- 
gles, long a favored roofing material, have now 
overcome the last argument advanced by fire 
chiefs against their use. It remained for Pyro- 
Proof Products Co., of this city, to perfect 
a highly fire-resistant treatment, which enables 
the concern to offer a treated wood shingle in 
the highly desired colors, to the retail lumber 
dealer, which meets the objections to the wood 
shingle sometimes advanced by local fire chiefs. 

The new company is backed by the W. I. 
Carpenter Lumber Co., a firm well known in 


partment of the city of Seattle. Shingles were 
made into panels, as shown in the photograph, 
and a firebrand, consisting of a number of 
pieces of dry fir wood, together with excelsior 
and paper, each brand saturated with a pint 
ot kerosene oil, was placed on each of the 
panels. Three sections of different patent 
shingles ignited readily and were burned out, 
or were put out, at the expiration of 7, 8 and 
10 minutes respectively. A panel of shingles 
which had been in use nineteen years on a roof, 
and which was untreated, was considerably 




















without burning a hole through a shingle 
which was treated by this process.” 

C. W. Thompson, assistant chief of the Van- 
couver (B. C.) fire department, says of shin- 
gles treated with this material: “Lighting a 
fire upon a roof, I watched it for two hours. 
It did not spread but simply burned a hole 
through the roof and died out.” 

Many tests have been made by fire authori- 
ties of many cities, and in every instance the 
treated material has proved its resistance to 
fire. A great many of the fire chiefs, or de- 


Wt BES oy 
CLEAR» SwINGEE 
teaver’ oe f 

S BLAR 

nag died. da this 


Rots 


Fire test of shingles made June 4, 1927, at request of building department of the city of Seattle, Wash. 


the lumber trade because of its manufactur- 
ing and wholesaling of red cedar shingles and 
lumber for many years. 

D. H. Carpenter is president of the Pyro- 
Proof Products Co.; Walter Gilkey is vice 
president, and J. L. Shannon, inventor of the 
henge is in charge of manufacturing opera- 
ions. 

The plant has been built at Everett, and the 
W. I. Carpenter Lumber Co. will be exclusive 
sales agent for the treated shingles. 

Mr. Shannon, the inventor, was formerly a 
red cedar shingle manufacturer. He began ex- 
periments with fire-resisting agencies about 
fifteen years ago. There are houses in Everett 
which were roofed with red cedar shingles 
treated with his material twelve years ago that 
are still in good condition. Shingles taken 
from these roofs and tested show they are as 
highly fire-resisting today as when applied. 
_The photograph, reproduced herewith, de- 
Picts a fire test of shingles made in Seattle 
June 4, 1927, at the request of the building de- 


damaged at the end of fifteen minutes; while 
another panel of shingles taken from the same 
roof was treated, and, at the end of thirty min- 
utes this panel showéd less than one-fifth as 
much damage as the untreated section. The 
three red cedar shingle panels at the right of 
the photograph showed little damage after the 
fire had been burning on them for thirty min- 
utes. 

A test made by the fire authorities of Oak- 
land, Calif., more than a year ago, convinced 
them that the treatment was a success. The 
fire chief, however, retained the panel which 
he tried to burn at that time, and after a year 
of exposing it to the weather he tried again to 
burn it, and found the shingles as highly fire- 
resistant as they were on the first attempt, 
thus convincing himself that neither the color 
nor the fire protecting agancy leached out in 
the interim. 

Chief Engineer C. W. Ringer, of the fire 
department of the City of Minneapolis, says: 
“A blow-torch was applied for eight minutes 


partment heads, have voluntarily written let- 
ters endorsing the treatment. 

E. B. Holmes, of the E. B. Holmes Co., a 
prominent lumber retailer of Seattle, says of 
the test conducted in Seattle at which he was 
present: “This test shows conclusively that 
treated shingles burn much slower than the 
untreated ones. Undoubtedly this treatment 
does reduce the chance of fire.” 

Phil G. Hilditch, secretary of the Retail 
Lumbermen’s Credit Association of Seattle, 
says: “This treatment does give considerable 
fire protection. Inasmuch as the treatment is 
said to cost no more than other treatments 
which only add color to the shingles, it seems 
to me this product will find a ready sale.” 

Samples and descriptive literature may be 
had by writing the W. I. Carpenter Lumber 
Co., Everett, Wash., which expects to market 
these shingles exclusively through retail lum- 
ber dealers, and will increase its selling staff 
by adding several salesmen to whom it will 
give exclusive selling rights. 
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Hardwood 


Practically All Consumers Buying 


Mempuis, TENN., Dec. 3.—Practically all 
groups of consumers are buying southern 
hardwoods, and demand is good. Reports of 
the Hardwood Manufacturers’ Institute show 
that sales are leading both shipments and pro- 
duction. There is little chance of production 
exceeding sales until well after the first of 
the year, for there are few logs available, 
rains having kept loggers out of the forests 
and made it necessary for many mills to close, 
while labor is still short throughout the Delta 
territories. During the last few days there 
has been a dropping off in orders from manu- 
facturers of hardwood flooring, but buying 
will no doubt be resumed shortly after the 
holiday season, for flooring manufacturers 
have plenty of business on their books for 
delivery after Jan. 1, and in fact throughout 
the first four months of the new year. More 
flooring oak will therefore be in demand. 
Stocks of this item are not plentiful, and lack 
of demand for the present will probably not 
affect the market in any way. The furniture 
manufacturers are buying hardwoods more 
readily, with the promise of good demand for 
furniture during the holiday season, which will 
mean renewed buying on the part of the re- 
tailers after the first of the year. This fur- 
niture factory buying is greatly helping the 
hardwood trade. There is continued buying 
by automobile manufacturers and the build- 
ing trades. Export demand also continues 
good, and Gulf ports are crowded with hard- 
woods awaiting shipment before the end of the 
year. December promises to be one of the 
heaviest months of the year for exporters, and 
active shipping should continue throughout the 
first few months of the new year. 

H. J. M. Jorgensen, sr., former president of 
the Lumbermen’s Club of Memphis, was the 
unanimous choice of members of the City Club 
of Memphis for president for 1929. Mr. Jor- 
gensen is president of the Jorgensen-Bennett 
Manufacturing Co., of Memphis. 


West Virginia Hardwoods Slow 


Evxins, W. Va., Dec..3.—Demand for hard- 
wood lumber in West Virginia appears to have 
subsided within the last. few weeks. The con- 
sensus of manufacturers is that the market is 
much more quiet than it usually is thus far in 
advance of the ending of the year. All items 
on the hardwood list appear to be in poor de- 
mand, with buyers generally out of the mar- 
ket. There is a general lack of inquiry and 
ability to move hardwood at all in any great 
volume, but there seems to be no difficulty in 
regard to prices. 


Mills Have No Surplus 


ATLANTA, GA., Dec. 4.—Output was unim- 
proved last week, and less than bookings and 
shipments. Mills have no surplus, dry hard- 
wood being at a premium. Logging is slower, 
but mills have enough logs for present needs. 

Red and sap gums lead, with demand heavy 
for FAS and No. 1 from southeastern furni- 
ture factories and radio cabinet plants. Box 
makers are taking lower grades for current 
needs. Sap gum sales to automotive and body 
plants are good, and this industry also is active 
in thicker grades of ash and elm. Middlewest- 
ern plants are buying current needs only, but 
inquiry for first quarter wants is heavy. South- 
eastern body plants are buying ahead on a 
good basis, but temporary shutdown of Chev- 
rolet assembly plants for new models is affect- 
ing sales to Fisher body units. The Atlanta 


plant announced it expected to operate again 
in the next few weeks. 


Cypress trade is show- 


Situation Looking 


ing improvement, industrial demand being fair 
and retail light, with better sales to southeast- 
ern millwork plants. Veneers and plywoods 
are in some call for current needs. No. 1 com- 
mon and select and No. 2 plain red oak are 
selling well to southeastern flooring plants, and 
No. @ white is fair. Flooring sales are only 
fair to southeastern yards, but brisk in the 
Northeast and fair in the middle West, mainly 
for current wants. Industrial demand for 
maple flooring continues heavy. 

Hardwood prices are firm and manufacturers 
look for increases by the first of the year, as it 
seems certain bookings and shipments will con- 
tinue in excess of orders. No important 
changes were noted last week. 

Export bookings continue heavy and many 
larger mills are booked up well into the first 
quarter, poplar and oak being the species in 
most demand. 


Demand Well Sustained 


LouIsviLLe, Ky., Dec. 3.—There was not as 
much slowing up in demand for hardwoods at 
the end of November as has marked some pre- 
vious month ends, due to the fact that consum- 
ers are busy and need material. It is reported 
that there is fair to good demand for poplar, 
more especially low grades; all grades of wal- 
nut, sap gum in both FAS and common; plain 
red and quartered sap gum; plain red and 
white oak; wormy oak and sound chestnut. 
Veneers and plywood are quite active, there 
being steady activity in the Louisville and New 
Albany panel plants, which have been handling 
some very good radio cabinet business. Prices 
appear to be a little stronger. Sap gum has 
been moving upward. Louisville quotations 
read: FAS, $240; selects, $160; No. 1, $95; 
No. 2, $45; Appalachian red oak, $95 for FAS, 
and $56 for common. Southern red oak, $68 
and $48. Southern white oak, $80 and $50. 
Plain sap gum, $58, and $40@42; quartered 
sap, $60 and $45. Plain red gum, $95 and $50; 
quartered red, $100 and $55. Cottonwood, $52 
and $37. Ash, $80 and $50. Quartered white 
oak FAS, $137.50; common, $82.50. Poplar, 
FAS, $90@97.50 saps; and selects, $70@75; 
common, $50@55. 


Northern Demand Is Good 


Wausau, Wis., Dec. 3.—Wholesale yards 
in central and northern Wisconsin report a 
marked stimulation in demand for all items of 
hardwood. Demand for maple flooring has 
been unusually brisk for this season with the 
result that advances of $1.50 to $3 a thousand 
are reported. Hardwood sales have been run- 
ning about 14 percent above production. Stocks 
have been reduced 20,000,000 to 30,000,000 feet 
below the levels of this time last year, while in 
many instances stocks have been entirely ex- 
hausted, particularly those of thick hardwoods. 
Dry maple stocks are scarce and only a few 
yards are quoting for immediate delivery. 
This item is practically out of the market. 

The demand for softwoods has also been in- 
creasing and the outlook is decidedly better 
than it was several weeks ago. Advances of 
about $1 are noted in many lines. A large vol- 
ume of inquiries is reported at most mill points 
and wholesale distributing centers. 

Cold, freezing weather has speeded up prep- 
arations for winter logging operations and 
while the log cut this season will be less than 
average, most mills in this locality will be in 
operation before many weeks. The Brooks & 
Ross plant, at Schofield, has already started 
its winter cut. The B. Heinemann Lumber 
Co’s plant, in this city, will go into production 
the first of the year. 


For Current Market Prices on Hardwoods See Pages 86 and 87 





Up 


Rains Stop Georgia Logging 

Macon, Ga., Dec. 3.—Production of hard. 
wood lumber in this territory was about 19 
percent under shipments for the week. While 
rains have temporarily driven crews out of the 
swamps, just as they were getting in after a 
long rainy spell, there is every reason to be- 
lieve that there will be an ample supply of logs 
for the rest of the month. Buyers for furni- 
ture houses and radio concerns are still in this 
vicinity, taking a good deal of the supply of 
better grades. Manufacturers say that all 


- woods are included in the shipments, with the 


gums a big favorite. A lot of oak is being 
shipped for flooring purposes. 


Stocks Low; Prices Firm 


BROOKHAVEN, Muiss., Dec. 3.—Orders con- 
tinue to equal the cut, though dry stocks are 
only about 35 percent of a normal month’s pro- 
duction. Production is about normal, for logs 
are coming in freely, as the weather has been 
excellent. November shipments were about 10 
per cent in excess of production. Prices ap- 
pear extremely firm, and a number of buyers 
are spending a lot of time at the mills. Most 
orders are wanted in a hurry. There will be 
the usual shutdowns in December for repairs 
etc. Ash and beech stocks have been sold out, 
and logs of these species are rather scarce. 
There is a good inquiry for these woods, but 
quotations can not be given. Cypress logs are 
scarce, and dry stocks are low, with demand 
moderate. There is no unsold plain black 
gum, and stocks of quartered are fairly low, 
with a few sales being reported. Plain and 
quartered red gum stocks are very low, and 
inquiry is only fair. Plain and quartered sap 
gum have been in very heavy demand, so 
there is practically no unsold stock. The box 
trade has been taking lower grades of sap gum 
in large quantities. Magnolia remains ex- 
tremely firm, with heavy orders being offered, 
but the mills here are booked so far ahead that 
they are not in position to take additional 
business. Red and white oak items have been 
selling quite well, and supply of oak logs has 
been low, so there is practically no unsold 
stock. Stocks of poplar continue rather low, 
and this wood is selling in excellent volume. 
Tupelo and sycamore are still sold ahead, and 
there is no dry stock available. Inquiry for 
these woods is very good, and orders are 
offered fairly freely. 


Consumers Buy for Future Needs 


Burrao, N. Y., Dec. 4.—Hardwood demand 
continues steady, and last month’s business 1s 
generally reported to have been better than 
that of the month preceding. The outlook is 
for at least normal trade this month, and some 
wholesalers say they have found less holding 
off than usual on account of inventory taking. 
The consumers appear to have come to the 
conclusion that nothing is to be gained by hold- 
ing off, so they are more disposed to take on 
lumber than they were a short time ago, and 
some are making purchases of stock that 1s 
likely to be needed next year. Prices are firm 
in most items. , 

A debate on. wood versus steel construction 
was given by four young Italian-American 
students of Hutchinson high school, on Nov. 
30, before the members of the Buffalo Lumber 
Exchange. The debate was arranged by Harry 
Roblin, chairman of the entertainment com- 
mittee. 

The Northern Lumber Co., North Tona- 
wanda, has discontinued its planing-mill de- 
partment and is disposing of all the machinery. 

Two local lumbermen in New York last 
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week were Horace F. Taylor, president of 
Taylor & Crate, and George A. Mitchell, presi- 
dent of White, Gratwick & Mitchell. 

Oliver J. Veling, of Dohn, Fischer & Co., 
was in New York and Pittsburgh on business 
last week. 


Market Shows Encouraging Features 


Boston, Mass., Dec. 5.—December business 
has opened up well for the hardwood trade. The 
market retains all the encouraging features 
lately noted. There was a little slump in the 
volume of orders during the closing week of 
November, due to the holiday and the relaxa- 
tion usually experienced just before and after 
Thanksgiving Day. Some of this delayed busi- 
ness is now being placed and it amply offsets 
the repressing influence of the approaching 
annual inventories. The current week will com- 
pare well with any in November or during the 
autumn. The general trend of prices is firm. 
Inquiry is particularly encouraging for ash, 
basswood, birch, gum, hard maple and poplar. 
Local wholesalers state they are finding broken 
assortments of dry stock at most of the mills, 
both in the South and the North, with produc- 
tion still below capacity. 

The hardwood flooring trade has picked up 
a little this month, but prices continue to be 
quite irregular, especially for oak flooring. For 
actual business in first grade oi ~.in white 
oak flooring current prices are $80@81, though 
some mills are soliciting local wholesalers for 
prompt orders at $84. For the second grade 
$69@71 is the range quoted with some success. 
The low price for the third grade is $58.50. 


Some sellers ask $60.50 and still others, who 
prefer holding to selling, ask more. 

The market for maple and birch flooring is 
unchanged. Demand is light and prices for 
first grade about steady at $82.50@83.50 for 
maple and around $75 for birch flocring. 


Furniture Trade Taking Fair Lots 


Cinctnnatl, Ouro, Dec. 4.—Walnut continues 
to be the most active hardwood and specialists 
report they are pressed to fill orders. These 
are coming from furniture factories and also 
from millwork plants. Prices have not been 
advanced, except on a few of the fancier 
grades, but are much more satisfactory than 
for a long time. Chestnut prices are off $3@5, 
with a light demand even at concessions. Oak 
flooring is active and prices are satisfactory. 
Sound wormy common oak is also showing 
improvement, although prices are still rather 
unsettled. The furniture trade is beginning 
to make more frequent inquiries for Appa- 
lachian and southern oak, and buyers are suc- 
cessful in obtaining concessions. Sales here of 
hard and soft maple, poplar, ash and southern 
elm and sap gum are not much to brag of. 
Wholesalers report furniture plants are plac- 
ing a few more orders for gum than for other 
items, and some for poplar and ash. The fall- 
ing off in hard and soft maple demand is at- 
tributed to the slackening of automotive fac- 
tory activity. The panel trade is placing 
sporadic orders for Nos. 1 and 2 common 
cherry, panel poplar and FAS, the box trade 
is regular with its hand-to-mouth orders for 
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Business in Brief 
As the last month of the year opens there is always a tendency toward a letdown in 
production and a slackening in purchasing except in those lines, which fortunately are quite 
numerous, that are stimulated by holiday demand. 
GENERAL associated with financing and with taking annual inventories tend to 
keep expansion within moderate limits and to postpone buying to the 
point of necessity. For the latest week Dun’s reported bank clearings at $11,022,158,000, 
compared with $13,440,555,000 for the week immediately before. During the latest week the 
call loan rate rose to 9 percent. Loadings of revenue freight for the week ended Nov. 24 
totaled 1,028,690 carloads, compared with 1,059,701 for the week before. Dun’s reported 417 
failures for the latest week (one holiday out) as compared with 450 for the corresponding week 


For the week ended Nov. 28 Harvard Economic Society’s wholesale price index dropped 
to 96.7 from 97.2 of the week before. This is the third successive decline, following a single 
advance after seven consecutive declines from 101.0 of the week ended Sept. 

PRICES 19. Dun’s Review reported 36 advances to 29 declines for the week ended 
Nov. 30, compared with 21 and 34, respectively for the corresponding week 

of 1927. Dun’s price index for the latest month is $192.945, compared with $191.715 for the 


In the market for produce prices have been fairly well maintained at or near recent 

levels, which, however, are in many cases considerably below the high of the year. No. 2 

red wheat at the latest week-end was priced at $1.58% a bushel, compared 

PRODUCE. with $1.59% of the week before. No. 2 yellow corn at the week-end was 

priced at $1.0444 a bushel, compared with $1.07% for the week before. 

Fat steers gained back some of their recent loss, rising to $17.40 from $17.25 for the week 

before. Hogs, likewise, registered a slight gain, going to $8.85 from $8.75 for the week 
before. Creamery butter was priced at 52 cents a pound, the high for the year. 


Conditions in the steel industry remain steady and strong. The unfilled orders for the 
latest month amounted to 3,751,030 tons, compared with 3,341,040 tons for the corresponding 
month of 1927. While there has been a slight letdown in production the 
output has fallen off less than usual for the season. In the presence of the 
seasonal decline there are evidences of price strength that make the whole 
situation promising. As a barometer of the general situation, the steel industry suggests 
current underlying strength with everything favorable for early expansion. 


Output of crude oil according to estimates of the American Petroleum Institute averaged 
daily for the latest week 2,505,000 barrels, compared with 2,498,350 barrels for the corresponding 
week of 1927. Production of bituminous coal, including lignite and _ coal 
coked at the mines, as estimated by the bureau of mines for the week 
ended Sept. 24, amounted to 10,975,000 net tons, compared with 10,924,000 
tons the week before and with 8,830,000 net tons for the corresponding week of 1927. The 
figures show a gain in the current week over the one immediately preceding of 51,000 tons 


Various influences 








lower grade poplar and cottonwood and sound 
voy chestnut. Export trade in hardwoods 
is slow. 


Softwood building lumber at Cincinnati is a 
trifle dull. _ Retailers are taking only small lots 
for immediate needs. 


Scandinavian Gang Saw Test 


Wasuincton, D. C., Dec. 3.—In a state- 
ment today Axel H. Oxholm, director of the 
National Committee on Wood Utilization, an- 
nounced that a saving of 15 to 25 percent in 
the drain on the timber supply of the country 
will be made possible if the new type of Scan- 
dinavian gang sawing machinery now being 
tested by the committee proves successful. 


The committee has thoroughly investigated 
the Scandinavian gang sawing system and some 
time ago a special subcommittee headed by A. 
Trieschmann, of Chicago, was organized to 
test these saws in the United States. 


Announcement is made by the committee 
that Anderson Bros., of Olympia, Wash., are 
making a complete installation of Scandinavian 
gang sawing machinery, in co-operation with 
the national committee, which will be in a po- 
sition to make practical tests on the machin- 
ery in operation during the early part of 1929. 

Speaking of the gang saw system, Mr. Ox- 
holm said: 

When we consider that logs of 18 and even 
20 inches in top diameter are frequently left 
in the forests on the Pacific coast and else- 
where because their conversion into lumber 
is not commercially feasible with present 
equipment, it is easily understood that even 
the smallest success with these Scandinavian 
gang saws will be of the greatest importance, 
not gnly to lumber operators, but to the entire 
country, so vitally dependent on wood as a 
raw material. 

Based on years of study both in Europe and 
elsewhere, committee members have come to 
the conclusion that these machines have a con- 
siderable future in America, although it has 
only been recently that the raw material situ- 
ation of the United States has made it pos- 
sible to consider the introduction of this new 
type of machinery. 

It is evident, according to Mr. Oxholm, that 
if this country can utilize top logs and small 
trees cut in accordance with proper forest 
management, commercial reforestation will re- 
ceive a great impetus. . 

The Scandinavian gang saws are not unlike 
the American gang saw, but are smaller and 
operated with a greater speed. They have the 
advantage of cutting round instead of square 
logs. The main difference is that the Scandi- 
navian gang saws operate on small timber 
only, while the American type is used on larger 
logs. The United States is importing millions 
of feet of lumber cut from small logs in Eu- 
rope, and there is no doubt but that these 
gang saws are responsible for the strength of 
the European lumber producers in competition 
with American lumbermen, according to Mr. 
Oxholm. If the tests should prove satisfac- 
tory, arrangements will be made for the mak- 
ing of these gang saws in America, and simi- 
lar tests will be carried on in other parts of 
the country. 

The members of the subcommittee handling 
this matter, headed by A. Trieschmann, of 
Crossett Watzek Gates (Inc.) Chicago, are: 

J. Baker Arnold, of the J. Ray Arnold Lum- 
ber Co., Groveland, Fla.; B. A. Cannon, of the 
Sugar Pine Lumber Co., Pinedale, Calif.; 
George F. Cosgrove, of Cosgrove Technical 
Service, Owosso, Mich.; F. G. Davies, of the 
A. C. Tuxbury Lumber Co., Charleston, S. C.; 
W. C. Geddes, of the Craig Mountain Lumber 
Co., Winchester, Idaho; George T. Gerlinger, 
of the Willamette Valley Lumber Co., Dallas, 
Ore.; Owen Johnson, president of the New 
Hampshire Lumbermen’s Association, Man- 
chester, N. H.; Roy F. Morse, of the Long- 
Bell Lumber Co., Longview, Wash.; J. M. 
Pritchard of the Kirby Lumber Co., Silsbee, 
Tex., and F. W., Reimers, of the Natalbany 
Lumber Co., Hammond, La. 
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Industrial Tractor Has 
Wide Variety of Uses 


Industrial tractors are proving very effec- 
tive as low-cost transportation units in haul- 
ing heavy loads of lumber and other materials. 
One of the outstanding factors in the indus- 
trial tractor and motor truck field is the In- 
ternational Harvester Company of America, 
builder of McCormick-Deering tractors and In- 
ternational motor trucks, which are used ex- 
tensively throughout the lumber and allied 
industries. 

In this article is described some of the 
uses in which the McCormick-Deering equip- 
ment is employed to advantage, one of the 
photographs depicting lumber being unloaded 
by the Pearson & Ludascher Lumber Co., 
prominent wholesale and retail lumber dis- 
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ing apparatus is be- 
ing used in conjunc- 
tion with a McCor- 
mick - Deering indus- 
trial tractor. A lifting 
mechanism operated 
by the power take-off 
raises and lowers the 
load-carrying table 
attached to the front 
of the tractor. The 
table in the lowered 
position can be run 
freely in 


and out under 











McCormick-Deering 


the specially con- 


structed stands on which the bricks are piled. 


With this outfit, 





Lumber being unloaded by the Pearson & Ludascher Lumber Co., of 
Philadelphia, Pa., from four-masted schooner to tractor-trailer 


tributer of Philadelphia, Pa., from a _ four- 
masted schooner to a tractor-trailer. 

Last winter, a fleet of seven McCormick- 
Deering industrial tractors equipped with 


V-shaped steel plows with steel wings, tackled 
deep snow drifts with ease in the neighbor- 
hood of Duluth, Minn., and enabled St. Louis 
County to keep its highways open for traffic 
throughout the winter at comparatively low 
cost. Public authorities are more and more 
realizing that it pays to keep highways and 
streets free of snow; tractors with proper 
plow equipment are increasingly being util- 
ized to speed this class of work. In the ac- 
companying picture a McCormick-Deering trac- 
tor is engaged in snow removal in Ogdens- 
burg, N. Y. 

In Los Angeles, industrial tractors of Mc- 
Cormick-Deering make are performing a 
variety of heavy hauling and construction 
work with dispatch and great savings in labor 
and costs. Especially worthy of mention is 
a complete cable moving and laying outfit 
built around one of these flexible power units 
and owned by the Los Angeles Gas & Electric 
Corporation. Cable is trailed on a large drum 
back of the tractor. A special winch-con- 
trolled drum, power for the operation of which 
is taken directly from the tractor engine by 
a power take-off attachment, lays the cable. 
The winch exerts a pull of 20,000 pounds, 
sufficient to pull large cables through conduit 
distances of 500 feet from manhole to manhole. 

In the yards of the Brea Brick Co., also of 
Los Angeles, an original type of brick mov- 


raised and placed in 


rate of from 3% to 5 minutes per pole. 
night. 


work was done at 











loads of 3,800 pounds can 


into the 
about the 


be moved 
kilns or 
yards. 

The Shippers Rapid 
Transit Co., Toledo, 
Ohio, operates a 
McCormick - Deering 
driven post-hole dig- 
ger and pole _ setter 
for the Bell Tele- 
phone Co., three men 
with this outfit doing 
work that required 
three crews of nine 
men, each using for- 
mer methods. In dig- 
ging holes, an arm, 
on which the digging 
mechanism  oper- 
ated by power taken 
from the belt pulley 
is located, reaches 
across the road ditch 
while the tractor re- 
mains in the road. 
The pole is hoisted 
by power taken from 
the power take-off. A 
post hole, 6 feet deep, 
can be dug by the 
mechanism in one 
minute, and the gang 
of three men set on 
an average 115 poles 
a day. 


The O. B. Avery 
Co., St. Louis, Mo., re- 
cently used two Mc- 


Cormick - Deering in- 
dustrial tractors 
equipped with cranes 
to install “white 
way” poles for the 
city. Poles were 


proper position at the 


The 


tractor engaged in snow removal work in 
7 


Ogdensburg, N. 


A number of cities are speeding their 
garbage collection by the use of McCormick- 
Deering industrial tractors and trailers. The 
City of New Orleans makes use of three of 
these units for the purpose. Each unit re- 
places six mules and twelve men and reduces 
the time of the garbage in transit. 

Islenti Bros., Staten Island, New York, re- 
cently dug 600 feet of trench, 4% feet deep, 
for a 12-inch cast-iron pipe line in a 9-hour 
day with a McCormick-Deering powered trac- 
tor shovel. 

A few instances are these of the numerous 
power applications to which the versatile Mc- 
Cormick-Deering industrial tractor is being 
put in construction work, road building and 
maintenance, industrial and railroad plants, 
public enterprises etc. A really formidable 
assortment of equipment has been specially 
designed for use with this sturdy, flexible 
power unit. About a hundred prominent manu- 
facturing concerns are now making equipment 
for operation by McCormick-Deering tractor 
power. The tractor is well adapted for the 
operation of a variety of equipment because 
it can deliver a plenitude of power both at 
the drawbar and belt and also by means of 
the power take-off for the operation of hoists, 
cranes, sweepers etc., mounted on the tractor 
and also many types of auxiliary apparatus. 
Because of these three-power applications, the 
tractor is frequently referred to as a triple- 
power unit. 

"SABLA D 

AUSTRALIA has an automobile registration 

equivalent to that of North Carolina. 
See ae ane a2ea222 

NEW YorRK STATE operates 313,000 commercial 
vehicles, according to the National Automo- 
bile Chamber of Commerce. 

SRS aeaeeaaae 

THE PURCHASE of new motor vehicles of 
American design in markets outside of the 
United States during the last year was equiva- 
lent to the sales in twenty States of this coun- 
try namely: Vermont, Kentucky, Tennessee, 
Arkansas, Mississippi, Alabama, Georgia, Louis- 
iana, Florida, North Dakota, South Dakota, 
Montana, Wyoming, Colorado, New Mexico, 
Idaho, Utah, Arizona, Nevada, Oregon. 





Erecting poles for the Bell Telephone Co. with post-hole digger and pole setter operated by 
McCormick-Deering industrial tractor 
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Old Tavern Has History 


EuceneE, Ore., Dec. 1—On the Pacific High- 
way, 21 miles north of Grants Pass, Ore., and 
102 miles south of Eugene, stands the Wolf 
Creek Tavern, the oldest continuously operated 
hotel in the Northwest. Built in 1857, it first 
served as one of the overnight stopping places 
for the stage coach on its 16-day journey be- 
tween San Francisco and Portland, and after 
71 years is still serving the traveling public. 

Around the tavern are woven romance and 
history. It was there that Gen. Grant made his 
headquarters during the Indian campaign in 
Oregon. It was there that President Hayes 
rested on the first journey to the West ever 
made by a President of the United States. It 
was there that Jack London completed his 
“Valley of the Moon” and Sinclair Lewis spent 
nearly a week while gathering local color for 
a placer mining story. 


pine construction. 
struction was hand hewn; erected and finished 
by artisans skilled with ax and plane. 


The building is of Douglas fir and sugar 
The material in its con- 


Just recently, while making an addition to 


the original structure, it was necessary to cut 
out a 4-foot section of one of 
Douglas fir sills supporting this building. Part 
of this 4-foot section was secured by O. A. 


the original 


Prince, of the Booth-Kelley Lumber Co., Eu- 


gene, and is now on display in its offices. This 


sill was located on the north side of the build- 
ing, with one side exposed to the ground. It 
was 70 feet in length; hand hewn from a tree 


approximately 16 inches in diameter. Investiga- 


tion discloses that other than decay % of an 
inch in depth on the side exposed to the ground 
it was in perfect state of preservation. The 
remainder was left intact and will, no doubt, 
“survive,” “serve” and “satisfy” for another 71 
years or more. 


ee @,¢ e + o 
Visiting Firm’s Representatives 
SEATTLE, WasH., Dec, 1—E. L. Connor, of 

the Huntting Merritt Lumber Co. (Ltd.), of 
Vancouver, B. C., is now on a tour which will 
include visits to the firm’s representatives in 
many States. He has recently been in some 
of the southern States, but is swinging back 
North, and expects to reach his home in Seattle 
in time to celebrate Christmas with his family. 


(saaaehaaaaaeaaeaaeee 


NEWS DISPATCHES from Lithuania indicate 
that because of economic depression in that 
country, the Government has been forced to 
abandon its reforestation plans. Forests are 
being cut in order to produce revenue for the 
Government and more lumber is being ex- 
ported than ever before. All the wood pulp 
for newsprint produced in Lithuania is being 
bought by German paper mills. 


Shows Make Public ‘‘ Think First of Wood”’ 


Loncview, WasH., Dec. 1.—One of the most 
attractive wood product shows staged in the 
Pacific Northwest was that put on by the Em- 
ployees’ Wood Promotion Committee of Long- 
view recently. This committee, composed of 
employees of the lumber manufacturing plants 
of this cjty, engaged a store building in the 





View of wood products show staged by the Employees’ Wood Pro- 
motion Committee at Longview, Wash., recently 


downtown business and shopping district, cut 
the space into booths and alloted a booth to 
each of several classes of lumber and wood 
products. At the back end of the show room, 
the first thing to be seen as the visitor entered, 
was a large 4x6-foot Grainart sand-etched 
panel depicting the artist’s conception of Mount 
Rainier, done on vertical-grain Douglas fir. The 
display room was decorated with fir, cedar, 
hemlock and maple boughs, and the scenic 
panel had the appearance of a majestic, snow- 
clad mountain looming up through a break 
in a forest. There were dazzling arrays of 
lesser sand-etched scenic panels in one of the 
booths, together with book-ends, candy-boxes 
and other articles developed under the Grain- 
art process. 

One booth was devoted to built-ins, doors, 
and other classes of millwork, in West Coast 
and Philippine Island woods. The Longview 
High School manual training department had 
an exceptionally attractive display of end- 
tables, cedar chests, bridge-lamps, and other 
articles of West-Coast Woods, as well as gum 
and Philippine woods. Other booths depicted 
West Coast woods in numerous patterns, such 
as ceiling, siding, moldings, various kinds of 











finish and trim, English parquet flooring blocks, 
sanded Trimpak interior trim packed in cor- 
rugated containers for shipment, cut stock, toy 
wagon beds and other locally manufactured 
wood products. 7 
One show window was devoted to the dis- 
play of red cedar shingles from the rough 


A number of the leading merchants in the 
city co-operated by displaying wood products in 
their show windows and displaying placards 
calling the attention of passers-by to the em- 
ployees’ exhibit. Local newspapers nearly 
every day carried news stories and speakers 
made wood promotional talks at the Chamber 





exhibit aided by 


block to the finished product. The rough 
block, finished shingles in regulation packs, 
and a section of roof stained in the pleasing 
color schemes that are most in vogue today 
attracted continuous attention during the period 
of the show. Posters were displayed in this 
window showing the superiority of wood 
shingles over substitutes. A second show 
window had a cleverly arranged display of 
Masonite products, “lumber shot from guns.” 
An especially unique exhibit was a cedar bed- 
stead which was brought from the Atlantic 
coast eighty years ago by a member of the Hud- 
son Bay Co. and landed at the old Monticello 
landing near the present site of Longview. 


Display Open Daily 


The employees’ group maintained this wood 
products display for a week, the doors being 
open from 8 a. m. to 8 p. m., with an attend- 
ant in charge, who distributed literature fur- 
nished by the West Coast Lumbermen’s Asso- 
ciation, National Lumber Manufacturers’ Asso- 
ciation and the Red Cedar Shingle Bureau, fur- 
nishing also information in regard to booklets 
of these trade extension bodies covering spe- 
cial subjects. 


The Portland Employees’ 





Wood Promotion Committee made this 
the West Coast Lumbermen’s Association 


of Commerce and at the luncheons of the city’s 
various service clubs. 


Portland Puts on Show 


A committee of Portland lumbermen, who had 
read press dispatches telling of the Longview 
show, visited the display and were so enthu- 
siastic at its attractiveness that arrangements 
were made to send some of the major exhibits 
to the wood products display at the Portland 
Pacific International Livestock Show, where 
the Longview exhibits formed a central attrac- 
tion in the booth arranged by the Portland 
Employees’ Wood Promotion Committee, which 
was aided by the West Coast Lumbermen’s 
Association. The Longview employees’ grogp 
sent one of its members to assist in arranging 
the Portland exhibit and to remain through- 
out the week of the livestock show to aid in 
wood promotional work during that time. 

The direction of the work of the Employees’ 
Wood Promotion Committee of Longview is in 
the hands of E. E. Hayes, secretary, who also 
initiated several other activities tending to bring 
prominently to local people, as well as those 
in distant localities, the ringing slogan of the 
Longview promoters, “Think First of Wood.” 





58 


AMERICAN LUMBERMAN 


December 8, 1998 





National Production, Shipments and Orders 


Wasuincton, D. C., Dec. 3.—The following statistics for the weeks ended Nov. 24, 1928, and Nov 26, 1927, were compiled by the National 


Lumber Manufacturers’ "Association : 


rs 








OSES eepate Ship ments rders 

Softwoods: * 928 8 1927 1928 1927 1928 1927 1928 1927 
Southern Pine Association......esseeeseceees 150 108 71,175,000 63,189,000 75,930,000 64,623,000 82,959,000 62,588,000 
West Coast Lumbermen’s Association....... - 190 115 178,870,000 108,167,000 145,339,000 80,112,000 149,852,000 90,684, 000 
Western Pine Manufacturers’ Association.... 22 36 53,000 23,339,000 17,560,000 20,970,000 64,000 18,968,000 
California White & Sugar Pine Mfrs.’ Assn.. 22 19 23,351,000 15,038,000 22,508,000 15,435,000 22,352,000 14,685,000 
California Redwood Association .......+..s+. 13 16 7,376,000 9,129,000 6,667,000 4,990,000 6,427,000 3,960,000 
North Carolina Pine Association......... 59 35 6,421 000 6,971,000 6,605,006 6,681,000 5,454,000 7,886,000 
Northern Pine Manufacturers’ Association. 9 8 2,859,000 6,131,000 11,344,000 4,782,000 6,316,000 3,789,000 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 45 22 3,922,000 2,567,000 3,913,000 2,480,000 3,214,000 2,073,000 

Total softwoods ......-sseeees sees -- 510 359 312,327,000 234,531,000 289,866,000 200,073,000 295,538,000 204,633,000 
Hardwoods: 
Northern Hemlock & Hardwood Mfrs.’ Assn... 66 22 7,079,000 2,861,000 9,230,000 3,209,000 8,800,000 2,926,000 
Hardwood Manufacturers’ Institute........ +. 809F 1277 47,207,000 16,039,000 48,865,000 15,662,000 45,374,000 15,088,000 

Total hardwoods ..........++..+4: tena Sn 54,286,000 18,900,000 58,095,000 «18,871,000 54,174,000 —18,014,000 


TUnits of production. 





National Analysis 


Wasuincrton, D. C., Dec. 3.—The National 
Lumber Manufacturers’ Association issued the 
following analysis for the period ended Nov. 
24—orders and shipments being shown as per- 
centages of production: 





One Week 47 Weeks 
Ship- Or- Ship- Or- 
Softwoods— ments ders ments ders 
Southern Pine....... 107 117 109 109 
POs ceeeseeee 81 84 102 103 
Western Pine........ 96 103 109 110 
California Pines..... 96 96 102 98 
California Redwood... 90 87 96 98 
N. Carolina Pine..... 103 85 104 100 
Northern Pine....... 397 221 98 93 
N. Hem, & Hardwood.100 32 89 82 
All softwoods..... 93 95 104 104 
Hardwoods— 
N. Hem. & Hardwood.130 124 95 92 
Hdw. Mfrs. Inst..... 104 96 108 111 
All hardwoods..... 107 100 106 108 
a C. seteudes 95 95 104 104 


For the periods ended Nov. 26, 1927, ship- 
ments and orders made the following per- 
centages of actual production: 




















One Week 47 Weeks 
Ship- Or- Ship- Or- 
Softwoods— ments ders ments ders 
Southern Pine ...... 102 99 98 99 
CS eee 74 84 98 98 
Western Pine ....... 90 81 101 101 
California Pines .103 98 108 103 
California Redwood... 55 43 108 110 
North Carolina Pine.. 96 113 100 85 
Northern Pine ...... 78 62 91 87 
N. Hem. & Hdw..... 97 81 118 106 
All softwoods ..... 85 87 100 99 
Hardwoods— 
N. Hem. & Hdw...... 112 102 96 90 
Hdw. Mfrs. Inst..... 98 94 103 105 
All hardwoods .100 95 102 102 
All woods ........ 86 88 100 99 


Actual production reported in the periods 
indicated made the following percentages of 
the average production during periods of two 
to five years: 











1928 1927 
pF o_o 
1 47 1 47 
Softwoods— Wk. Wks. Wk. Wks. 
Southern Pine ....... A 87 90 86 90 
Weee COoamt .ccccscccce 5 nn 107 112 
Western Pine ........ A 103 96 77 85 
Se ee ence ses bc A 145 101 ra wa 
Calif. Redwood....... A 94 85 106 89 
core PaG es oweve vine C 63 70 68 73 
Northern Pine........4 A 57 94 164 os 
N. Hem. & Hdw...... Cc 79 32 83 ne 
All softwoods ....... 85 95 ‘“s 
Hardwoods— 
N. Hem. & Hdw......: Cc 61 68 114 — 
Hdw. Mfrs. Inst...... C 85 69 75 85 
All hardwoods ...... 78 68 


All woods ee ‘ ~~ 

A—Normal based on actual output for pe- 
riods of two to five years. 

C—Normal based on estimated mill capacity. 


X—West Coast normal for 1927 was arbi- 
trary; the 1928 percentage is based on ca- 





Hemlock and Hardwood 


OsHkosH, Wis., Dec. 3.—The Northern 
Hemlock & Hardwood Manufacturers’ Asso- 
ciation makes the following report for the 
week ended Nov. 24: 


Hardwoods Hemlock 
Units of 35,000 feet daily 


SUREEEY cavarcucreeen 70 95 
Productive capacity..... 14,747,000 19,986,000 
Actual cut log scale.... 6,569,000 4,330,000 

Percent of capacity... 45 21 
SEED. occvecvececes 10,081,000 4,099,000 

Percent of actual cut. 123 99 
Orders received ........ 10,553, oe 3,022,000 


Percent of actual c 12 94 
Orders on hand end nn 51,647, o00 12,677,000 

Lumber fabricated at mill and used in con- 
struction work is included in total orders and 
shipments. 

Production is based on mill log scale, and 
lumber cut overruns this by 20 percent. 





California Redwood 


San Francisco, Cauir., Dec. 1.—The fol- 
lowing information is summarized from the 
report of the California Redwood Association 
for the week ended Nov. 24: 


Redwood 


—— White- 
No. of 


Percent of wood 





Mills Feet production Feet 
Production .... 13 17,376,000 100 1,531,000 
Shipments -. 13 6,667,000 90 990,000 
Orders— 

Received .... 13 6,427,000 87 1,016,000 
On hand..... 11 24,760,000 eee 4,185,000 
Detailed Distribution of Redwood 

Shipments Orders 

Northern California*..... ~ 2,805,000 1,659,090 
Southern California*...... 1,341,000 1,155,000 
FROMMER cocccoseeeoerces Ck errr 
NL: ncinaia amma es walard 1,534,000 1,895,000 
PE ivchavebneewouees 1,445,000 1,718,000 
WOES occtce Ricwerccwes 6,667,000 6,427,000 


*North and south of line running through 
San Luis Obispo and Bakersfield. 


tWashington, Oregon, Nevada and Arizona. 
tAll other States and Canada. 








Hardwood Barometer 


Mempuis, TENN., Dec. 3.—Following is a 
summary of the statistical report of the Hard- 
wood Manufacturers’ Institute, covering opera- 





Western Pine Summary 


PorTLAND, Ore., Dec. 1—The Western Pine 
Manufacturers’ Association summarizes as fol- 
lows reports for the week ended Nov. 24 from 
33 member mills: Per. 


Cen 
Percent Ship- 








Production— Carst Feet ofcut ments 

| ee 34,125,000 

CN eee ee 31,831,000 
Shipm’ts (car)1,081 28,106,000 

Local deliv. ... 2,000 

Tot. shipm’ts.. 28,688,000 90.02 
Orders— 

Cancelled .. 30 780,000 

Booked (car)1,158 30,108,000 

OS” rr re 582,000 

Total orders.. 30,690,000 96.41 106.29 
On hand end 

WEE. ov bane 3,722 96,722,000 


Bookings for the week by thirty- even aon 
tical mills were 110.81 percent of those for 
the previous week, showing an increase of 
2,938,000 feet. 


¢Car basis is 26,000 feet. 


*Normal takes into consideration mill capac- 
ity, number of months usually operated and 
usual number of shifts—reduced to a weekly 
basis which is constant throughout the year. 


During the week production was 93 percent 
of normal, shipments 84 percent of normal, 
and orders 90 percent of normal. Average for 
the corresponding week of the preceding four 
years was as follows: Production 74 per- 
cent; shipments, 66 percent, and orders, 85 
percent of normal. 

Production is so seasonable that during 
winter months actual production amounts to 
less than 50 percent of normal, while during 
peak summer months the production increases 
to well over 100 percent of normal. 





North Carolina Pine 


NorFotk, Va., Dec. 3.—The North Caro- 
lina Pine Association makes the following 
analysis of figures from eighty mills for the 
week ended Nov. 24: 

Per- 


Percent Percent cent 
Normal Actual Ship- 


Production— Feet — Output ments 
Normal* . 16,200,000 eee . 
BOTEEE ccvore 11,401,000 et 

Shipments ... "11,343,000 10 100 ee 

OS eas 12,964,000 80 113 114 

Unfilled ’ 

OPGCFS «sees 59,676,000 


¢+As compared with preceding week there is 
an increase in orders of 32 percent, one less 
mill reporting. 

*“Normal” is based on the amount of lum- 
ber the mills would produce in a normal work- 
ing day. 





SimPLiFIED Practice Recommendation No. 59, 
Rotary Cut Lumber for Wirebound Boxes, has 
been reaffirmed by the standing committee, 
without change, for another year, it has just 
been announced by the division of simplified 
practice of the Department of Commerce. This 
simplification, as originally adopted by indus- 
try, reduced the variety of lengths from 102 to 
6; widths from 65 to 6; and thickness from 





tions of 311 units during the week ended 
Nov. 27: 
Percent 
0 
Log scale capacity 
Average weekly productive 
PEGE kecedudbecsnenes 55,683,000 TT 
PEEL. ceeensvaneseceus 42,374,000 76.0 
Board feet j 
Orders on hand first of 
WE ‘ni.ctvenneetaxncee mea 279,899,000 ee 
Orders received during week 50,558,000 90.7 
330,457,000 ine 
Shipments during week.... 47,010,000 84.4 
Orders on hand end of 
. chedcussennetsew thew 283,447,000 
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West Coast Review 


[Special telegram to American LuMBERMAN] 


SEATTLE, WASH., Dec. 6.—The West Coast 
Lumbermen’s Association reports that 198 mills 
_all those reporting production, shipments and 
orders—during the week ended Dec. 1 gave 
these figures : 
production. . .161,838,000 
Shipments ...151,057,000 6.66 under production 
Orders ----+- 141,651,000 12.47 under production 

A group of 238 mills, whose production re- 
ports for 1927 and 1928 to date are complete, 


report as follows: 
Weekly operating capacity......... 243,913,000 
Average weekly cut for 48 weeks— 

DEE sccecctessvéevesteerhscouses 193,846,000 


SEE ax du bay aid aah seh a eae 94,430,000 
Actual cut week ended Dec. 1, 1928..178,086,000 


A group of 190 identical mills, whose pro- 
duction for the week ended Dec. 1 was 157,- 
461,000 feet, reported distribution as follows: 


i Unfilled 
Shipments Orders Orders 
Rail ....-. 50,504,000 52,506,000 137,212,000 
Domestic 
cargo .-. 48,408,000 41,189,000 197,526,000 
Export . 35,240,000 32,193,000 278,666,000 
LSGRl .. 000 12,879,000 ST 8 ae 





147,031,000 138,767,000 613,404,000 


A group of 100 identical mills, whose reports 
of production, shipments and orders are com- 
plete for 1927 and 1928 to date, reported as 
follows: 


p Average Average 
Week ended 48 weeks 48 weeks 
Dec. 1, 1928 Dec. 1, 1928 Dec. 3, 1927 


Production. 87,378,000 102,257,000 99,191,000 
Shipments. 74,340,000 105,608,000 96,872,000 
Orders . 82,915,000 105.256,000 101,094,000 


SEATTLE, WasH., Dec. 1—The West Coast 
Lumbermen’s Association furnishes the fol- 
lowing supplementary analysis of its operations 
for the weeks ended Nov. 17 and 24: 

Shipments of 103 mills during the 29 weeks, 
May 1 to Nov. 17, exceeded their production 
by 7.3 percent, and orders exceeded the pro- 
duction by 6.0 percent. Stocks df these 103 
mills during the same period decreased 17.8 
percent. These 103 mills are among the larg- 
est in the territory, and manufacture approxi- 
mately 50 percent of its output. 

The trend of production is shown by reports 
of 235 major mills. During the week ended 
Nov. 24 they produced 16.47 percent less than 
their normal weekly operating capacity as 
established by 3-year records, while for the 
first 47 weeks of 1928 ended the same date 
they cut 19.79 percent less than normal oper- 
ating capacity. This group of 235 mills manu- 
factured about 10,000,000,000 feet of lum- 
ber during 1927, or between one-fourth and 
gees of the total United States produc- 

ion. 

An analysis of domestic cargo business for 
the week ended Nov. 17 follows: 


Washingtonand British 











Oregon Columbia 
94 Mills 13 Mills 
Orders on hand first 
of week— 
ee 70,804,980 986,430 
Atlantic coast ...... 71,129,586 11,958,801 
Miscellaneous ....... 3,652,983 257,211 
fare carat aay 145,587,549 13,202,442 
Ordere received— 
CMIITOPNER. 6... cc cewc’s 14,810,645 335,000 
Atlantic coast ...... 13,652,616 2,380,000 
Miscellaneous ....... 12,000 326,935 
NE  cctckain deemed 28,475,261 3,041,935 
Cancelations— 
ee See —ti(iéwK wR 
Atlantic coast ...... 1,083,341 50,000 
Shinments— 
re pL errr ee 
Atlantic coast ...... 13,975,365 728,000 
Miscellaneous ...... 147,468 74,000 
MO. so 2ccdawkanes 32,142,345 802,000 
Orders on hand end 
of week— 
ee 67,495,470 1,321,430 
Atlantic coast ...... 69,723,496 13,560,301 
Miscellaneous ....... 3,517,515 510,146 
TG. -sakudieeseds 140,736,481 15,392,377 


Southern Pine Barometer 


New Or.eans, LA., Dec. 3.—For the week 
ended Nov. 30, Friday, 147 mills of the total 
capacity of 19244 units (a unit representing 
monthly output of 1,500,000 to 2,000,000 feet 
between Nov. 1, 1924, and Oct. 31, 1927) re- 
port as follows to the Southern Pine Asso- 
ciation: 

Percent Percent 
8-year Actual 


Production— Carst Feet Av.Prod. Output 
Average 3 yrs. soe 6OB,890,868 3 cose ésee5 
CS ~>- 66,294,261 80.71 .+- 
Shipments* . 3,549 74,461,569 92.04 114.04 
Orders— 
Received* . 2,962 62,145,722 76.82 95.18 


On hand end 
weekft.....12,074 253,324,594 


*Orders were 83.46 percent of shipments. 

tOrders on hand showed an increase of 4.86 
percent, or 12,315,847 feet, during the week. 

{Basis of car loadings is October average, 
20,981 feet. 


Southern Pine Costs 


New Orteans, La., Dec. 3—The Septem- 
ber cost statment of the Southern Pine Asso- 
ciation shows the average total cost per thou- 
sand feet, board measure, of producing and 
shipping lumber, not including :interest on 
loans or invested capital, was $25.72. This is 
based on a production of 219,421,607 feet by 
78 mills operating 12634 units. Of the num- 
ber of mills reporting, 39 had costs below 
the average of $25.72, the costs running from a 
low figure of $18.27 to $37.25, while one mill 
with a very low output showed a cost of $94.03. 
The cumulative report shows that for the first 
nine months of this year, January to Septem- 
ber inclusive, on a reported production of 
2,242,961,599 feet, the total average cost per 
thousand feet was $24.74. This was $1.25 less 
than for the first nine months of 1927, when 
the reported production was 2,309,590,129 feet. 





Census Bureau Delivered Prices 


Wasuincton, D. C., Dec. 3—The Department of Commerce has secured through the 
bureau of the census the following prices per thousand for lumber items and per hundred 


square feet for shingles as the average paid Nov. 


1 by contractors for material delivered 


on the job, these being selected from the complete list : 


No.1 
S181E, 2x4—1¢ 
Southern Douglas 
pine fir 
Mow Eiavem, Comm.... +. oncivess é $48.00 
New Bedford, Mass............ - eipare 45.00 
eee SE Lc wolpecccseoes noe 50.00 
Se ee aa 45.00 
Poughkeepsie, N. Y......-.-+s+6- ame 44.00 
Oe Mees bepsccnehoee® $38.00 42.00 
ince eny 608 os0vea% 41.00 50.00 
pS. RS rene 47.50 45.00 
Ae 45.00 42.50 
a.) SE SR 37.50 45.00 
ec ck sh ceceseeeie 40.00 55.00 
an ick oo 2 1 ome ae 40.00 48.00 
Ce CE cece benene sien es 45.00 50.00 
pl UO 50.00 50.00 
EE, cae po ce senéevs 40.00 43.00 
OO rr 43.50 47.50 
OSE OO ee ee 42.50 insaieatea 
be Eee pce 1 46.00 
SE NS ob has on 6 0 0 ek kee 41.00 
LOG AMONG, CRlie ccc cc ccccccces 39.00 
Gan Frameines, Cart. ....cccrces 28.00 


inca oncccwhens eee: 22.00 


Plooring, 1x4” Shingles, Extra 
Common 10 to 16” Clear, 16”, 5/2 
Boards Southern Douglas 
1x6” pine fir Red 
No. 1 “Cc” eg. No.2v.g. cedar Cypress 
$38.00 eee ekiade $7.50 ‘emai 
40.00 <ul $80.00 6.20 ata 
45.00 $80.00 “ae 7.50 $12.00 
42.00 85.00 75.00 6.50 Pre 
38.00 85.00 80.00 6.50 
35.00 85.00 75.00 5.50 
39.00 80.00 75.00 5.75 
38.00 85.00 85.00 a ania 
42.50 82.50 80.00 6.00 aba 
43.00 82.00 80.00 6.85 8.00 
40.00 so cia 80.00 ere rire 
pete 73.00 75.00 4.50 12.00 
nina tite ie 6.00 8.00 
ee 75.00 75.00 6.00 6.00 
oes 80.00 ais hits 5.00 ee 
45.00 59.50 62.50 4.80 
46.50 64.00 «eli 6.50 
42.00 <a 72.00 5.85 
40.00 - 85.00 5.50 
38.00 68.00 6.00 
28.00 55.00 5.50 
20.00 45.00 3.00 





New Freight Cars 


Increased activity in the freight car market 
is indicated by the fact that this week the 
Atchison, Topeka & Santa Fe Railway Co. put 
out an inquiry for 4,631 freight cars, the 
approximate cost of which will be $10,000,000. 
Listed in this inquiry are 2,000 box cars of 50- 
ton capacity, 450 gondolas of 50-ton capacity, 
150 gondola steel hoppers of 50-ton capacity, 
150 sulphur gondolas of 70-ton capacity, 500 
refrigerators of 40-ton capacity, 200 flat cars of 
50-ton capacity, 250 mill type gondolas of 70- 
ton capacity, 500 stock cars of 40-ton capacity, 
250 double deck stock cars, 125 all-steel caboose 
cars and 56 miscellaneous combination cars. 


Specifications on 750 of the stock cars on 
inquiry call for all fir, but on the other cars in 
which lumber will be used the particular species 
has not yet been specified, although it is ex- 
pected that considerable quantities of southern 
pine will be used for decking purposes. 

In addition to the Santa Fe inquiry, some of 
the other large railroads are now or soon will 
be in the market for new equipment, including 
the Northern Pacific and Missouri Pacific, for 
3,000 cars each. 


Large Car Orders Placed 


Soutu Benp, Inp., Dec. 3.—Two car com- 
panies in the Calumet district have received 
orders during the last week for 1,500 cars. 
The Western Steel Car & Foundry Co.’s plant 
at Hegewisch will start construction shortly 
after the first of the year on an order for 1,- 
000 refrigerator cars, to be accompanied by 


for Santa Fe Road 


a corresponding increase in the number of 
employees at the factory. The American Re- 
frigerator Transit Co. has ordered the 1,000 
cars to be delivered as soon as possible after 
the first of the year. The Pullman Car & 
Manufacturing Corporation has received an 
order for 500 box cars to be built for the 
Wabash Railroad in the Michigan City Has- 
kell & Barker plant. 


Two Thousand Freight Car Inquiry 


Sr. Louis, Mo., Dec. 4——The Missouri Pa- 
cific Railway has issued inquiries for prices on 
2,000 freight cars, divided as follows: 1,000 
standard 50-ton box cars; 750 40-ton auto- 
mobile cars and 250 50-ton automobile box 
cars. The road also is in the market. for 500 
stock cars and 500 coal cars of 70-ton hopper 
type and 60 caboose cars. It is estimated that 
this freight-train equipment will cost approxi- 
mately $8,000,000. The orders will be placed 
as soon as possible and will call for deliveries 
early in 1929. 





THE ART OF TRAINING trees to grow into or- 
namental shapes, known as “espalier” work, is 
much practiced by French, German, Swiss and 
Italian landscape gardeners, many of whom 
are wonderfully adept in this work. The térm 
“espalier” is from the French word signifying 
a trellis, trellis work being used in various 
ways to train, guide or confine the growing 
branches while they are assuming the desired 
form. 
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National Lumber Trade Extension 
Hears Reports on Advertising Campaign and Othe 


Attendance at the meeting of the trade 
extension committee of the National Lum- 
ber Manufacturers’ Association, held in Chi- 
cago on Wednesday, Dec. 5, included a num- 
ber of the directors of the National Lumber 
Manufacturers’ Association, members of the 
trade extension committee, members of the 
trade extension staff, representatives of re- 
gional associations and others. In the ab- 
sence of A. Trieschmann, chairman of the 
committee, who has gone to Arizona to 
spend the winter recuperating from a recent 
severe illness, A. C. Dixon, of the Booth- 
Kelly Lumber Co., Eugene, Ore., presided. 

The first report presented was that on ad- 
vertising and publicity activities, given by 
T. M. Knappen, advertising manager. Mr. 
Knappen covered at considerable length the 
activities of the advertising and publicity de- 
partments and presented a word picture of 
these activities and their accomplishments in 
a way that evoked hearty congratulations. 
He explained that in the advertising during 
1928, thirty agricultural publications and the 
same number of industrial, architectural, en- 
gineering, building and purchasing agent 
publications were used, eleven publications 
being added later for the advertising in co- 
6éperation with the wood box bureau. He 
explained that under the new copy policies, 
the prevailing idea was to make all adver- 
tising copy provocative of direct inquiries so 
that in addition to general impressions and 
information, openings would be made for 
the sale of lumber. While inquiries result- 
ing from farm advertising in the spring were 
not particularly large, the volume has great- 
ly increased this fall and up to Nov. 21 
approximately 18,000 inquiries had been re- 
ceived. 

In connection with the farm advertising, 
Mr. Knappen explained how the farm home 
modernization picture, “The Transforma- 
tion,” and the farm home planning contest 
auxiliary to it, were being used through 
cooperation with the American Farm Bu- 
reau Federation. The theme of this pic- 
ture and its development has been told in 
detail in recent issues of the AMERICAN LuM- 
BERMAN. 


On Consumer Advertising 


With reference to national consumer ad- 
vertising, Mr. Knappen said, “It is the ob- 
ject of the National advertising to extol and 
define lumber. The field is wide and the 
roads of approach many and varied.” Pend- 
ing the completion of a survey being made 
by the advertising agency, an interim pop- 
ular campaign was conducted during the 
fall months. In this campaign Mr. Knappen 
said that “instead of extolling and explain- 
ing the virtues and properties of lumber as 
a preéminent building and industrial mate- 
rial, we chose to direct attention to the mod- 
ern lumber use service our staff was pre- 
pared to give. At the same time the over- 
shadowing purpose was to strike the atten- 
tion of the American people with the 
thought of the persistent existence of a great 
industry and a great product.” With that 
purpose in view, dramatic consumer uses of 
lumber were singled out as topics of the ad- 
vertisements. Mr. Knappen said that in 
the latter half of the interim campaign the 
theme was shifted largely to the subject of 
home building, both new homes and re- 
modeled homes. 

He explained in detail the way in which 
the different fields were covered in the ad- 
vertising and told of some of the results 
that have been produced. With reference 


to the attitude of the retail lumber dealers, 


Mr. Knappen said, “They are giving us mag- 
nificent codperation in supplementing our 
advertising and following up the inquiries 
that are referred to them through our TX 
division offices and the secretaries of the 
retail associations. They are grasping the 
fact that they have a national advertising 
campaign of generous proportion, operated 
for them without expense or worry—a cam- 
paign that not only engenders respect for 
them and their paramount stock in trade 
and gives it vogue, but that actually pro- 
vides definite sales leads and solid sales.” 


Bright Outlook Seen 


Mr. Knappen described the growing vol- 
ume of the work, told of the personnel of 
the department and outlined the tentative 
program for 1929. In concluding his report, 
Mr. Knappen declared there is a bright out- 
look for the industry and said: 


Nearing the end of our first year of directly 
applied advertising, we can say that we are 
now ready for far more effective publicity 





JOHN M. 


GIBBS 
Washington, D. C.; 
TX Manager 


A. C. DIXON, 
Eugene, Ore.; 
Wielded the Gavel 


than we have ever been before. We have 
profited from experience with a venture in a 
new field—the group advertising of a material 
so sharply divided into competitive variations 
that they had come practically to be con- 
sidered as unrelated. The very word lumber 
had been so lost sight of in the emphasis of 
the names of species that substitute materials 
had begun to take over the word as inclusive 
of them, and the public was rapidly getting 
the idea that Celotex, Gyp-Lap, Steel-tex, and 
what not were as much lumber as the real 
and only lumber. Actually, it took a Federal 
Trade Commission decision to rescue us from 
the piracy of our distinctive product name, 
a piracy encouraged by our own indifference. 
Our advertising agency has taken a course 
in lumber education and has made a complete 
survey of the field. We know now better than 
before how to fit our advertising to merchan- 
dising and what must be done to adapt our 
merchandising to our advertising if they are 
not to destroy each other. 


Reports on Advertising Survey 


Following the report by Mr. Knappen, 
Frederick O. Perkins, of the J. Walter 
Thompson Co., the advertising agency that 
has been selected to handle the campaign, 
made a report covering the survey that has 
been conducted by that organization and 
gave a prospectus of the campaign for the 
coming year. Mr. Perkins prefaced his re- 
port with the significant statement that this 
National trade extension campaign for lum- 
ber is a program and that results can not 
be accomplished overnight. He said that 





ee 


prior to working out a schedule his com. 
pany had made a national investigation jp 
order to get as much information as pos- 
sible and: to develop a cross-section view of 
the distributing and consuming markets, 


One phase of the survey among the retail 
distributors of lumber was to determine 
whether or not more profit was made by 
the dealer from the sale of lumber than from 
the sale of substitute materials. The syr- 
vey had developed that in localities where 
there was enlightened competition and ad- 
vanced methods of merchandising, the 
dealers made a greater profit on lumber, 
but in other locations where competitive 
conditions were bad, the profit on lumber 
usually was smaller than that on other ma- 
terials. 


The survey among industrial users de- 
veloped an increasing belief among these 
users that there was a diminishing supply 
of lumber and that it would be difficult for 
them to secure their requirements. For this 
reason many of them had turned to the use 
of other materials. For this mistaken im- 
pression, the lumber industry itself largely 
was to blame because of the methods fre- 
quently used by salesmen, who, in their 
anxiety to make sales, had advanced the 
argument that buyers ought to arrange for 
their requirements while the lumber was 
available as there was a danger that the 
supply would become exhausted. The trade 
extension campaign as outlined is calculated 
to remove this impression and to assure al! 
industrial users that there is, and will con- 
tinue to be, an adequate supply of good 
lumber for their needs. 


Who Does the Bulk of Business? 


Another important question that was con- - 


sidered in making the survey was whether 
the large bulk of the lumber business is 
being done by a comparatively few dealers 
or otherwise. In one city in which the 
survey was made, eleven retailers are oper- 
ating, but 80 percent of the business done 
is handled by three of these concerns. The 
survey developed that there is largely a 
concentration of business in the hands of 
strong, enterprising concerns, and Mr. Per- 
kins thought that in planning the campaign 
it was not necessary to consider the total 
number of concerns engaged in the retail 
lumber business so much as to consider that 
proportion of these dealers who are respon- 
sible and aggressive merchants. 


He expressed the opinion that the adver- 
tising campaign should be based on trade- 
marked and grade-marked lumber manufac- 
tured according to American Lumber Stan- 
dards. In outlining the campaign, five ques- 
tions were considered, as follows: What are 
we selling; To whom are we selling; Where 
are we selling; When are we selling, and 
How are we selling. Each of these ques- 
tions was covered in some detail, the answers 
indicating that the agency has made sure 
of its ground and has laid the foundation 
for an effective campaign for lumber. Mr. 
Perkins said that the National trade-mark 
should be an essential feature of all the ad- 
vertising and that all regional and individual 
lumber advertising also should codrdinate 
with that of the National and should carry 
the National trade-mark. 


Mr. Perkins said that he had given but 
a brief summary of the results of the sur- 
vey and the proposed campaign that has 
been laid out based on this survey. He 
had a more detailed report which he ex- 
pected to present to a meeting of the direc- 
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Committee Views Progress to Date 
Current Activities for Promoting the Use of Lumber 


tors of the National Lumber Manufacturers’ 
Association on the following day. 

Mr. Dixon said that because of being com- 
pelled to leave on the previous night for 
the West Coast, Manager P. L. Grady, of 
the joint box bureau, had presented his re- 
port to a meeting of the executive commit- 
tee on the previous day. Copies of the re- 
port, however, were distributed and the 
chairman urged that it be read carefully, 
as he considered it one of the finest presen- 
tations he had seen. 


Coérdinated Activities in Promotion 


“Coérdinated Activities In Lumber Pro- 
motion” was tthe subject of an informal 
tak by G. A. LaVallee, of the Marietta 
Paint & Color Co., Marietta, Ohio. In a 
most convincing way Mr. LaVallee im- 
pressed upon the manufacturers that “the 
dealer holds the key” and that there had 
been a lack of codrdinated effort between 
the manufacturer and the dealer to tell the 
real story of lumber. He then gave a glow- 
ing description of the wonderfully favorable 
reaction that had come from the public as 
a result of the lumber shows that have been 
held in Ohio, originated by his company 
and developed in co-operation with the Ohio 
Association of Retail Lumber Dealers. He 
told of how the inherent beauty of wood, 
enhanced and developed by the stains and 
colors that have been worked out by his 
company, made a convincing appeal to the 
public, as indicated in the thousands of peo- 
ple that had flocked to the lumber shows 
that had been held. These lumber shows 
not only sold the people on the idea of the 
beauties of wood, but sold the dealers them- 
selves on the idea of selling good lumber 
beautified by color. He thought the lumber 
industry had a wonderful opportunity and 
urged the manufacturers to co-6perate with 
the dealers in arranging for and putting on 
lumber shows all over the country. His 
own company was being overwhelmed with 
requests from dealers in all parts of the 
country for shows of this kind, and he as- 
sured the manufacturers that his concern 
was prepared to co-6perate to the fullest 
extent in developing these lumber shows 
on a big scale. 

Mr. LaVallee is a thoroughly pleasing 
and convincing speaker, and while he spoke 
extemporaneously, his address made a dis- 
tinctly favorable impression. 

Following the address of Mr. LaVallee, 
the meeting adjourned for a buffet lunch, 
which was followed immediately by a show- 
ing of “The Transformation,” the moving 
Picture depicting how a dilapidated, run- 
down farm home was modernized, made 
beautiful and attractive and the home life 
of the family saved from destruction. This 
is the picture that was developed by the 
National Lumber Manufacturers’ Associa- 
tion in codperation with the American 
Farm Bureau Federation and which is being 
shown in all sections of the country. 


AFTERNOON SESSION 


The first speaker of the afternoon session 
was W. E. Hart, of Chicago, manager of the 
structural and technical bureau of the Portland 
Cement Association, who was introduced by 
Chairman Dixon. Mr. Hart congratulated the 


committee on the picture, “The Transforma- 
tion,” stating that the same theme had pre- 
viously been worked out and pictured by the 
Portland Cement Association. He sketched 
briefly how his association came into being in 
1902 and from a small nucleus has grown 
until it now maintains 32 district offices, has 


575 employees, and conducts a laboratory in 
which experimental work is carried on. It was 
organized for service to the producers and 
users of cement, and keeps in touch with all 
factors through a permanent field organization, 
whose function it is to develop new markets 
for cement. 

Ralph J. Hines presented the program of the 
Chicago Retail Lumber Dealers’ Association to 
advertise lumber and increase the consumption 
of the products of the forest. He stated that 
the majority of the retailers in Chicago belong 
to the association, and it was the consensus 
that as Chicago will witness one of the biggest 





Building Code Work 
Essential 


When lumber salesmen report 
that they can send in no more 
orders for wooden shingles in a 
given community because the 
city council passed a law forbid- 
ding their use; when we fail to 
get the order for the interior 
finish, doors, window sash and 
frames in a multi-story hotel on 
account of an ordinance prohib- 
iting the use of lumber in build- 
ings over a certain height; when 
the prospective sale for a hun- 
dred thousand feet of lumber for 
a big warehouse job is never 
closed because the local ordi- 
nance prohibits the use of lum- 
ber construction in the zone in 
which the building is to be 
erected; we become uncomfort- 
ably conscious of the real influ- 
ence which these building laws 
exert. Such discriminations are 
readily apparent to us, but how 
many times do we find that a 
big building job has gone to 
some other material and failed to 
understand the major reasons. 











building programs in its history within the next 
five years, due to the world’s fair to be held 
here in 1933, right now would be an excellent 
time to inaugurate a publicity campaign for 
lumber. In order to get the best results from 
such a campaign, it should be conducted with 
the idea of educating the public to the proper 
kinds of lumber to be used for specific pur- 
poses. It is also planned to prepare booklets 
of interest to the architect and contractor giving 
pointers on lumber. 

Among the main points in the publicity pro- 
gram of the Chicago retailers, as enumerated 
by Mr. Hines, are: Guarantee of quality and 
grade; educate trade on the kind of lumber; 
promote building of homes; be of service to the 
architect, builder and public; advertise Ameri- 
can standard lumber; get good will of the 
trade and the manufacturers of building mate- 
rials. Mr. Hines stated that advertising will 
develop new business by promoting the erection 
of new homes and remodeling of old residences. 
The public will pay more for what it actually 


wants and desires than for material it knows 
little about, said Mr. Hines. 

The Chicago Retail Lumber Dealers’ Asso- 
ciation has appropriated $100,000 for one year 
for this advertising campaign, and Mr. Hines 
expressed the opinion that if the local dealers 
are willing to spend that amount in one city 
where $35,000,000 worth of business is done 
through retail yards, it will be most profitable 
for the lumber industry to contribute to this 
fund. Mr. Hines said it is proposed to handle 
this campaign through a bureau in charge of 
L. Kraemer. 

Chairman Dixon assured Mr. Hines of the 
help and co-operation of the Chicago and other 
offices of the National Lumber Manufacturers’ 
Association in the publicity campaign of the 
Chicago retailers. 


Report of Trade Extension Manager 


John M. Gibbs, trade extension manager, had 
prepared an exhaustive report, covering all the 
activities of the campaign, which was mimeo- 
graphed and copies supplied to all present. Be- 
cause of its length and the lack of time, the 
report was not read in full, but Mr. Gibbs briefly 
covered some of the high lights. His complete 
report was a graphic picture of the various 
ramifications of the campaign and the countless 
ways in which members of the staff are called 
upon to render a service in behalf of wood. The 
report covered briefly the administration fea- 
tures and then took up “accomplishments in co- 
operative organization work.” Under this head- 
ing was described the work with the Joint Box 
Bureau; Home Modernizing Bureau, in which 
specific instances were cited of dollars and cents 
results; National Committee on Wood Utiliza- 
tion; Concatenated Order of Hoo-Hoo, in which 
key men have been appointed in 154 commu- 
nities; Hickory Golf Shaft Manufacturers’ 
Association; American Farm Bureau Federa- 
tion, one of the most important and effective 
contacts made; Forest Products Laboratory; 
American Wood Preservers’ Association, for 
joint effort to increase the use of treated wood 
for purposes where such treatment extends its 
usefulness, and to investigate new and improved 
methods of treating wood. 

Then followed a discussion of “Trade- 
marking and Grade-marking,” and the field 
work done in ascertaining the need of this 
identification of lumber. The report dealt at 
some length with “Building Code Activities,” 
which have developed as one of the most im- 
portant features of the campaign. Staff men 
have visited 286 cities where building code re- 
visions were under consideration; 69 cities 
adopted new or amended codes, of which 39 are 
satisfactory and include NLMA recommenda- 
tions; seven show general improvement and 
partial use of NLMA material; four are gen- 
erally unsatisfactory; 19 have not yet been re- 
viewed; 1,286 cities were kept in contact by 
letter or circular; 36,500,000 people reside in 
cities where NLMA building consultants made 
personal surveys ; $4,000,000,000 worth of build- 
ing construction is done in these cities annually ; 
probably 15,000,000,000 feet of lumber is used 
annually in cities, nearly one-third of our total 
production going into markets which are lim- 
ited and subject to further limitation by build- 
ing laws. 

Promotion in Various Fields 


“Promotion in Architectural Fields” is an- 
other important angle of the work undertaken 
in which excellent results already are apparent. 
“Research and Field Promotion” was discussed 
exhaustively, indicating the important position 
it holds in the general plan. Among the fields 
for which research work already has been 
arranged are these: Fire retardant treatments; 
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moisture proofing of lumber; improvement of 
strength and rigidity of frame construction; 
moisture céntent range of lumber in service; 
application of paint to lumber. Other important 
activities included “Field Promotion,” assisting 
consumers in lumber utilization, preventing 
them from turning to other materials, making 
lumber more valuable to them and enabling 
them better to appreciate the intrinsic value of 
the lumber they use; “Work With Lumber 
Distributers,” including surveys of stocks, 
maintaining cordial relationships with retailer 
organizations and rendering a personal service 
to dealers on request; “Work With Farm Lum- 
ber Users,” including demonstration and lecture 
work with agricultural trains, at college exten- 
sion courses, etc., through which over 250,000 
farm contacts have been made; “Highway Com- 
missions,” giving helpful advice on timber 
bridges, highway construction, etc.; “Oil In- 
dustry Uses,” involving extensive work in oil 
fields, developing standards for timber oil der- 
ricks, etc.; “State, City and County Authori- 
ties,” in which over 650 calls were made in con- 
nection with the drafting of specifications and 
advice on lumber utilization. 

Continuing the story: “Railroads and Other 
Public Utilities,” personal calls on engineering 
officials and purchasing agents of 99 large rail- 
road systems and many smaller ones, a canvass 
of railway car builders and other important 
activities: “Engineers,” 160 calls in answer to 
service requests have been made on engineer 
users or specifiers of lumber in private capac- 
ities; “Architects,” in response to requests for 
lumber information 860 calls have been made; 
“Educational Institutions,” visits made to prac- 
tically all technical and architectural colleges, 
and nearly all agricultural schools and addresses 
on lumber made before many student bodies; 
“Public Addresses,” 223 talks made before 
organizations and groups; “Airplane Hangars,” 
225 personal calls made and 8,500 copies dis- 
tributed of a pamphlet on the use of wood in 
hangar construction; “Contractors and Opera- 
tive Builders,” 210 of which have been con- 
tacted during the year and emphasis placed on 
the superior merits and saleability of lumber 
dwellings. 


Further Extension of Field of Activity 


The tale not yet told: “Fires and Failures,” 
a number of important fires, building failures 
and instances of tornado destruction covered by 
field men and much favorable publicity for 
lumber obtained; “Fire Insurance Rates,” spe- 
cific instances noted of large savings to the 
people through revision of insurance rates 
secured through activities of field men in co- 
operation with local lumbermen and others— 
one of the outstanding achievements; “High- 
way Signs and Markers,” another field in which 
effective work has been done and specific in- 
stances noted of a market for wood being 
rescued from competing materials. 

Then followed brief comments on these activ- 
ities: “Boats and Barges,” “Caskets and Cof- 
fins,” “Industrial Uses of Lumber,” “Mining 
Industry Uses,” “Special Investigations,” “La- 
bor Interest Enlisted,” “Headquarters Technical 
Activities,” “Service Requests.” The importance 
of the latter is indicated in a comprehensive 
list of large wood using industries that have 
requested help with their lumber problems. 

Mr. Gibbs closed this report of a year’s re- 
markable achievements in behalf of lumber 
with the words: “And so, gentlemen, you now 
have our running account of trade extension 
work for the year. For your patience here and 
throughout the months which have slipped 
away quickly, I thank you.” 

Following this report Mr. Gibbs read extracts 
from a memorandum in explanation of the 
proposed budget for 1929 covering an expendi- 
ture of approximately $1,025,000. 

At the suggestion of George S. Long, of 
Tacoma, Wash., supported by H. B. Hewes, of 
Jeanerette, La., a night letter was sent to A. 
Trieschmann, who is in Arizona recuperating, 
extending appreciation for his splendid work in 
behalf of the trade extension program, and 
hopes for a speedy return to health. 


Chairman Dixon referred to the declaration 
of principle made at San Francisco in August, 
1926, and various resolutions covering grade- 
and trade-marking adopted since that time. He 
stated that inasmuch as the trade extension 
committee and the National association, through 
their respective executive officers, thought it 
advisable, that the advertising agency proceed 
early next year to advertise lumber made in 
accordance with American Lumber Standards, 
grade- and trade-marked and guaranteed, but 
with no reference to dryness in the advertising 
copy. It is understood that a proviso would be 
made that non-subscribers to the trade exten- 
sion campaign who are members of the regional 
associations may be licensed, under proper regu- 
lations, to use the National mark as well as the 
regional mark, and that the details of the 
working out of this problem will be left to the 
officers of the trade extension committee and 
the National association. 

Considerable discussion occurred on this sub- 
ject, participated in by M. W. Stark, Columbus, 
Ohio; George S. Long, Tacoma, Wash.; R. B. 
White, Kansas City, Mo.; W. R. McMillan, 
Chicago; Wilson Compton, Washington, D. C.; 
J. D. Tennant, Longview, Wash., and H. D. 
Mortenson, Klamath Falls, Ore. 


Mr. White offered a motion, which was 
adopted, that the committee include in its adver- 
tising beginning early next year (1) American 
standard lumber; (2) trade-marked lumber; 
(3) grade-marked lumber; (4) guaranty, and 
that this committee at its next meeting decide 
how to guarantee the lumber. 


The balance of the session was devoted to a 
discussion of the budget providing for ap 
expenditure of approximately $1,025,000 {oy 
trade extension activities during 1929. 

The directors of the National Lumber 
Manufacturers’ Association met at the Cop. 
gress Hotel, Chicago, on Nov. 6 to consider 
the trade extension budget for 1929, and other 
important matters. 





To Develop State Forest System 


Battrmore, Mp., Dec. 3.—The Maryland 
State forestry department will urge the legis. 
lature to purchase 40,000 acres of land at a 
cost not to exceed $200,000, for the develop- 
ment of the State forest system, according to 
F. W. Besley, State forester. The State now 
owns less than 5,000 acres of forest reserves, 
Mr. Besley says there are three important con- 
siderations in meeting the forest needs of the 
State, they being inadequate forest protection, 
reforesting waste land and application of for- 
estry principles to the handling of forest lands 
to make them more productive. 

The department’s program calls for an ex- 
penditure of $100,000 in 1929 and the same 
amount in 1930 to obtain the desired number 
of acres. Mr. Besley pointed out that private 
ownership of timber in the State has failed to 
safeguard the timber supply and that “the 
State must lead the way in acquiring consid- 
erable acreage of land and placing it under 
State forest management, thus guaranteeing the 
highest service to the people of the State.” 


Connecticut Dealers in Annual 


Notre: A complete report of the an- 
nual meeting of the Lumber Dealers’ 
Association of Connecticut will appear 
in the Dee. 15 issue of the AMERICAN 
LUMBERMAN.—EpITor. 





[Special telegram to AmerICAN LuMBERMAN] 

New Haven, Conn., Dec. 5.—The thirty- 
eighth annual meeting of the Lumber Dealers’ 
Association of Connecticut brought to the New 
Haven Lawn Club tonight 160 retailers imbued 
with the spirit of co-operation, the largest 
gathering of retail lumbermen ever held in the 
State. Robert B. Chapman featured the even- 
ing with a stirring address on what co-opera- 
tion has meant for the retail lumber trade of 
Syracuse, N. Y., and the remarkable results 
achieved by his own yard with a plan book 
service and a practical system of aiding home 
builders to finance. Possible large savings 
through cutting insurance costs, and working 
of the lien law and what can be done to im- 
prove this statute were among other important 
matters discussed. 

Officers were elected as follows: 

President—John A. Dodd, Strong & Hale 
Lumber Co., Portland. 

First vice president—Frank H. Wapr, Sey- 
mour Commercial Co., Seymour. 

Second vice president—George S. Lowenthal, 
Middletown. 

Treasurer—Fred B. Grant, 
ber Co., New Haven. 

Secretary—Paul Jones, Norwalk Lumber Co., 
Norwalk. 


Lampson Lum- 


Nine directors were reélected and these three 
new members—Richard Warren, Thames Lum- 
ber Co., New London; Isaac E. Shine, Bridge- 
port; Stanley Bradford, East Hartford. 

Presiding as toastmaster, Richard Warren, 
retiring president, asserted the value of local 
group meetings of dealers throughout the 
State, declaring tHere is no better way to pro- 
mote the interests of the retail lumber trade. 
Connecticut now has 95 percent of its retail 
lumbermen enrolled in the association. 

Henry E. Wood, New York insurance broker, 
explained how large savings in insurance pre- 





miums can be attained with better protection 
through skillful study of each yard’s problem. 

Judge Russell Mink, Bristol, said few attor- 
neys really understand the lien law. He pointed 
out some of the pitfalls for the unwary lum- 
ber dealer and answered numerous questions. 

William J. Riley, Hartford Lumber Co., 
Hartford, brought the greetings of the North- 
eastern Retail Lumbermen’s Association as its 
president. Cost accounting is one of the big 
problems for the lumber dealer today, he said, 
pointing out that a recent study showed that 
68 Atlantic coast yards doing $9,000,000 gross 
business in the early months of this year made 
only four-tenths of one percent profit. 

Secretary-manager Paul Collier, of the 
Northeastern association, urged all present to 
attend the Northeastern convention in New 
York and outlined the excellent program being 
arranged. 





Color in Home Based on Wood 


PHILADELPHIA, Pa., Dec. 3.—The popularity 
of color in building is reacting favorably on 
lumber, as wood is the most satisfactory 
foundation for paint, according to W. E. Mc- 
Comas, construction engineer of Philadelphia. 
Color has definitely taken its place in building 
along with construction, design and equipment. 
Bathroom walls, floors and built-in furniture 
must show a generous use of color to be m 
vogue, in the opinion of Mr. McComas. “In 
recent years the use of color has been intro- 
duced with excellent results in the surface 
treatment of residence floors,” Mr. McComas 
stated this week. “This application has been 
brought about by the fact that the American 
home huilder is giving more attention to the 
factor of fire safety, and to greater economy 
of construction, accomplished through lower 
maintenance costs. With this in view, the floors 
of many homes are being built of concrete, but 
nevertheless the use of colors in this type of 
floor construction has made necessary the ap- 
plication of wood surfaces. Where a wood 
finish is desired for the concrete floor, this may 
be had by nailing any hardwood flooring, such 
as oak, maple, beech or birch, to wooden strips 
embedded in a cement base.” 
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“Appalachian Hardwood Club Increases Assess- 
ment--To Widen Merchandising Plan 


CincINNATI, OHIO, Dec. 4.—Roseate pictures 
of the future of the Appalachian hardwood in- 
dustry, provided it adopted up-to-date methods 
of merchandising its product were made today 
by G. A. LaVallee, vice president of the Marietta 
Paint & Color Co., Marietta, Ohio, in telling 
of the strides made by hard maple redwood, 

plar and other woods whose manufacturers 
had adopted adequate advertising programs. 

In fact, his pictures were so dramatically pro- 
trayed that the Appalachian Hardwood Club 
to which he was addressing himself at its 
annual meeting today at the Hotel Sinton was 
spurred on to new endeavors. From a meeting 
which was palled with the sickness of the 
trade conditions, it was pepped up to a con- 
dition of mind where members and officers were 
willing for a time to increase their trade ex- 
tension fund appropriation from 3 cents a thou- 
sand feet of cut to 25 to 30c a thousand, but 
as the injection wore off to an extent they 
tempered the increase down to 5 cents which 
will give the club a chance to try out the new 
plan of merchandising suggested and decide 
later to what extent it can afford further to 
increase the contribution of its members. 

The increase from 3 cents to 5 cents was 
voted unanimously by the twenty-odd faithful 
Applachian hardwood manufacturers present, 
who represented between 38 and 40 percent of 
the annual cut of the district, or approximately 
400,000,000 feet. The other 60 percent. was 
conspicuous by its absence but it was felt by 
the leaders that had they been present they 
would have been exhilarated to an equal extent 
and perhaps been induced to further increase 
the contribution. The non-contributing strength 
of the Appalachian Hardwood Club was re- 
ported to be about 150,000,000 feet and it was 
suggested that a committee might be named 
which could make personal calls on this non- 
co-operating body and perhaps secure its co- 
operation. It was reported that there was 
about $10,000 in the trade extension fund and 
this, with the sum expected from the contribu- 
tions, would place the club in a position to hire 
a capable organizer and trade specialist who 
could present the case of the Appalachian hard- 
woods to the architects and other hardwood 
consumers of the country and Canada. 

The subscription for the trade extension fund 
of the Appalachian Hardwood Club is to be- 
come effective when 51 percent of the member- 
ship have signed the agreement to pay the 5 
percent contribution on every thousand feet of 
their cut. 

Election of Officers 


Officers for the ensuing year were elected 
as follows, subsequent to the adoption of the 
nominating committee’s report: 

President—Fred Bringardner, Oakland Lum- 
ber Co., Orgas, W. Va. 

Vice president—J. W. Mayhew, W. M. Ritter 
Lumber Co., Columbus, Ohio. 

Secretary-treasurer—Frank R. Gadd, Hard- 
wood Manufacturers’ Institute, Memphis, ‘Tenn. 

Directors (for northern West Virginia)— 
Merritt Wilson, Wilson Lumber Co., Elkins, 
W. Va.; (southern West Virginia)—R. J. Car- 
roll, Wilderness Lumber Co., Charleston, W. 
Va.; (eastern Kentucky)—Ross W. Sloniker, 
Mowbray & Robinson Lumber Co., Cincinnati, 
Ohio; (western Virginia)—C. W. Boyd, Vir- 
ginia Hardwood Co., Tazewell, Va. (western 
North Carolina)—J. E. Walker, Blackwood 
Lumber Co., East Laporte, N. C.; (eastern 
Tennessee)—M. L. Tipton, Little River Lum- 
ber Co., Townsend, Tenn. 

Directors-at-large—F. P. Dabolt, Bond-Foley 
Lumber Co., Bond, Ky. and C. C. Morse, Morse 
Bros. Lumber Co., Helen, Ga. 


The election of the secretary-treasurer was 
held at the meeting of the executive committee, 
following the adjournment of the regular meet- 


ing, when a number of important matters rela- 
tive to policy of the organization were dis- 
cussed. 

Among these was a decision to have the trade 
extension committee participate in the display 
of hardwood lumber which had been so suc- 
cessfully given at the Ohio lumber shows under 
the auspices of the Ohio Association of Retail 
Lumber Dealers during the county fair season. 

The Appalachian club will co-operate, it is 
understood, with the exhibit made by G. A. 
LaVallee, of the Marietta Paint & Color Co., 
similar to that which is being made this week 
at the meeting of the directors and executive 
committee of the National Lumber Manufac- 
turers’ Association héld at Chicago. 


To Seek Greater Co-operation From Members 


Other matters discussed were steps to obtain 
greater co-operation from the West Virginia 
sawmills and hardwood manufacturers who up 
td this time have shown but little disposition 
to do more than to sign membership applica- 


F. R. GADD, MEMPHIS, TENN.; 
Elected Secretary-treasurer 


tion blanks. Personal calls will be made upon 
these manufacturers and if possible they will 
be sold on the idea of making the additional 
subscription to the trade extension fund and 
also of more regular attendance at the meet- 
ings of the club. 

C. W. Boyd, Tazewell, Va., retiring president 
of the club, called the meeting to order. The 
first business was to decide the future of the 
club and expressions were requested from 
leaders of the various districts. 

Prior to this, however, the extemporaneous 
address of Mr. LaVallee was delivered on 
salesmanship and merchandising of lumber. 
Mr. LaVallee simply exuded enthusiasm and 
even the most pessimistic lumberman would 
have been inspired with his contagious opti- 
mism. At the same time his remarks were 
given in a practical business vein, so that his 
flights of eloquence and imagery of expression 
were well tempered with plain every-day facts 
with which he clinched his arguments for a 
better merchandising program. 


Urges Downtown Display Stores 


In the first place he insisted that more lum- 
ber would be sold if it were given an attrac- 
tive display in a downtown store, instead of 
being stuck away in piles in a lumber yard, 
away off from the general trend of business. 


It’s your women who do the buying nowa- 
days in the home and it is the housewife that 
you have to appeal to, said the speaker. Color 
has the popular appeal and an attractive dis- 
play of an up-to-date room furnished in hard- 
woods of attractive colors with fashionable 
tints on the floors and the furniture in har- 
mony will be bound to be a seller of your 
merchandise. : 


You can not get away from these facts. 
Lumber has to be dressed up and displayed in 
a show room, or show window just like any 
other kind of merchandise. Lumber displays 
will attract the women buyers. We proved 
that by our displays in the smaller towns of 
Ohio. Our attendance in these towns was 
larger sometimes than the population of the 
town itself. Women from the surrounding 
country drove in for miles to see the show 
and they were sold on the use of more lum- 
ber in their homes. 

Here is another thing which the lumbermen 
will have to get through their heads. Your 
small town housewife wants the things in 
her home that she sees on the moving picture 
screen are being used in the fashionable homes 
of New York and the East. She is through 
with dingy, colorless floors. She wants her 
child’s nursery and her own bedroom in at- 
tractive colors and there is nothing like oak 
and hard maple to bring these effects. It is 
simply a question of merchandising and get- 
ting more women to see these displdys and 
the sales are bound to come. 


Mr. LaVallee stressed the idea of “bringing 
New York to Main street” and of displaying 
“1928 Models of Lumber.” He urged the hard- 
wood men to get away from the thoughts of 
internal friction or dissatisfaction and to pres- 
ent a united front to external competition. 

In conclusion he urged the club members to 
be convinced that the public must learn to feel 
and touch and see and even taste the beauties 
of Appalachian hardwood lumber through the 
medium of the spoken word or through dis- 
plays. 

In the general discussion of Mr. LaVallee’s 
talk, remarks were made by J. F. Bushelman, 
representing Murat H. Davidson, president of 
the Davidson Lumber & Coal Co.; C. C. Morse, 
representing Morse Bros. Lumber Co., Helen, 
Ga.; J. E. Walker, Blackwood Lumber Co., F. 
P. Dabolt, Bond-Foley Lumber Co.; Merritt 
Wilson, Wilson Lumber Co.; R. J. Carroll, of 
Wilderness Lumber Co. and J. W. Mayhew. 


Urges Contributions to Trade Extension 


Mr. Bushelman stressed the necessity of in- 
creasing the contribution to the trade extension 
fund from 3 cents to 25 or 30 cents, favoring 
the top figure. He said that nothing much had 
been accomplished in a merchandising way on 
the 3-cent basis. 

I am in hearty accord with the views of 
Mr. LaVallee, said Mr. Bushelman. Substi- 
tute manufacturers have created a demand for 
their product by spending their money liber- 
ally for advertising. They have told the 
people of the merits of their goods, whether 
they exist or not, and they have told them so 
persistently that they got results. We must 
go out and create an additional demand for 
Appalachian woods. We must sell our goods 
through advertising and convince the trade of 
their merits. We must have a popular appeal, 
either through color or what not. We can 
not get very far on 3 cents. If it takes 60 
percent on the thousand feet of the cut and 
we get the sales to justify the expense, it will 
be good business. I note the cypress associa- 
tion recently made an appropriation of 75 
cents on the thousand. We must get the at- 
tention of the buyers. It is all very well to 
talk of central concentration yards or central 
sales organization or developing a demand 
through wholesalers, but the practical thing 
is to sell the public the idea of the beauty 
and utility and durability of Appalachian 
woods as the best the market affords. 


Mr. Morse favored a closer alliance with 
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selected wholesalers for the distribution of 
Appalachian hardwoods. Mr. Wilson stressed 
the value of consolidation of manufacturers to 
enable them to hold their wares for a better 
price. He said that cost of production of hard- 
wood lumber is becoming higher and higher as 
the logging camps get farther and farther back 
from the railroads. He said red oak values 
were off $5@10 a thousand simply because the 
manufacturers were not able to present a 
united front to their customers. “As long as a 
buyers’ market condition exists, we may expect 
lower prices for our lumber, despite the in- 
crease in costs. I favor meeting organization 
with organization.” 

Mr. Walker suggested the division of the 
country into regional districts and getting a 
“Will Hays” to handle the marketing end of 
the business. The lumber trade needs a regu- 
lator, was his solution of the difficulty. He 
said that if the Appalachian Hardwood Club 
had done nothing more than afford an oppor- 
tunity for manufacturers to get together and 
discuss conditions, it had been valuable to the 
industry. 

Mr. Boyd, the retiring president, said that he 
favored the continuance of the work but that 
there should be a competent secretary who 
could lay out a program and make suggestions 
on which the manufacturers might act. 

Mr. Mayhew said that the club owed thanks 
to the Hardwood Manufacturers’ Institute for 
its assistance in keeping the organization alive 
and fostering its growth. Continuing he said: 

The club has done one thing of value, if it 
has not done anything else, and that is it has 
attracted attention to Appalachian hardwoods. 
It has created the interest of the trade in their 
value and their beauty and their utility. Now 
what our members ought to do is to work in 
closer harmony with the Hardwood institute. 
We should make our reports of sales and we 
should study the reports of past sales and 
stocks on hand. We can not get anywhere on 
a 3 cent basis any more than a man 
can live on 15 cents a day. Every man must 
put his shoulder to the wheel and push. Push 
Appalachain woods and get the public to be- 
lieve in them. Conduct an advertising cam- 














Fix Your Credit Loss 


in Advance 


You can state pretty accurately every 
item in your over-head expense but one | 
—your credit loss. That you can only 
guess at. And how often you miss the 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve 
months is determined in advance and 
nothing can increase it. 
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paign along intelligent lines. 
the dues. 

Following Mr. Mayhew, J. H. Townshend 
made his report and told of what is being done 
in the South to interest capital in fabricating 
hardwoods in that section. He predicted that 
the time would come, and not at any distant 
date, when the hardwood producer would not 
have to go to Detroit to market his goods. 
The Detroit manufacturers, he said, would 
come to the South to establish plants and cut 
up their own stocks. Mr. Townshend presented 
the club members with a copy of the “Oak 
Book” which he said had attracted attention 
from many manufacturers of woods, including 


Lumbermen’s 


Cincinnatians’ Christmas Party 


CINCINNATI, Onto, Dec. 3.—Lumbermen 
from several States were in attendance tonight 
at the Christmas party of the Cincinnati Lum- 
bermen’s Club held at the gym of the Cin- 
cinnati Club. It was a beefsteak party with 
“atmosphere,” the latter being provided with 
such trimmings as the sawdusted floor; a mys- 
terious contraption with spigots from which 
flowed streams of foaming substance for which 
in pre-Volstead days Cincinnati shared fame 
with Milwaukee and St. Louis as a premier 
producer; and other forms of entertainment. 

The attendance was sufficient to fill more 
than twenty-five tables and following the din- 


I favor raising 





Lumberman Telecode Wanted 


Requests have been received for sev- 
eral copies of the “American Lumber- 
man Telecode,” anc as the book is out 
of print readers who may have a copy 
they are not using are requested to send 
it in to this office. For each copy re- 
ceived that is in goud condition, with no 
missing pages, $2.50 is offered. Send 
_your copy at once to the AMERICAN 
LumserMan, 431 South Dearborn Street, 
Chicago. 











ner there was a_ varied program of singing and 
other stunts. Edward H. Ward, president of 
the club, was master of ceremonies with C. 
Earl Hart, Jack C. O’Neill, Montgomery 
Christie and E. W. DeCamp making up the 
entertainment committee. 


South Central Wisconsin Club 


Fonp pu Lac, Wis., Dec. 3.—The South Cen- 
tral Wisconsin Lumbermen’s Club held a meet- 
ing here last Tuesday night which was devoted 
largely to a discussion of the coal situation, 
the principal speaker being Frank C. Fellenz, of 
the Fellenz Coal & Dock Co., Milwaukee, and 
vice president of the Illinois-Wisconsin Retail 
Coal Dealers’ Association. Mr. Fellenz out- 
lined the coal situation and its application to 
retail dealers and told of the problems with 
which the industry had been faced and how 
they are being overcome. 

John M. Rodger, Fox Lake, first president of 
the club, presided in the absence of President 
Sherry. Don S. Montgomery, secretary of the 
Wisconsin Retail Lumbermen’s Association, dis- 
cussed the cement situation in the State. 

Following the talk by Mr. Fellenz, a general 
discussion took place, which was taken part in 
by the following: Dick Taylor, Barker Lumber 
& Fuel Co., Randolph; F. W. Moore, Moore & 
Galloway Lumber Co., Fond du Lac; E. S. 
Horn, Oshkosh Millwork Co., Oshkosh; Tom 
Marshall, Allen Lumber Co., Berlin, and John 
Bertram, John Bertram Lumber Co. Malone. 

Through an error in last week’s AMERICAN 








a number of furniture manufacturers and large 
users of wood for automobile purposes, He 
said that many large users had promised to 
support the industry with their business, Mr 
Townshend coincided with the views of Mr 
Bushelman and Mr. LaVallee on more advertis. 
ing for Appalachian hardwoods and said that 
with proper publicity on their value and beauty 
and the use of men of experience in present. 
ing the facts to gatherings of architects, ex. 
cellent results would be obtained. 

As one of the closing acts of the meeting the 
members gave a rising vote of thanks to C, W, 
Boyd, the retiring president, for his faithfy) 
and efficient service during the year just closed, 


Club Activities 


LUMBERMAN, it was stated that the South Cen- 
tral club had met in Stevens Point on Nov, 22. 
This was the Central Wisconsin Lumbermen’s 


Club. 


Jacksonville Club to Elect 


JACKSONVILLE, Fia., Dec. 3.—Through a raf- 
fle staged by the Jacksonville Lumbermen’s Club, 
more than $900 was secured, which will go far 
toward making 1928 a year in which the club 
will not show a deficit. Claude Spink, of the 
Cameron & Barkley Co., was the lucky holder 
of the ticket for the radio and speaker given 
away. 

The annual meeting and election of officers 
of the club will be held on Dec. 20 and a nomi- 
nating committee has been appointed consisting 
of Clyde Taylor, chairman; J. S. Shands, of the 
Associated Lumber & Supply Co., and W. E. 
Law, of the W. E. Law Co. W. L. Terrell, of 
the Terrell-Chiasson Lumber Co., has been 
appointed chairman of the entertainment com- 
mittee for the event. 


Evansville Club to Elect 


EvaANsvVILLE, INnp.,- Dec. 3.—The regular 
monthly meeting of the Evansville Lumber- 
men’s Club to be held Dec. 11, at the Ven- 
dome Hotel, will be the annual and officers 
will be elected. The committee on nomina- 
tions is composed of Charles Wolflin, William 
S. Partington and Joseph A. Waltman. 


Have Ambitious Prepem 


Lewiston, IpaHo, Dec. 3.—Three major proj- 
ects of interest to the lumber industry are 
being fostered by the Lewis-Clark Hoo-Hoo 
Club of this city. In order to advertise west- 
ern lumber, the first project provides for the 
building of a model home of frame construc- 
tion. A committee is working on this and will 
report at the January meeting of the club. A 
second project is an essay contest for high 
school students, both the senior and junior 
groups being invited to write on the merits of 
lumber as a construction material, and cash 
prizes being offered to winners in the various 
divisions. The third project concerns the re- 
vision of the city’s building code and the club 
plans to invite the co-operation of all other 
building material groups concerned in construc- 
tion. 


To Nominate Officers 


SHREvEPorT, La., Dec. 3.—The board of di- 
rectors of the Shreveport Lumbermen’s Club, 
and its committees, submitted reports at the 
meeting of the club last week, showing en- 
couraging activities and progress during the 
year, with B. H. Bolinger of the S. H. Bo- 
linger Lumber Co., as president of the or- 
ganization. A committee was named to nomi- 
nate officers for the ensuing year, to report 
at the next meeting. The club also unani- 
mously appropriated $200, virtually all its sur- 
plus, to the fund being raised for improve- 
ments at Cefitenary College, the campaign for 
a $500,000 fund being headed by E. A. Frost, 
head of the Frost Lumber Industries (Inc.). 
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Northwestern Hardwood Whole- 
salers in 40th Annual 


MINNEAPOLIS, MiInN., Dec. 4.—The fortieth 
annual meeting of the Northwestern Hardwood 
Lumbermen’s Association, held here this after- 
noon at the St. Anthony Commercial Club, was 
featured by general discussions of the various 
problems affecting the wholesale hardwood 
business. This was stated to have been not 
altogether satisfactory during the last year, but 
the hope was expressed that 1929 would be a 
more prosperous year for the members. 

The business session was followed by a 
dinner and bridge party attended by thirty 
members of the association and fifteen guests 
representative of the woodworking industry of 
the Twin Cities. 

In his annual address, President D. F. 
O’Leary, of Minneapolis, told something of the 
aims and purposes of the organization and how 
they had been changed to correspond with the 
change in business practices, stating that it is 
a tribute both to the founders of the organiza- 














J. M. 


OKONESKI, 
Minneapolis, Minn.; 
Re-elected Treasurer 


D. F. O'LEARY, 
Minneapolis, Minn.; 
Retiring President 


tion and to those who have carried on the work 
“that we have continued to function through 
the years that have gone since the beginning. 
And it is also a tribute,” he said, “to the eco- 
nomic need of the wholesaler and a challenge 
to those who profess to believe that the whole- 
saler has no place in the scheme of business.” 

Mr. O’Leary touched upon the negotiations 
going on between the northern hardwood manu- 
facturers and the wholesalers who handle their 
products, stating that these proposals if carried 
out will work to the advantage of both “with- 
out prejudice to the purchasers of their lumber 
and ours.” These proposals, he said, recognize 
that the wholesaler has a definite service to 
render for which he should be paid, and that 
the success of the proposals depends upon the 
good faith of both parties to the negotiations. 
He declared that the manufacturers who have 
had unfortunate experiences with some whole- 
salers should not condemn all. “When a manu- 
facturer sells lumber,” he said, “to a man of 
doubtful credit merely because he can invoice it 
at a higher price than the sound wholesaler 
can afford to pay, he is taking a chance; and 
it is altogether wrong when he uses such ex- 
periences as a basis for condemning all whole- 
salers.” Further, Mr. O’Leary said: 


Again, when the manufacturers give recog- 
nition to the value of the service rendered by 
the wholesalers in disposing of any part of 
their stocks, they ought also to permit the 
wholesalers to have access to the good as well 
as the bad. When the manufacturer sells 


lumber to the wholesalers for further sale, he 
violates the ethics of business if he seeks the 
customer of the wholesaler and undermines his 
trade. When the manufacturer makes it as 
easy for the commission man to sell his lum- 
ber as for the wholesaler to sell it, he fails 
to recognize the responsibility of the latter 
and the service he renders in paying his bills 
promptly while at the same time he is carry- 
ing his own customer. I speak of these things 
because a considerable number of manufac- 
turers have done things which are both un- 
moral and unethical. 

There is one other practice which works to 
the disadvantage of the wholesaler and which 
is altogether inconsistent with the professed 
attitude of those manufacturers who have 
been leaders in the movement for better co- 
operation between the mills and the whole- 
salers. There has been instances—not a few, 
but many—where these manufacturers have 
violated the first principles of that co-opera- 
tion for which they have argued. To be 
specific these manufacturers have proposed to 
make certain concessions to the wholesalers as 
recompense for the service rendered in selling 
their stocks. That is fair, just and equitable. 
However, in the cases to which I refer, the 
millmen have not played fair. They have 
quoted_ prices to the wholesaler which would 
involve the payment by him of a higher price 
than they make to the consumer, even after 
the wholesaler has been allowed the amount 
recognized as fair for the service he renders. 

As I said before, any effort to create and 
maintain amicable relations between the manu- 
facturers and the wholesalers must be founded 
upon good faith and honest dealing, and the 
northern millmen who have strayed from 
the path of ethical action have not gained 
thereby. This is evidenced by the fact that 
many northern wholesalers who formerly 
handled almost exclusively the products of 
the northern hardwood mills are handling 
more and more lumber from the South where 
the hardwood manufacturers seem more dis- 
posed to play fair with the man who handles 
their stocks. 

However, this association and its members 
have weathered all the gales of four decades. 
There have been trying times, and there have 
been good times, and there will be both in the 
future. 

Officers were elected and committees ap- 
pointed as follows: 

President—David Dworsky, Twin City Hard- 
wood Lumber Co., St. Paul. 

Vice president—L. S. Clark, Osborne & Clark 
Lumber Co., Minneapolis. 

Treasurer—J. M. Okoneski, 
Co., Minneapolis. 

Secretary—J. F. Hayden, Minneapolis. 

Board of arbitration—D. F. O’Leary, chair- 
man; D. F. Clark, H. E. Cornelius, Charles 
Bailey; and F. H. Peschau. 

Membership committee—C, C. Campbell, 
chairman; G. C. Merrick and L. S. Tuttle. 


Pioneer Lumber 


Reports of Committees 


The ‘report of the traffic committee, made 
jointly, by E. A. Koehln and A. F. Wrbsky, 
stated that the committee had been inactive dur- 
ing the year because it had not been called 
upon in a single instance for advice or assist- 
ance, and it therefore believed the association’s 
members were more concerned with securing 
enough business to keep their loading crews 
busy rather than crowding the railroads for 
equipment to load. The committee called at- 
tention to the fact that the Mississippi barge 
service had become a reality and that there was 
no doubt that before long the railroads will 
join in making rates on lumber that will be cor- 
respondingly low, as is now the case between 
all-rail rates and rail-and-water rates on iron 
and steel products. What is most necessary is 
the establishment of through rates from in- 
terior producing points to destinations with the 
barge lines as intermediate carriers wherever 








possible. Some commodities now enjoying the 
barge service on the Mississippi River are get- 
ting the benefit of approximately a 20 percent 
reduction in rates when compared with all- 
rail rates. 

The committee concluded its report by urging 
the members to try to co-operate with the barge 
officials and also with the railroads in the estab- 
lishment of through rates in connection with 
the barge service on the Mississippi. 

The membership committee reported that 
four members had been lost through the year, 
having gone out of business, but that there had 
been a gain of one new member, 
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JACKSON & TINDLE, Inc. 


Mills at Pellston and Munising, Mich., and Jacksonboro, Ont. 
MICHIGAN HARDWOODS 
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‘Mershon, Eddy, Parker Company 


SAGINAW, MICHIGAN 


Specialize in Mixed Cars of WHITE PINE and 
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Think of the sales getting in- 
ducement of being able to say to 
your customers, “The Home WE 
offer you is backed by a specifica- 
tion protection policy which 
guarantees you in black and white 
that materials and construction 
will be exactly as represented.” 

You can do this by using the 
Specification Protection Policy 
illustrated above. This covers the 
history of the home from the 
excavation of the foundation, 
thru every, step in construction, 
to the finished job. 

In selling his home the owner 
has a decided advantage in that 
this policy gives him definite, 
convincing proof to offer buyers 
regarding all materials and con- 
struction. 

Customer confidence in you is 
half the sales battle. This policy 
creates it. Start offering a Pro- 
tection Policy today with every 
house bill you sell. You'll find 
this idea worth real dollars and 
cents in the extra business it’ll 
bring you. SEND NO MONEY! 
JUST MAIL THIS COUPON. 
AMERICAN LUMBERMAN, 

431 South Dearborn St., CHICAGO, ILL. 


Send us on approval sample “Specification 
Protection Policy.” Within 5 days we agree 
to remit 50c to cover cost of this sample or 
return same to you. 
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What she Associations Are 
Planning and Doing 


Dec. 11—Roofer Manufacturers’ Club, Columbus, 
Ga. Special meeting. 


Dec, 11-12—Plywood Manufacturers’ Association, 
Auditorium Hotel, Chicago. Annual, 


Dec, 12-13—Georgia Retail Lumber & Millwork As- 
sociation, Henry Grady Hotel, Atlanta, Ga. 
Annual, 

Dec. 15—Lumbermen’s Club of Memphis, Hotel 
Gayoso, Memphis, Tenn. Annual. 


Dec, 15—BEast Texas Mill Managers’ Association 
and Louisiana Mill Managers’ Association, 
Beaumont, Tex. 


Jan. 9-11, 1929—Ontario Retail Lumber Dealers’ 
Association, King Edward Hotel, Toronto, Ont. 


Annual, 
Jan. 10, 1929—Roofer Manufacturers’ Club, Colum- 
bia, Ga. Annual, 


Jan, 10-12, 1929—-Mountain States Lumber Dealers’ 
Association, Cosmopolitan Hotel, Denver, Colo. 


Jan, 15-17, 1929—Northwestern Lumbermen’s Asso- 
ciation, Municipal Auditorium, Minneapolis, 
Minn. Annual. 


Jan, 15-17, 1929—Pennsylvania Lumbermen’s As- 
sociation, Benjamin Franklin Hotel, Philadel- 
phia, Pa. Annual, 


Jan. 16-17, 1929—-Retail Lumber Dealers’ Associa- 


tion of Indiana, Claypool Hotel, Indianapolis, 
Ind. Annual. 


Jan, 17-18, 1929—Carolina Retail Lumber Dealers’ 
Association, Charlotte, N. C. Annual. 


Jan. 18, 1929—California White & Sugar Pine 
Manufacturers’ Association, San Francisco, 
Calif. Annual, 


Jan. 18-19, 1929—Virginia Lumber & Building 
Supply Dealers’ Association, Virginian Hotel, 
Lynchburg, Va. Annual. 

Jan. 22, 1929—Northern Pine Manufacturers’ Asso- 
ciation, Radisson Hotel, Minneapolis, Minn. 
Annual. 

Jan. 22-24, 1929—Northeastern Retail Lumbermen’s 
Association, Hotel Pennsylvania, New York 
City. Annual. 

Jan, 23-25, 1929—Southwestern Lumbermen’s Asso- 
ciation, Kansas City, Mo. Annual. 

Jan, 24-25, 1929—West Virginia Lumber & Build- 
ers’ Supply Dealers’ Association, Wheeling, W. 
Va. Annual. 

Jan, 28-31, 1929—Western Retail Lumbermen’s As- 
sociation (Canada), Hotel Vancouver, Van- 
couver, B, C. Annual, 

Jan, 29-31, 1929—Ohio Association of Retail Lum- 
ber Dealers, Neil House, Columbus, Ohio, 
Annual, 

Jan, 29-31, 1929—Southeastern Iowa Retail Lum- 
bermen’s Association, Hotel Maytag, Newton, 
Iowa. Annual. 


Jan. 29-31, 1929—Canadian Lumbermen’s Associa. 
tion, Windsor Hotel, Montreal, Que. Annual, 

Jan, 29-31, 1929—Union Association of Lumber & 
Sash & Door Salesmen, Deshler-Wallick Hotel, 
Columbus. Ohio. Annual. 

Jan. 30-31, 1929—National Lumber Exporters’ Ag. 
sociation, St. Charles Hotel, New Orleans, La 
Annual. : 

Feb. 5-6, 1929—Kentucky Retail Lumber Dealers’ 
Association, Louisville, Ky. Annual. 

Feb. 5-7, 1929—Southwestern Iowa Retail Lumber. 
men’s Association, Chieftain Hotel, Councij 
Bluffs, Iowa. Annual, 

Feb. 6-8, 1929—Retail Lumber Dealers’ Association 
of Western Pennsylvania, William Penn Hote] 
Pittsburgh, Pa, Annual, . 

Feb. 6-8, 1929—Michigan Retail Lumber Dealers’ 
Association, Pantlind Hotel, Grand Rapids, 
Mich. Annual, 

Feb. 6-8, 1929—Tennessee Retail Lumber & Mill- 
work Dealers’ Association, Whittle Springs 
Hotel, Knoxville, Tenn. Annual, 


Feb. 6-8, 1929—Michigan Association of the Tray- 
eling Lumber & Sash & Door Salesmen, Pant- 
lind Hotel, Grand Rapids, Mich, Annual, 


Feb. 13-14, 1929—North Dakota Retail Lumber- 
men’s Association, Fargo, N. D. Annual, 


Feb. 13-15, 1929—Nebraska Lumber Merchants’ 
Association, Rome Hotel, Omaha, Neb. Annual, 


Feb, 13-16, 1929—Illinois Lumber & Material Deal- 
ers’ Association, Edgewater Beach Hotel, Chi- 
cago, Annual, 


Feb. 19, 1929—Northern Wholesale Hardwood Lum- 
ber Association, Milwaukee, Wis. Annual, 


Feb, 19-21, 1929—Wisconsin Retail Lumbermen’s 
Association, Milwaukee Auditorium, Milwaukee, 
Wis. Annual. 


Feb, 20-21, 1929—National Association of Commis- 
sion Lumber Salesmen, Congress Hotel, Chi- 
cago. Annual. 


Feb, 21-23, 1929—Western Retail Lumbermen’s As- 
sociation (U. 8.), Butte, Mont. Annual. 


Feb. 27-28, 1929—Iowa Lumber & Material Dealers’ 
Association, Hotel Fort Des Moines, Des 
Moines, Iowa. Annual. 


March 14-15, 1929—New Jersey Lumbermen’s Asso- 
ciation, Traymore Hotel, Atlantic City, N. J. 
Annual, 

March 22, 1929—Eastern Millwork Bureau, New 
York City. Annual. 

April 10-11, 1929—National-American Wholesale 
Lumber Association, Mayflower Hotel, Wash- 
ington, D. C, Annual, 

April 23-25, 1929—National Association of Railroad 
Tie Producers, Arlington Hotel, Hot Springs, 
Ark. Annual, 





Formulating West Penn Program 

PitrrspurGH, Pa., Dec. 4.—Progress is be- 
ing made on the program for the twenty-sec- 
ond annual convention of the Retail Lumber 
Dealers’ Association of Western Pennsylvania, 
which will be held in the William Penn Ho- 
tel here, Feb. 6, 7 and 8, 1929. Secretary R. F. 
McCrea expects to have the program com- 
pleted soon. 
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Ohio Retailers’ Announcement 


Xen1A, Onto, Dec. 3.—Special announce- 
ment is made by Findley M. Torrence, secre- 
tary of the Ohio Association of Retail Lumber 
Dealers, this city, that the 1929 annual conven- 
tion will be held on Jan. 28, 29 and 30 at the 
Neil House in Columbus. 


To Stage Exhibit Convention 


PHILADELPHIA, Pa., Dec. 4.—The exhibits at 
last year’s convention of the Pennsylvania 
Lumbermen’s Association were so successful 
that this year the spaces have been doubled 
and it is expected that the exhibition as a 
whole will be larger and better than ever 
when this convention meets on Jan. 15, 16 and 
17, 1929, at the Benjamin Franklin Hotel, this 
city. The educational nature of the exhibits 
is being played up, and exhibitors are encour- 
aged and advised to stress this in planning 
their displays. A second reason for the inter- 
est manifested is the fact that a prominent 
architect will grace the business program and 
on the afternoon he talks, all the registered 


architects in Philadelphia and vicinity are in- 
vited to attend the convention and exhibitions. 
While most of the exhibit spaces have been 
sold, Secretary J. Frederick Martin advises 
that there are a few left but that they should 
be reserved through him at once. 


Commission Salesmen’s Annual 


F. J. Shead, secretary-treasurer of the Na- 
tional Association of Commission Lumber 
Salesmen, Chicago, announces that the sixth 
annual convention of the organization will be 
held on Feb. 20 and 21, 1929, at the Congress 
Hotel in Chicago. 


Southwestern Iowa Date 


MINNEAPOLIS, MINN., Dec. 3.—Advices have 
been received at the offices here of William H. 
Badeaux, secretary of the Northwestern Lum- 
bermen’s Association, that the annual con- 
vention of the Southwestern Iowa Retail Lum- 
bermen’s Association will be held on Feb. 5, 
6 and 7, 1929, at the Chieftain Hotel in Coun- 


Georgia Retailers All Set 


Atianta, Ga., Dec. 3.—In a final bulletin on 
the convention next week—Dec, 12 and 13—of 
the Georgia Retail Lumber & Millwork Asso- 
ciation, Secretary H. J. West calls attention 
briefly to the features of the program to be 
carried out. The first day will be devoted 
strictly to business, with the annual banquet in 
the evening, during the course of which the 
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moving picture, “The Transformation,” will 
be shown. The delegates, accompanied by 
their ladies, will then attend the theater in a 
body. The final business session will be held 
Thursday morning, concluding with the elec- 
tion of officers, and in the afternoon those who 
desire to play golf will be released for that 
sport while those not playing will be given 
a sightseeing tour by automobile of Atlanta. 


lowa Dealers Change Date 


OsKaLoosa, Iowa, Dec. 3.—Announcement is 
made by Charles D. Marckres, secretary of 
the lowa Lumber & Material Dealers’ Asso- 
ciation, that the directors of the organization 
have deemed it expedient to change the date 
for the annual convention from Feb. 6 and 
7 to Feb. 27 and 28, 1929. The Hotel Fort 
Des Moines at Des Moines, Iowa, will be 
headquarters for the convention. 


Date for Northern Pine Convention 


MInNEAPOLIS, Minn., Dec. 3.—Secretary W. 
A. Ellinger, of the Northern Pine Manufactur- 
ers’ Association, this city, advises that while no 
date has been set for the 1929 annual meeting, 
the constitution and by-laws provide that it 
should be held on the fourth Tuesday in Jan- 
uary, which will make it Jan. 22. The annual 
meetings are generally held at the Radisson 
Hotel in Minneapolis and are more or less of 
a routine character. 


California Pine Manufacturers 


San Francisco, Cauir., Dec. 1.—C. Stowell 
Smith, secretary-manager of the California 
White & Sugar Pine Manufacturers’ Associa- 
tion, this city, advises that the annual meeting 
of the organization will be held on Jan. 18, 
1929, in the association offices here. The busi- 
ness program, Secretary Smith states, is ar- 
ranged just prior to the meeting and depends 
entirely upon the character of business which 
it is necessary to transact. No entertainment 
features are involved nor are there any special 
speakers. 


Southeast Iowans to Meet at Newton. 


Minneapoiis, Minn., Dec. 4.—Advices have 
been received at the offices here of W. H. 
Badeaux, secretary of the Northwestern Lum- 
bermen’s Association, that the Southeastern 
Iewa Retail Lumbermen’s Association will hold 
its annual convention on Jan. 29, 30 and 31, 1929, 
at Newton. Convention headquarters will be at 
the Hotel Maytag. 


Wholesalers’ Convention in April 


New York, Dec. 4.—The annual convention 
of the National-American Wholesale Lumber 
Association will be held in Washington, D. C. 
April 10 and 11, 1929, with headquarters at the 
Mayflower Hotel. There was considerable 
competition for the place of meeting, but at 
the last executive committee meeting it was de- 
cided to meet in Washington. 


Kentuckians Set Date 


Louisvittz, Ky., Dec. 3.— The executive 
committee of the Kentucky Retail Lumber 
Dealers’ Association at a meeting here last 
week set Feb. 5 and 6, 1929, and Louisville, as 
time and place for the next convention. The 
‘hotel has not been named as yet. C. W. Brick- 
ley, of the C. W. Brickley Lumber Co., Louis- 
ville, has been made general chairman of 
arrangements, with Tom R. Brown, in charge 
of the exhibit and hotel committee, and Emil 
Anderson, Southern Planing Mills, assistant to 
Mr. Brown, and treasurer of the local com- 
mittee, he also being treasurer of the State 
body. 

In connection with the executive committee 
conference a meeting attended by fifteen was 
held in the evening when plans were made for 
forming a wholesale salesmen’s body, to include 
those handling sash and doors or millwork, 





lumber, brick, cement, lime, roofing and gen- 
eral building materials. L. Y. Bullock, Nat- 
albany Lumber Co., Louisville, was named 
chairman; with Ben F. Chilcutt, vice chairman 
and head of the roofing division. Others were 
Robt. H. Slater, Louisville, for Johns-Man- 
ville; T. E. Howington, Coral Ridge Clay 
Products Co.; and J. H. Walden, of the C. W. 
Brickley Lumber Co., in charge of the mill- 
work division, with J. Crow Taylor, Louisville, 
as secretary. 


Maryland Dealers Report on Trade 


CuMBERLAND, Mp., Dec. 4.—The Cumberland 
Lumber Dealers’ Association held a meeting in 
the Y. M. C. A. here Nov. 21, at which there 
was a general discussion of business condi- 
tions. Reports from dealers indicated that 
business is fair. Cumberland being in the 
territory of the Retail Lumber Dealers’ Asso- 
ciation of Western Pennsylvania, with which 
the Cumberland association is affiliated, three 
officers of the State association were in at- 
tendance, President G. F. Hoge, of Canons- 
burg; Vice President A. M, Haines, of Con- 
nellsville, and Secretary R. F. McCrea, all of 
whom addressed the local dealers. 


Penn Unit in Banquet 


PHILADELPHIA, Pa., Dec, 3.—The annual ban- 
quet of the Lackawanna County unit of the 
Pennsylvania Lumbermen’s Association was 
held at the Chamber of Commerce Building in 
Scranton recently, with an attendance of over 
200 members. Addresses on topics of interest 
to lumbermen were made by C. C. Rosser, vice- 
president of the association; J. F. Martin, and 
Alfred Hagen. As a special feature, these 
speeches were broadcast through the local 
Scranton station. George Hower was chairman 
of the meeting, and E. G. Watkins, toastmaster. 
The committee in charge of the meeting con- 
sisted of Carl Stender, Loren Brink, Ben Reese, 
Floyd Hower and Hubert Johnson. 


Eastern Ontarians in Annual 


Ortawa, Onrt., Dec. 3.—The annual meeting 
of the Eastern Ontario Retail Lumber Dealers’ 
Association was held last Saturday at the 
Windsor Hotel, Hull, P. Q., as a compliment 
to the retail lumber dealers of Hull, who have 
co-operated with the Eastern Ontarians and 
with the Ottawa group of dealers. The most 
important item of business was the election of 
officers, which resulted as follows: 

Honorary Presidents—F. B. Van Dusen of 
Brockville, and H. Dupuis, Hull, P. Q. 

President—F. R. Anglin, Kingston. 

Vice-president—J. G. Carkner, Kenmore. 

Secretary-treasurer—A. D. F. Campbell, 
Arnprior. 

Directors—F. E. Houston, Belleville; R. A. 
Hodgins, Cornwall; W. A. Nichols, Carleton 
Place; R. D. McMaster, Kemptville; Z. 
Boucher, Hull, P. Q. and D. Kemp Edwards, 
Ottawa. 

In the absence through illness of President 
F. B. Van Dusen, of Brockville, F. R. Anglin, 
of Kingston, presided. A motion of sympathy 
was carried along with wishes for a speedy 
recovery. 

The death, Saturday, of James E. Wilson, 
retail lumber dealer of Ottawa, Ont., was re- 
ported, and a resolution of sympathy was 
passed, to be extended to Mr. Wilson’s com- 
pany. 

A report was submitted by a committee ap- 
pointed at the previous meeting to consider 
the advisability of subdividing the district into 
small groups. The report was adverse to the 
proposal, but suggested the holding of group 
meetings whenever possible, and the holding 
of general meetings at various important points 
throughout the district. A resolution from the 
Canadian Forest Products’ Publicity Associa- 
tion was received and was passed on to the 
Ontario Retail Lumber Dealers’ Association 
with a suggestion that the latter request the 
Canadian Lumbermen’s Association to go fully 





PPI I 


FUTCHER 


TRADE MARKE D 
Calcasieu Leaf 


Yellow Pine 


Big Timbers 
and 
Dimension 


Our strong, durable structural material is cut 


from Genuine Calcasieu Long Leaf Pine. You 
know that this timber has long been famous 
for its dense, heavy resinous fibre. 


“LUTCHER” stock has been preferred by 
the most exacting architects, engineers and 
builders for years because it meets all tests and 
specifications. 


The next time you want accurately milled, 
strong, durable structural material write 
“LUTCHER” into your specifications and send 
your order to us. It’s trade marked for your 
identification and as a guarantee of quality. 


Remember, we ship by rail or water direct 
from our mills. 


JecLutcher&Moore 
Lumber Company 


ORANGE, TEXAS 
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Goldsboro 
N.C. Pine 












Jiffy Service to 
Eastern Buyers 


When your stocks of yard and 
shed items get a little “ short ” and 
you want fine quality lumber on 
short notice, just remember that we 
have excellent facilities for 


Rail and Water 
Shipments 


Buyers located in territory con- 
tiguous to the Atlantic Coast, are 
invited to give Goldsboro North 
Carolina Pine a trial. Drop usa 
line now regarding your require- 
ments. 


Johnson & 
Wimsatt 


WASHINGTON, D. C. 














T. H, Garrett B. F. Spencer 


T.H.Garrett 


LUMBER CO. 


Established 1887 
MANUFACTURERS 


Yellow Pine 


GOOD GRADES 
PROMPT SHIPMENTS 


Mills:—Selma, La.; Haynesville, La. Waukegan, Tex. 


Forest, Miss. 


Chemical Bldg.,ST. LOUIS, MO. 











SCRIBNER’S 


Lumber and Log Book 


Most complete book 
of its kind ever pub- 
lished. Gives measure- 
ments of all kinds of 
Lumber, Logs, Planks, 
Timber; Hints toLum- 
ber Dealers; Wood 
Measure; Speed of 
Circular Saws; Care of 
Saws; Cord Wood 
Tables; Felling Trees; 
Growthof Trees; Lan 
Measure; Wages, 
Rent, Board, Interest, 
Stave and Heading 
Bolts, etc. 


Standard Book throughout the United States 
and Canada. 


PAD FoR’ 50 Cents 
S. E. FISHER, P. 0. Box 197 


ROCHESTER, N. Y. 





into the question of trade extension and pub- 
licity work on behalf of the lumber business 
in Canada. 

A resolution was carried asking the Ontariv 
Retail Lumber Dealers’ Association to report 
what progress had been made in connection 
with the adoption of a standard credit ex- 
tension form. 

The remainder of the meeting was devoted 
to trade reports from each of the dealers 
present. The general nature of these reports 
was that 1928 had shown an improvement over 
the previous year and that there was a fairly 
good outlook for next year. 

During the luncheon, which was presided 
over by F. R. Anglin, C. P. Mahoney, of the 
Independent Coal & Lumber Co., Ottawa, pre- 
sented the prizes won in the recent Clean 
Yard Contest among the eastern Ontario deal- 
ers. The foreman of the yard obtaining the 
highest percentage, Conrad Amyot, was given 


New York Association Activities 


New York, Dec. 4.—Robert A. Mahlstedt has 
been nominated for president of the Westchester 
Building Material Men’s Association, which 
will hold its annual meeting on Dec. 13. Other 
nominations are: F. Bert Guest, vice president ; 
Maurice Fitzgerald, treasurer; F. Herbert 
Brown, secretary; directors—James A. Floyd, 
William A. Cornell, Thomas A. Dain, Frank 
M. Carpenter, Walter Hartwell. 

Spencer D. Baldwin, of the Baldwin Lumber 
Co., Jersey City, has been re-elected president 
of the Hudson County Lumbermen’s Club. Mr. 
Baldwin is also president of the New Jersey 
Lumbermen’s Association. Other officers of 





the club recently elected are: Harry J. 9 
Ruhle, North Hudson Manufacturing Co., vice 
president; Howard W. Seeley, Gardner & 
Meeks Co., Weehawken, treasurer; Charles A 
Hullen, re-elected secretary. Members of the 
executive committee include Arthur E. Engler 
and Max Doyne. 


Steel Drum for Pressure Creosoting 


NEw York, Dec. 4.—The Combustion Engi- 
neering Corporation, of this city, reports that 
its affiliated company, the Hedges-Walsh-Weid- 
ner Co., of Chattanooga, Tenn., has recently 
shipped to the Gulf States Creosoting Co, an 
unusually large steel drum to be used for 
pressure creosoting. The shell is 140 feet long, 
8 feet in diameter and has a plate thickness of 
1 inch. This is believed to be the largest steel 
drum ever shipped as a completely assembled 
unit. It weighs between 150. and 200 tons and 
was loaded on five flat cars for shipment. 


Another interesting shipment recently made 
from this plant was a car tank for nitric acid, 
—the first nitric acid car tank to be built in 
this country. This tank is 6 feet 134 inches 
inside diameter and 31 feet 9 inches long. The 
top two-thirds of the shell is made of 5/16- 
inch steel, the bottom is made of 7/16-inch steel 
and the heads are made of 9/16-inch steel, 
This tank has a capacity of 7,000 gallons and 
is the first of seven stainless steel tanks to be 
built for E. I. Dupont De Nemours & Co. 

The exceptional manufacturing facilities of 
the Hedges-Walsh-Weidner Co.’s plants at 
Chattanooga permit the manufacture of steel 
drums for pressures up to 2000 pounds and of 
any length which can be handled and shipped. 


Home Modernizing Progress 


The first meeting of executives of local 
home modernizing bureaus was held at the 
Congress Hotel, Chicago, on Dec. 5 and 6, 
under the auspices of the Home Modernizing 
Bureau of the National Building Industries 
(Inc.), of which H. S. Sackett is director. 
Mr. Sackett presided at the sessions. 

O. W. Rosenthal, president of the Chicago 
Modernizing Bureau (Inc.), extended a cor- 
dial welcome to the delegates at the first session 
on Wednesday afternoon, and pointed out the 
progress made in the home modernizing move- 
ment through the organization of various bu- 
reaus throughout the country. 

“The Relation of the Modernizing Move- 
ment to the Public Benefit and Civic Ad- 
vancement” was the topic discussed by Chesla 
C. Sherlock, associate editor of the home 
building division of the Ladies Home Journal. 
The speaker emphasized three points regarding 
the value of modernizing, viz., beauty, con- 
venience and comfort, and dwelt on each one 
in. its relationship to civic life. 

H. K. Nygaard, assistant secretary of the 
Home Modernizing Bureau of the National 
Building Industries, outlined the plan recom- 
rended in organizing local bureaus, stressing 
the importance of getting the various inter- 
ested groups together, and raising the neces- 
sary funds to carry on the work. Mr. Ny- 
gaard was followed by L. J. Granger, presi- 
dent of the Allied Contractors’ Association, 
Hammond, Ind., who gave some pointers on 
how the budget should be apportioned and col- 
lected. 

One of the features of Thursday morning’s 
session was a talk by R. F. Goodnow, of the 
Reserve Lumber Co., Cleveland, Ohio, who 
told of what had been accomplished in putting 
over the modernizing idea through the efforts 
of the Cleveland Construction Club. He said 
that through the co-operation of the various 
building interests six houses were built in 
Cleveland within the last year at a cost of 
about $100,000. These residences were exhib- 
ited to about 150,000 people, and disposed of 
without any difficulty. All this was accom- 





plished through publicity in the local news- 
papers, and without a cent being expended for 
advertising. “People are home minded if you 
have the proper method of reaching them and 
interesting them in an exhibit of homes,” said 
Mr. Goodnow. “Cleveland’s ‘Build a Home 
Movement’ showed what can be done from an 
unselfish standpoint through a local construc- 
tion club; it is simply a question of doing 
things on a community basis. We plan to 
raise $75,000 in Cleveland to extend the home 
modernizing movement in our city.” Mr. 
Goodnow went on to state that the purpose 


- behind the whole movement is the creation of 


a desire for better homes, and to instill in the 
minds of the home owner that his property 
has a greater resale value if modernized, and 
further that a home modernized is a civic 
duty. 

George Ellis, of Ellis, Pinkerton & Co., Chi- 
cago, discussed “Organization and Budgetary 
Control,” while J..T. Dowd, of Williams & 
Cunnyngham, Chicago, handled the topic of 
“What Advertising Is Necessary and Why?” 
George E. FitzGibbon, assistant to the director 
of the Home Modernizing Bureau of the Na- 
tional Building Industries, spoke on the kind 
of architectural service desirable in local bu- 
reaus, and Carl B. Jenkins, secretary of the 
Modernization Bureau of Kansas City, Mo., 
discussed the question of whether all dealers 
shall be admitted to membership in the local 
bureaus. 

Thursday afternoon’s session was devoted 
to the following subjects: “Purposes and 
Functions of the Chicago Modernizing Bu- 
reau,” by R. I. Tabb, manager of the local 
bureau; “Shall the Local Bureaus Merchandise 
for the Local Dealers?” by Lloyd W. Young, 
merchandising counsel, Chicago; “Are Modern- 
ized ‘Demonstration Homes’ Desirable, and 
Why?” by H. A. Kagel, secretary of the 
Home Modernizing Bureau of Milwaukee, 
Wis.; “Can Local Financial Agencies Handle 
Local Financing of Modernizing?” by John 
Wyman, United States League of Local Build- 
ing & Loan Associations, Cincinnati, Ohio. 
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The Son-in-Law 


I’ve got too old to pull a saw, 
Too old to chop a tree, 
But I have got a son-in-law 
Who thinks the world of me. 
He said, “You’ve labored long enough, 
It’s time you took a rest.” 
And so I packed up all my stuff, 
That is, my Sunday best. 


He said, “You come and live with us, 
There’s always room for Dad.” 

The son-in-law’s that kind of cuss, 
And I’m almighty glad. 

And so I took his offer up, 
And mighty glad to go; 

And here I sit and here I sup, 
And have a year or so. 


The fellows said, “It won’t work out. 
The young folks mean to do 

The proper thing, but in about 
A year they'll tire of you. 

Your daughter will be tickled pink 
To have her with you then, 

But what your son-in-law will think 
Is something else again. 


“He'll tire of seeing you around 
The whole enduring day; 

It won’t be long before you find 
You’re always in the way. 

You'll have the paper just the time 
He wants to sit and read; 

He'll grudge the dollar and the dime 
She spends for things you need.” 


Well, as I say, about a year 
I‘ve lived with her and him. 

I’m glad to say that I’m still here, 
And sound in wind and limb. 

I’m getting just a little gray, 
But feeling mighty good; 

And matters haven’t worked the way 
That people said they would. 


Of course, I have my little spats, 
As folks are bound to do, 

But not with him at all, and that’s 
What I’m alluding to. 

It’s her that doesn’t like the pipe, 
The ashes that I spill, 

It’s her that always makes me wipe 
My feet upon the sill. 


She tells me plainly what she thinks, 
As plain as white and black, 

But it’s the son-in-law who winks 
And slaps me on the back. 

And if she gets a little rough, 
As women have been known, 

He says to her, “Now that’s enough, 
You just leave Dad alone.” 


Yes, if a little argument 
At all should ever start, 
It’s daughter who gets violent, 
And him that takes my part. 
Of course the daughter’s good and kind 
As any girl could be; 
And yet.a friend to really find, 
A son-in-law for me! 





Between Trains 


Marinette, Wis.—H. V. Newell, well known 
lumber sales manager, attended the meeting 
of the Kiwanis Club tonight, and assured us 
that all was well on the Potomac, or on the 
Menominee at least. Mr. Newell is the affir- 
mative answer to the salesman’s oft-repeated 
question, “Are sales managers human beings?” 
All of the successful ones we have known 
were, or they wouldn’t be. A very pleasant 
time was had by all. 

On the train coming up a young man with 
horn-rimmed glasses and a serious look, and 
who was reading something we hope no worse 
than the Atlantic Monthly, looked at a middle- 
aged man opposite him in the smoking com- 
partment and remarked: 

“I understand you have a very fine univer- 
sity here in Wisconsin?” 

“T should say we have,” replied the elder man 
enthusiastically. “Beat Michigan last Satur- 
day seven to nothin’. First time in twenty 
years.” 


KANKAKEE, ILL.—When we arrived at the 
Kankakee Woman’s Club for its “men’s night” 
tonight they said, “Mrs. DeSelm will look 
after you.” Who should Mrs. DeSelm prove 
to be but the wife of our old friend J. E. 
DeSelm, secretary of the Charles Wertz Co., 
purveyor of lumber and coal to the people 
of Kankakee. Wherever you go you will meet 
lumbermen, unless you haven't lived just the 
life you should. 


Ironwoop, Micu.—Once a year the Ironwood 
Commercial Association holds a “booster 
night,” and that means that the ladies are 
present, because a booster is all right, but a 
boostess is even better. After all, a town is 
only an aggregation of homes, and to try to 
run a commercial organization without the 
co-operation of the women is about as much 
of a success as a man’s housekeeping. The 
women in their way can do as much as the 
men in their way, and are likely to do it 
better. Leave it to the men and a town would 


be a city of industries; leave it to the women 
and it will be a city of homes; leave it to 
both and it will be a city of both, as is Iron- 
wood. 
The lumber industry was notably represented 
a4 our old friend J. S. Landon and H. L. 
itze. 


We See b’ the Papers 

A lot of people make the front page and, 
Lordy, what they make it! 

What we need to improve is not our water- 
ways but our liquor ways. 

Evidently the best football in the East or 
middle West is on the Pacific coast. 

The football season is over, but Congress 
has taken up the tariff question again. 

Russia is spending vast sums for irrigation. 
And, prohibition notwithstanding, so are we. 

We don’t know whether prohibition is an 
experiment or not, but a drink certainly is. 

And yet the stock market trader smiles at 
the children for believing there is a Santa 
Claus. 

As far as football coaches are concerned, 
Pop Warner seems to be one old dog who can 
teach new tricks. 

The advocate of preparedness believes that 
the best way to preserve peace is to make it 
the best policy. 

Congress is in session and Hoover is in 
South America. The country wishes condi- 
tions were reversed. 

As an example of carrying a good idea too 
far, we observe that Commander Byrd has 
gone south for the winter. 

Hoover took care of horses as a boy, but 
history fails to record a single man who be- 
came great by following them. 

They say Johnny Kerr, of the White Sox, 
nee Hollywood, can play second, short or third. 
We didn’t know ballplayers were ever played 
to show. 








Push These 


Items For 


Winter Profits 





MEADOW 
RIVER 


BRAND 


FLOORING— 


Red Oak Maple Beech 
White Oak Birch 


FINISH AND TRIM— 


Chestnut Birch Ash 
Oak Poplar 


MOULDINGS— 


Oak Poplar Basswood 
Chestnut Birch 


STEPPING AND RISERS— 
Oak Birch 


BEVEL SIDING— 
Poplar 











Winter is a good time to 
drive for business remodeling 
the interiors of old-fashioned 
houses. Are all the old 
homes in your town hardwood 
floored? Couldn’t the trim and 
stairways of some of these old 
homes be modernized? 


Other dealers are going after 
this business with good profits. 
There’s big opportunity for 
you. Meadow River quality 
and manufacture will help you 
get this business. 


Meadow River products are 
all produced from famous West 
Virginia hardwoods. They are 
well manufactured, handled 
and loaded with utmost care. 


Make money and build trade 
with Meadow River products. 


The Meadow River 
Lumber Co. 


RAINELLE, W. VA. 
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llow Pine 


—the best lumber 
and _§ structural 
material to stim- 


ulate new orders 
and hold old cus- 


R. W. WIER 
Lumber Company 


HOUSTON, TEXAS 


Distributors:~ WierLong Leaf LumberQ. 
Mills :- Wrer.gate,Texas 
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Yellow Pine 


Timbers, Lumber 


Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 

















-Get All the Facts 


and then you'll see where it 


will pay you to sell our 


N. C. Pine &xis:" 


Sekint Yellow Pine "suet snd 


Car and Cargo Shipments. 


rR 
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News of Southern Activities 


Form Southern Hardwood Company 


Pine Buiurr, Arx., Dec. 3.—The O. S. Rob- 
inson Lumber Co., of this city, has been suc- 
ceeded by the Central Lumber Co. The Cen- 
tral company is composed of O. S. Robinson, 
who has been in business here under his own 
name and is secretary of the West Side Hard- 
wood Club, and C. O. Guy, who is head of the 
C. O. Guy Lumber Co. and the Nichols & 
Guy Lumber Co. The sales of these two 
other companies Mr. Guy is interested in, 
which control two cottonwood mills and two 
mills cutting all species of hardwood, will be 
handled entirely separate from those of the 
Central company, and by the producing com- 
panies themselves. The Central Lumber Co. 
will have mills at Gould and Almyra, Ark., 
and will handle all species of southern hard- 
woods, specializing in squares and railroad 
car material. 


Railway’s Use of Southern Pine 


New Or eans, La., Dec. 3.—More than 200,- 
000 feet of longleaf southern pine is being 
used in the construction of between twenty-five 
and thirty cotton loading and storage platforms 
along the lines of the Texas Electric Railway. 
Some of the structures have been completed to 





considering a location in either Memphis or 
Jackson, Miss. Officials of the corporation have 
recently spent much time in Memphis and they 
were known to have obtained an option on 
property in Memphis as well as in Jackson. The 
plant, if erected here, will rival that of the 
Fisher Body Corporation. 

The decision to erect a plant in the South js 
due to recent rate changes obtained by the 
Southern Hardwood Traffic Association which 
provide for two net rates on lumber and logs 
so that a second movement to the fabricating 
plant will be permitted at the low rate rather 
than at the higher rate which formerly applied. 

No confirmation of the location of the plant 
could be obtained here. 





Adopts ‘Tees Census Plan 


Syracuse, N. Y., Dec. 3—A_ continuous 
census of city trees has been adopted at Syra- 
cuse under the direction of City Forester A. 
Robert Thompson. The system is known as 
the block-card system and was modeled closely 
after one recommended for the City of New 
York by Prof. Laurie D. Cox, head of the de- 
partment of city forestry at the New York 
State College of Forestry, Syracuse University. 





(Above) Cotton loading platform at the Milford (Tex.) station of the Texas Electric Rail- 


way. 


a point where they are now in use, according 
to information received by the Southern Pine 
Association. 

Structural posts and sub-structures will be 
creosoted and all timbers, joists and decking 
have been specified to be 85 to 90 percent 
heart. Aside from the wood structural de- 
tails the platform decking will be of southern 
pine except in a few instances where other 
materials than wood will be used. 


Auto Body Plant for Memphis 


Mempuis, TENN., Dec. 4.—Announcement is 
made by the Memphis Commercial Appeal to- 
day that this city has been selected as the loca- 
tion for a plant of the Murray Body Corpora- 
tion of Detroit, Mich. The plant, the article 
says, will be erected in North Memphis at a 
cost of approximately $3,000,000 and will em- 
ploy between 1,000 and 1,500 men. The story 
further tells of an option on land in Memphis 
and that the announcement of the decision to 
locate in Memphis came from Chicago. 

It has been known by lumbermen for many 
weeks that the Murray Body Corporation was 


(Below) Loading platform built of longleaf southern pine at Abbott, Tex. 


It is believed this is the first comprehensive 
tree census to be adopted by any city. 

The census shows the city street in which 
every tree grows, the block number, terminal 
streets, number of trees for the block, planting 
specifications and whether planting is advisable, 
recommendations for handling existing trees, 
whether the block is a unit of a major or minor 
street in the city street system. Each tree 1s 
numbered and described, together with the 
width and parking strip on the street and dis- 
tance of trees from curb. 

The census cards were made out by students 
of the New York State College of Forestry 
and required a period of ten weeks at a cost 
of $.016 per tree. Fifty-three thousand, three 
hundred and eighty-six trees were recorded, 
with American elm, sugar maple, silver maple 
and Norway maple, predominating. Whenever 
work is done or required to be done in connec- 
tion with any tree the fact is noted on the 
cards so the census is continuous and always 
up-to-date. Any street tree in the city can be 
located immediately by the census records and 
accurate information obtained concerning it. 
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Interesting and 


Problems of Forest Insurance 


Owing to the risk involved in carrying ma- 
ture timber during the period prior to cutting, 
and owing to the hazards connected with the 
planting and growing of new forests, the need 
of some form of forest insurance is becoming 
generally felt. Only a casual consideration of 
the matter would disclose the complexity of 
the problems involved in forest insurance. 
Forests have been insured in other countries 
and to some extent in the United States, but 
this field of operation for underwriters is still 


open. 

While the principles of underwriting as they 
have been established in other fields doubtless 
have at least some application to forest insur- 
ance, it is quite likely that as this new field 
differs in many very important respects from 
all other fields in which insurance is written, 
policies covering mature or growing trees will 
differ in essential features from those on other 
property. The importance of developing a 
satisfactory form of forest insurance will prob- 
ably be admitted by lumbermen, whether they 
are owners of trees or not, and therefore any 
discussion or analysis of the problems involved 
made with a view to developing a satisfactory 
form of insurance must be welcome. A valu- 
able service of this character has been per- 
formed by Paul A. Herbert, of the Michigan 
State. College, East Lansing, Mich., in special 
bulletin No. 179, entitled, “Forest Insurance 
and Its Application in Michigan.” In _ tnis 
bulletin, which comprises something more than 
thirty pages, the author has discussed the un- 
derlying principles of insurance, has reviewed 
rather comprehensively the situation to be met 
by forest insurance, and has considered some 
of the forms of insurance used in other fields, 
with a view to determining the essential fea- 
tures of forest insurance. 


America’s Way to Prosperity 


Speculation has been plentiful regarding the 
sources and causes of American prosperity. 
Peopte of older countries have been accustomed 
to attribute the prosperity of this country to 
the existence here of immense natural resources. 
Americans are apt to think that freedom of 
opportunity in the United States has stimulated 
enterprise, rewarded initiative and developed 
resourcefulness to a degree that has not been 
known in any other country. Whatever may 
have been the cause or the causes, the fact 
remains that there is greater wealth per capita 
and that wealth is more equitably distributed 
in the United States than in any other country. 
It should prove interesting and possibly helpful 
to examine somewhat closely the known facts 
regarding the growth of wealth in the United 
States with a view to determining just how they 
have operated independently and in combination 
to make this country rich. 


Evidently, it was some such a task as this 
that Gifford K. Simonds, general manager Si- 
monds Saw & Steel Co., Fitchburg, Mass., and 
John G. Thompson, assistant to the president 
of that company, set for themselves in their 
book, “The American Way to Prosperity,” re- 
cently published. There is something in the 
title and much in the book to suggest historical 
treatment, but this work though somewhat 
historical in some of its aspects, is not a dry 
history. The authors have dea't in an intimate 
and refreshing manner with facts so recent 
as to seem to be known by the average intelli- 
gent reader of newspapers and magazines. They 
exhibit a keen and appreciative interest in re- 
cent events combined with a freshness of view- 
point that makes even a table in the book in- 
teresting. The work, as the authors say in the 
Preface, gives in broad outline the history of 
the industrial development of the United States. 
It attempts to indicate where the radical 


Helpful Books 


changes are leading us and to point out their 
effect on general welfare, on industry and busi- 
ness in general and on particular industries. It 
is hoped that to the general reader, ‘the man 
on the street, ‘it will prove interesting and sug- 
gestive, that the key men in industry, and espe- 
cially junior executives and foremen, may get 
from it a clear understanding of the factors 
and determine industrial success or failure to- 
day, that students of economics and those in 
schools of business administration may find in 
it a brief and elementary statement of prob- 
lems to be studied more in detail.” 

As this book has been written by practical 
business men, the work throughout deals with 
practical matters in a practical rather than a 
theoretical way. Its purpose and aim, or at 
least its influence, must be to induce the am- 
bitious business man to search out for use and 
application the principles and practices that have 
proved themselves sound by industrial achieve- 
ment. There is a great deal in the book to 
encourage the reader to believe that the pos- 
session of intelligence, character, initiative and 
enterprise, combined with industry and fore- 
sight, has been in the past and will continue to 
be in future the best guaranty of success in 
trade and industry. Inasmuch as business books 
are- commonly thought to be dry reading, the 
fact is emphasized here that this book is not 
dry; it is interesting, and it can hardly fail to 
be helpful to the reader. The book is pub- 
lished by the A. W. Shaw Co., Cass, Huron 
and Erie streets, Chicago, Ill., and is supplied 
at $3. a copy. 


Building a Log Cabin 

When log cabins were first built and lived 
in, they were the product of necessity. The 
builder’s only power was his strong arm and 
his only tool was his ax. The sawmill brought 
the frame house built of boards and lumber, 
which were a vast improvement over the prim- 
itive logs. Nevertheless, the log cabin has its 
special attractions and still appeals to many 
people as a place of residence, particularly 
during the summer season and in the remote 
and less accessible parts of the country where 
they spend their vacations. 

There are log cabins, and—log cabins; for 
there are skillful and ingenious builders of 
such structures as well as builders who are 
not skillful nor ingenious, There is some- 
thing in knowing how to build a log cabin. 
In “The Real Log Cabin,” by Chilson D. 
Aldrich, the author, who is also an architect, 
tells by means of text and pictures the attrac- 
tions of log cabins and how best to get 
pleasure out of the building of them as well 
as happiness in occupying them after they have 
been built. As will be inferred from what has 
already been said, this book is something more 
than an architect’s description of a log-built 
structure. The author takes the reader with 
him literally from the choice of site to the 
completion of the log cabin, outside and in. 
No detail, it seems, has been omitted, and 
there is no reason why anybody, after reading 
this book, should be disappointed seriously in 
his cabin after it is built. This is a beautiful 
book of nearly 300 pages, strongly bound in 
cloth, and is supplied by the AmMertcAn Lum- 
BERMAN at the publisher’s price, $4 a copy, 
delivered. '‘@@aeeaaaeaaaat 

ALEXANDER MacDonatp, New York State 
conservation commissioner, declares that more 
than half the counties of the State have un- 
dertaken reforestation programs and many 
cities have done likewise. New York City has 
the largest municipal forest, covering several 
thousand acres in the Ashokan watershed, 
with 2,207,000 trees. Glens Falls has the sec- 
ond largest city forest, with 2,207,000 trees. 
Rochester has planted 1,545,000 trees on its 
Hemlock Lake watershed. 
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Next month you'll be taking in- 
ventory. BUT don’t neglect YOUR 
SERVICE because you don’t want 
to run your inventory up. 

Order your needs in lumber, 
shingles, frames, etc., in local lots 
from Seidel at St. Louis. 

Immediate shipment over any of 
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State Tax Relief for Timber Lands 

Tax relief for timber lands, extension of 
public forest ownership, and fire protection 
were important subjects of State legislative 
action during the last fiscal year, according to 
the Forest Service. Tax relief is being given 
serious consideration in a number of States, 
as the heavy annual taxation of cut-over lands 
is detrimental to the spread of private forest 
management. Notable among the forest tax 
laws was that passed by the Wisconsin legisla- 
ture last year. The Badger State was the first 
to recognize the principal of financial assist- 
ance to the local taxing unit during the period 
of exemption or until returns from a yield 
tax begin to come in. A tax of 10 cents an 
acre on cut-over land is to be matched by a 
like payment from the State, the latter to be 
eventually compensated through a yield tax of 
10 percent of the value of the forest products 
harvested. 

In several States legislation was enacted 
looking to enlarged public ownership and ad- 
ministration. New York, which already has 
2,000,000 acres of State “forest preserves,” 
created a temporary commission to investigate 
the subject of reforestation generally, to 
gather data on lands not suitable for agricul- 
ture which might be used for forest, and to 
report on the best means of promoting and 
financing the work. The New York legisla- 
ture also authorized villages to acquire and use 
lands for forestry purposes, and authorized 
the State conservation department to establish 
and manage new State parks and parkways in 
the forest preserves and in certain other coun- 
ties and to acquire land for them as appropri- 
ations for purchase are made. 

Several other States took forward steps, and 
on the whole the outlook is described as de- 
cidedly encouraging. 


Loss of Young Growth After Logging 


Maj. R. Y. Stuart, chief of the Forest Serv- 
ice, points out that private forest lands in 
many parts of the West which should be, a 
permanent asset to the local communities 
through continuous timber production are 
being converted into a permanent liability 
through loss of the young growth left after 
logging. Discussing the situation, Maj. Stuart 
said: 

Private ownership of extensive areas of 
western timber land has been undertaken 
in order to obtain the timber. That gone, 
much of the land will come back on the public. 
Originally a part of the public domain, through 
tax reversion it is forced out on the State 
or county. 

To restore this land to productive condi- 
tions is a long and burdensome undertaking, 
which neither the States nor the counties as 
a rule want to assume. The public welfare 
requires that it be assumed, and in many 
cases national forest administration affords a 
means of accomplishing it. Under these cir- 
cumstances the local anxiety that has some- 
times been manifested for having the valu- 
able national forest timber lands opened to 
private acquisition or made over to the States 
is replaced by a pronounced anxiety to have 
the national forests made larger. 


The situation which is developing in the 
West is well illustrated by current conditions 
in northern Idaho. In this connection Maj. 
Stuart said: 

Idaho law requires all forest land owners 
to maintain adequate fire protection, and if 
they fail to do so the State provides it and 
charges the cost to the owners as a tax. 
Climatic conditions in Idaho make the cost of 
protection against fire high. As company hold- 
ings are progressively cut over the induce- 
ment to pay the cost of protection grows less 
and less, for the interest of most landowners 
is chiefly, if not wholly, in the merchantable 
stands. The alternative is tax delinquency 
and abandonment of title. Tax-reverting 





lands pass to the counties, which usually do 
not afford fire protection. The result is that 
large acreages are lacking the protection and 
management needed to make them permanent 
assets to the local communities. 

This situation has resulted in a strong local 
demand in Idaho for a law to extend the 
boundaries of the St. Joe and Couer d’Alene 
national forests. The objects sought are to 
obtain adequate protection of the widely scat- 
tered areas of unreserved public lands that 
would be included in the forest through estab. 
lishing new boundaries and to make possible 
the acquisition by the Government of private 
cut-over lands under the provisions of the 
general exchange laws. 


To Hold Trade Practice Conference 


The trade practice conference of the wood- 
working machinery industry, heretofore an- 
nounced by the Federal Trade Commission, 
will be held in the Sherman Hotel, Chicago, 
on Wednesday, Dec. 12. Commissioner G, S. 
Ferguson, jr., will preside. 

A majority of manufacturers and dealers 
will be represented, according to the commis- 
sion’s announcement. 

Among trade practices proposed for discus- 
sion are the inducing of breach of contract, 
fraud and misrepresentation; secret rebates, 
and price discrimination. Efforts will be made 
to provide for elimination of unfair commer- 
cial practices. 

The scope of the conference includes manu- 
facturers and dealers, but it is the desire of 
the commission and of the industry that all 
who have an interest in the subject consider 
themselves invited to attend, regardless of 
whether they may receive an official announce- 
ment. 


Appropriations for Forestry Work 


The agricultural subcommittee of the House 
committee on appropriations has been urged by 
representatives of the National Lumber Manu- 
facturers’ Association to see that the program 
for increased appropriations set up by the 
Clarke-McNary, Woodruff-McNary and Mc- 
Sweeney-McNary laws are religiously adhered 
to. 

In this connection attention was called to the 
modest increases which have been requested 
and the practical results already accomplished 
through the small sums thus far appropriated 
by Congress. 

Particular stress was laid on the wisdom of 
increasing appropriations for the Forest Prod- 
ucts Laboratory by $50,000, providing sufficient 
funds to make a thorough investigation of the 
problem of termite damage, prevention and 
control, and alloting sufficient funds to permit 
the Federal Government to hold up its end in 
the work now being done with the States and 
others in forest fire co-operation. 

The necessity of continued expansion in the 
work done by forest experiment stations was 
also urged, as well as the appropriations neces- 
sary to start the new work on the forest sur- 
vey and the economic studies which are author- 
ized by the McSweeney-McNary law. It was 
pointed out, for example, that losses through 
waste and non-utilization of the forests amount 
to the tremendous sum of $1,300,000,000 an- 
nually, and that careful students of forestry 
have estimated that fully one-half of this loss 
is preventable. Private enterprise is spending 
$3,000,000 annually on forest and forest prod- 
ucts research, while the Government spends 
only $1,000,000, although it owns one-fourth 
the timber lands of the United States. 

Comments made at the hearing indicate that 
the bureau of the budget has made serious cuts 
in the program for appropriations set up by the 
three laws. For this reason it is urged that 
those interested in forestry acquaint their rep- 
resentatives and senators in Congress with their 














Ti 
tr 
en 


s 
t 
2 
I 








that 
and 
nent 


local 
the 
Llene 
e to 
scat- 
that 
stab- 
sible 
vate 
the 


ice 
00d- 


sion, 
ago, 


lers 
mis- 


cus- 
‘act, 
ites, 
lade 
ner- 


nu- 


all 
ider 
of 
1ce- 


unt 
an- 
try 
OSS 
ing 
»d- 
ids 
rth 


nat 
uts 
the 
lat 
=p- 
eir 














December 8, 1928 


AMERICAN LUMBERMAN 








views on this subject, emphasizing the fact 
that after long delay Congress has enacted into 
law a national forest policy designed to meet 
in a systematic and orderly manner the forestry 
needs of the country and that this policy de- 
mands the small annual increases over current 
appropriations which have been requested and 
which are contemplated by the laws. 


Revision of the Tariff Law 


The Republicam members of the House ways 
and means committee on Dec. 3 decided upon 
a complete revision of the Fordney-McCumber 
tariff law, hearings to begin Jan. 5. The com- 
mittee hopes to have a new bill prepared by 
May in the event a special session of the new 
Congress is called meanwhile. Otherwise hear- 
ings may be continued indefinitely with a view 
to having the measure ready when the first 
regular session begins in December, 1929. 

Chairman Hawley, of the ways and means 
committee, announced that Speaker Longworth 


and Floor Leader Tilson concurred in this 
plan. } . 
Representative John M. Garner, ranking 


Democratic member of the committee, immedi- 
ately concurred in the program, declaring the 
Democrats were prepared to go to work and 
assist the majority members of the committee 
as far as they can in a constructive way. 
Chairman Hawley expressed the view that 
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Russia will, in 1929, offer for sale about 
350,000,000 feet more than the 1928 total. 

Tokio prices are higher due to higher 
freights with buyers inclined to be cautious. 

Australia reports construction activity im- 
proved. Lumber trade is generally more ae 
tive, buying is increasing, stocks are some- 
what reduced, especially of clear Douglas fir 
and redwood. Prices are still low but as the 
season advances prospects for the year seem 
to be improving. 
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Russian Spruce for Spring Delivery 


The National Lumber Manufacturers’ As- 
sociation has been unable to obtain any con- 
firmation here of a report, published by the 
Timber Trades Journal of London, that 60,- 
000,000 board feet of Russian whitewood 
(spruce) has been sold to interests in the 
United States for spring delivery. The Rus- 
sian lumber, according to these reports, is to 
be shipped out at next year’s first open water. 
No official confirmation has reached London. 
During the last year Russian wood using in- 
dustries complained that wood intended for 
their use was being exported, and they ob- 
viously were not happy over the situation. 
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Example of Longevity of Wood 


Detroit, Micu., Dec. 3.—A striking example 
of the longevity of wood has been uncov- 
ered in this city. It 
seems that early this 
fall workmen for the 
Western Union Tele- 
graph Co. were do- 
ing some excavating in 
the neighborhood of 
Woodward Avenue and 
Larned Street and un- 
earthed some wooden 
water mains, which 
when examined closely 
proved to bea section of 
tamarack logs estimated 
to have been laid nearly 
eighty years ago. These 
mains, with a 3-inch 
bore through the center, 
carried Detroit’s water 
in pre-Civil War days, 
and were still in an ex- 
cellent state of preser- 
vation when dug _ up. 
These tamarack logs 
proved their efficiency 
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Tamarack water mains unearthed by Western Union workmen in De- 


troit, Mich. 


new inventions and changes in world conditions 
necessitate a complete revision of the existing 
tariff and that the rates to be fixed would be 
determined by the evidence developed. 


High Spots in World Lumber News 
WasuinctTon, D. C., Dec. 3.—The lumber 


division, Department of Commerce, announces 
the following high spots of the world lumber 
news for the week ended Nov. 23: 

London reports Douglas fir stocks lighter as 
compared with last month with consumption 
fairly satisfactory and demand improving. 

The Bremen lumber market is quiet with 
arrivals more than adequate to take care of 
Sales. 

Brisk buying of stumpage at. recent 
Latvian Government auctions is discounted 
by expected lower cutting totals this winter. 

The Glasgow lumber market continues 
quiet with a tendency to place small orders 
as immediate demands come in. Shipbuild- 


ing demands are few and forward contract 
business is scarce. 

A late report adds Poland to Finland and 
Sweden as the three largest European lum- 
ber exporting States that plan to cut from 
20 to 25 percent less timber this winter for 
next season’s sawing. 


It has been stated that 


Foreman George Hicks is shown pointing to the tapered ice 
end of the log, with a 3-inch bore through the center, where a joint 
was made with the next section 


over a long period of 
years and present a 
testimonial of real serv- 
which other ma- 
terials have found hard 
to equal, as evidenced 
by the many replace- 
ments of both iron and concrete water mains 
in the city of Detroit alone. 
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To Overcome Sawdust Shortage 


SEATTLE, WasH., Dec. 1.—Seattle sawmills 
are facing a new situation in the matter of 
sawdust. Formerly the question was, How to 
get rid of the sawdust? Now it is, How to 
get enough sawdust for the growing demand? 
Members of the Seattle Sawmill Association 
met this week to consider this new angle of 
the sawdust problem. There are approximately 
4,000 Seattle home-owners who have installed 
sawdust burners, and many of these have been 
complaining of a shortage of sawdust. Some 
of the sawmills still burning their sawdust will 
soon install storage, delivery and sales systems 
which will help. A survey recently made of 
local potential supply of hogged fuel in Seattle 
showed 300,000 units a year available. Eight 
thousand units a month are enough for the 
present Seattle market, according to available 
figures. A unit is 200 cubic feet. It is expected 
that with added equipment at various mills, new 
storage facilities and delivery systems, the situ- 
ation will be met so that there will be no further 
report of a shortage. 


An Innovation in 
Hardwood Flooring 
for Apartments 


For many 





years architects have 


specified Maple, Beech and Birch 


flooring for 
and hotels. 


woods are unexcelled for 
beauty or durability. 


beautiful apartments 
They know that these 
natural 


But now these buildings can be 
made far more attractive to tenants 
and will rent more easily for the 


owners. 


A new acid stain has been 


perfected for use on Maple, Beech 


and Birch flooring. 
in eight 


able 


» ee obtain- 
different. colors—a 


color that will harmonize with the 


furnishings of each room. 


“Old Reliable” Maple, Beech and 


Birch flooring 


have long been 


favorites with dealers and builders. 
These new stains can be a big help 
in boosting your flooring sales and 


profits. 


Send the Coupon Today 


Be the first in your locality 
. to introduce 
Reliable” flooring. 
for full particulars and stock list. 


these stains with “Old 
Write us now 


so that we can put your name on 
our mailing list to receive all future 


stock lists. 


you in any way. 


This will not obligate 


We also manufacture hardwood 
and softwood lumber, lath and 


poles. 


Grand Rapids Trust 
Company 
Receiver for William Horner 


Perkins Bldg., Grand Rapids, Mich. 


ian. = 
Man, nm, 


Grand Rapids Trust Co. 


Receiver for William Horner 


Perkins Bldg., Grand Rapids, Mich. 


Gentlemen: — Please send me 
latest stock list of 


your 


**Old Reliable’’ 


Hardwood Flooring. 

I would like to receive future lists as 
they are issued. This will not obligate 
me in any way. 
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HAMMOND,LA. ieoReR 
Manufacturers of 
Virgin Long Leaf Yellow Pine 


Round Piling Any Lengths. 


IT [UMBER COMPANY 


RUSTON, LA. 
Manufacturers of 


Shortleaf Yellow Pine 
Forked Leaf White Oak 
We Grade it Right and Ship it Quickly. 


Office. 
RUSTON, LA 
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Manufacturers 


Short Leaf Pine and Hardwoods 


SUNY \\ 
\ 


The Ready Reference 
Inventory Book 


4 “Shows up” scattered piles. Pre- 
vents Over-Buying. 

§ Assembles different classes of 
lumber on correct page. Saves 
Valuable Time. 

4 Each page has large index. Easy 
to handle in cold weather. 

{ Plenty of space to list all “ems 
carried in stock. 


POSTPAID PRICES 


1 Copy Ready Reference In- 
ventory Book $ 1.50 

4 Copies Ready Reference In- 
ventory Book 


pUaTsatgdl 


10 Copies Ready Reference In- 
ventory Book 1 


LTTUUCETEE Peserersils 


For Sale By 


AMERICAN LUMBERMAN 
431 So. Dearborn St. 
Chicago, Ill. 


TEttriidl 














Business Changes 


ALABAMA, Russellville—Planing mill of O, B. 
Bostic taken over by J. A. Karr Lumber Co. which 
will install new machinery; company has acquired 
timber rights on 11,000 acres and will cut at Rus- 
sellville. 

Winfield—Smith Lumber Co. succeeded by Win- 
field Lumber Co, (Inc.). 


CALIFORNIA, Clovis—Shaver Lake Lumber Co. 
succeeded by Clovis Lumber Co. (Inc.). 

Los Angeles—C. D. Johnson Lumber Co. has 
moved from 403 Petroleum Securities Bldg. to 601 
same building. 

Los Angeles—Kling Mfg. Co, succeeded by Stock- 
well-Kling Corporation. 

San Francisco—Sudden Lumber Co. has moved 
to 315 Montgomery St. 

San Francisco—Peterson Lumber Co. sold to Sud- 
den Lumber Co, 


ILLINOIS. DeKalb—Rush E. Hussey succeeded 
by Hussey Lumber & Coal Co., W. B. Hussey, 
owner. 

Joliet—Gross & McGown Lumber Co. sold to 
I. N. R, Beatty Lumber Co., of Morris. 


IOWA. Charles City—J. R. & M. G. Smith suc- 
ceeded by Merrill G. Smith. 

Corning—E. B. Wadhams Lumber Co. sold to 
F. O. Akins of the Akins Lumber Co, The yards 
will be merged, 

LOUISIANA, Mansfield—DeSoto Supply Co. suc- 
ceeded by Mansfield Lumber Yard. 


MICHIGAN. Blissfield—James Forsythe suc- 
ceeded by Forsythe Lumber & Coal Co. 


MISSOURI. Iantha—Iantha Lumber Yard sold 
by Logan Moore Co. to Guy Jones and Glenn 
Compton, 

Kansas City—Turner Lumber & Investment Co. 
will discontinue business. 


NEW MEXICO, Albuquerque—Superior Lumber 
& Mill Co. incorporating under name of Superior 
Lumber Co. with $50,000 capital. 

NEW YORK. Dansville—Pelton & Mehlenbacher 
succeeded by Pel-Mehl (Inc.). 


NORTH CAROLINA. Thomasville — Jennings 
Lumber Co. succeeded by C. M. Wall. 


OHIO. Canton—Property of Canton Lumber Co. 
sold by trustee in bankruptcy to the George D. 
Harter Bank of Canton. 

Cleveland—Lyman Boat Works moving factory 
and office from Cleveland to Sandusky, Ohio, where 
. new plant has been erected at the foot of First 

t. 


OKLAHOMA. Hinton—F, E. Derry Lumber Co. 
sold to Spurrier Lumber Co. 


OREGON. Hood River—C. C. Patrick & Co. suc- 
ceeded by Copeland Lumber Co., of Portland. 

Marshfield—M. G. Summerlin has sold his in- 
terest in Steel Creek Logging Co. to R. A. Jeub 
and Cecil Dugger. 

Marshfield—Western Lumber Mfg. Co. has sold 
its mill and timber to Evans Auto Loading Co. 

North Powder—Morrill & Sturgeon Lumber Co. 
has purchased the sawmill of Jacob Bros. Lumber 


0. 

Portland—Rice & Wallingford Co. has succeeded 
to the business of the Pacific Coast Body & Fender 
Works. 

PENNSYLVANIA. Greensburg—South Greens- 
are Lumber Co, succeeded by Walthour Lumber 

0. 

TENNESSEE. Ripley—G. E,. Scott Lumber Co. 
sold to Thompson Bros. Co. 

WASHINGTON. Darrington—Jacob Reidt, shin- 
gle manufacturer, has sold out to George C. Leach. 

Monroe—Monroe Lumber Co. sold yard on East 
Main St. to Wagner Lumber Co. 

Sedro-Woolley—Victor Nelson and Frank West- 
lake have taken over the sawmill of the Wash- 
ington Lumber & Products Co, 

WISCONSIN. Whitelaw—B. W. Meidl Lumber 
Co. succeeded by A, H. Rusch Lumber Co. 


Incorporations 


ALABAMA. Birmingham—The Advance Lum- 
ber & Timber Co., incorporated; capital, $50,000. 

CALIFORNIA. Los Angeles—Patterson-Larson 
Ladder Co., incorporated; capital, $50,000. 

Nevada City—California Timber Products Co., in- 
corporated; capital, $200,000. 

FLORIDA, Green Cove Springs—Russell Turpen- 
tine Co., incorporated; capital, $10,000. 

Vero Beach—Indrio Fruit & Realty Co., incor- 


porated; capital, $25,000; lumber and building 
materials. 
ILLINOIS. Chicago—Bigelow-Lamoreaux Lum- 


ber Co., increasing capital from $100,000 to $250,000 
and 5,000 shares no par value. 

INDIANA. Evansville—Luhring Lumber Co. 
changing par value of shares from 2,500 shares at 
$50 to 6,000 shares no par value. 

MAINE. Norway—Denison-Greenlaw Co., incor- 
porated; capital, $30,000. 


MARYLAND. Port Deposit—Oxford Flooring 
Co., incorporated. 
MICHIGAN. Eau Claire—Eau Claire Lumber 


Co., incorporated; capital, $20,000. 

NEBRASKA. Albion—H. F. Lehr Lumber Co., 
incorporated, 

NEW JERSEY. Morristown—Morristown Lum- 
ber & Supply Co., incorporated. 

NEW MEXICO. Albuquerque—Superior Lumber 
Co., incorporated; capital, $50,000. 
OHIO. Akron—Kurtz Lumber Co., incorporated; 













































































capital, $25,000; to manufacture and deal in lum. 
ber and wood products, wholesale and retail, 

Columbus—Gem Coal & Supply Co., incorporated: 
250 shares, no par value; lumber, coal, building 
supplies, 

OKLAHOMA, Oklahoma City—V. S. Cook Lum- 
ber Co., incorporated under Delaware laws; capita] 
$500,000. , 

OREGON. Portland—Walnut Park Lumber ¢ 
Coal Co., incorporated; capital, $5,000. 

Swissholme—West Lane Lumber Co., incorpo- 
rated; capital, $12,000. 

Jacksonville—Jacksonville Woodworking Co., in- 
corporated; capital, $3,000. 

SOUTH CAROLINA, Dixiana—Dixiana Lumber 
Co., incorporated; manufacturing. 

TEXAS. Mirando—Derrick Lumber Co., incor- 
porated; capital, $15,000; old concern. 

VIRGINIA. Norfolk—vVirginia Wood Products 
Corporation, incorporated; capital, $25,000. 

WASHINGTON. Kalama—Columbia Orient Log 
Inspection, incorporated; capital, $1,000. To do 
log grading and inspecting. 

Seattle—Chapman & Chapman, logging and lum- 
ber, incorporated; capital, $10,000, 


BRITISH NORTH AMERICA 


QUEBEC. Montreal—A, A. Mahogany Sales Co, 
(Ltd.), organized with capital of $100,000 for the 
sale of the products of the Agua Azul Mahogany 
Co, of Mexico; Canadian sales office 353 St. Nicholas 
St., Jas, Buchanan, sales manager. 


New Mills and Equipment 


CALIFORNIA, Los Angeles—Central Furniture 
Mfg. Co. has let the contract for construction of 
one-story addition to its factory. 

Los Angeles—City Refrigerator Co. will erect a 
$4,000 addition to plant. 

KENTUCKY. Louisville—Norman Kiln Drying 
Co. planning erection of additional kilns at plant. 

MINNESOTA. Minneapolis—Grau-Curtis Co. has 
plans ready for construction of a $100,000 furni- 
ture factory. 

PENNSYLVANIA. Pittsburgh—F. J. Kress Box 
Co. will erect a 300x400 ft. factory at 2930 Liberty 
Ave., to cost about $450,000. 

SOUTH CAROLINA. Cayce—Lexington Lumber 
Co, increasing capital to $100,000 and is reported 
Planning erection of addition to plant. 

Columbia—J, E. Triplett Lumber Co. will erect 
a new mill for manufacture of roofers and dimen- 
sion lumber, capacity 30,000 feet daily. 

Sumter—Nu-Idea Desk Co., manufacturer, plans 
removing woodworking plant from Darlington to 
Sumter erecting new plant including main unit of 
20,000 square feet and smaller units. Church pews 
will be manufactured as well as desks. 

WISCONSIN. Manitowoc—W. M. Welch Co., 
laboratory furniture plant, is to build an addition. 


BRITISH NORTH AMERICA 


ONTARIO. Mount Dennis—Firstbrook Boxes 
(Ltd.) has let contract for two-story 100x320 ft. 
factory building to cost about $350,000. 

Georgetown—Georgetown Lumber Co. 
office building. 

Meaford—Knight Mfg. & Lumber Co, will put up 
a new and larger factory at some point in south- 
ern Ontario, it is announced, 


New Ventures 


ARKANSAS. Almyra—Nichols & Gay Lumber 
Co. recently started a sawmill. 

CALIFORNIA, Rosemead—The Lumber Mill 
Products Co. has engaged in business at 1425 Mis- 


erecting 


sion Drive under management of John Black 
Kodge, 
FLORIDA. Jacksonville—H. W. Pierce has 


started a wholesale lumber business. 

INDIANA, Centerville—George Roberts recently 
began a planing mill and wood specialty manu- 
facturing business. 

Marion—Heinzmann & Sons opening a lumber, 
building supply and coal branch. 

Williamsport—O., L. and R, L, Stewart have 
started a sawmill. 

IOWA. Murray—J. S. Smith, jr., has started @ 
retail lumber business. 

KENTUCKY. Frankfort—Stearns Coal & Lum- 
ber Co., of Stearns, Ky., will open a yard here. 

Richmond—Rice & Day opening lumber and 
building supply business. 

Paducah—Biain Kilgore, formerly with the Pa- 
ducah Cooperage Co., has formed the Jackson 
Cooperage Co., at Jackson, Tenn., which has in- 
stalled a plant for production of export shooks, 
staves and heading. 

MICHIGAN. Saginaw—Andre G. Lockwood will 
open a lumber and building supply business here 
about the first of the year. 

OHIO. Columbus—E. R, Clarridge will begin 4 
wholesale lumber business at 35 E. Gay St. 

PENNSYLVANIA. Warren—Commercial Lum- 
ber Co, recently began a wholesale and manufac- 
turing lumber business. 

Waynesboro—Waynesboro Planing Mill will open 
about the first of the year. 

TEXAS. Ingleside—Cage Hardware & Lumber 
Co. opening branch hardware, furniture, lumber 
and building supply business. 

Pilot Point—Allen Bros, will open a retail lum- 
ber business. 

VIRGINIA, Richmond—L. EB. Martin, president 
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of the Dominion Land & Development Corp., plans 
establishment of wood chemical, wood alcohol, 
tannic acid and charcoal manufacturing plant. 
WASHINGTON. Aberdeen—Christy Barber has 
opened the Novelty Woodworking Factory. 
Castle Rock—John Dower Lumber Co. will in- 
stall a new yard and warehouse here, 


Casualties 


ALABAMA. Anniston—Boozer Lumber Co., loss 
by fire between $75,000 and $100,000; buildings, 
machinery, lumber and motor trucks destroyed. 
Reported no insurance. 

Birmingham—Plant of Cruse-Crawford Mfg. Co. 
and 100,000 feet of lumber destroyed by fire. 


INDIANA, Corydon—Boiler in sawmill of Marion 
Harrison near Corydon exploded causing consider- 
able damage and injuries to several employees. 





THOMAS D. REBER, aged 64, who retired 
last July as president of the Rockford Lum- 
ber & Fuel Co., of Rockford, Ill., died the 
morning of Dec. 1 in Rockford hospital, three 
hours after he had been taken there suffering 
from a sudden attack of pneumonia. Mr. 
Reber was born Dec. 11, 1863, in Sinking 
Springs, Pa., grew to manhood there and in 
his early 20’s went to Rockford. A few years 
later he entered the employ of the Perry- 
Lakin Lumber Co. After a few years he ac- 
quired the Lakin interests and with Seely 
Perry conducted the yards as the Perry-Reber 
Lumber Co, In 1890 when the firm consoli- 
dated with the Lawler and Keeler yards, it 
became:the Rockford Lumber & Fuel Co., of 
which Mr. Reber was president. The firm 
later established branches in Beloit and 
Whitewater,-Wis. Mr. Reber had been a mem- 
ber of the Winnebago County board of su- 
pervisors many years, president of the Rock- 
ford Club in the Three-Eye league, for 30 
years vice president of the Rockford Star 
Publishing Co., resigning only a few months 
ago. Fraternally he was a 33rd degree Ma- 
son, past first lieutenant commander of Free- 
port consistory; twice potentate of Tebala 
temple of the Shrine, past commander of Cru- 
sader consistory and past master of Rock- 
ford lodge, Masons. His widow, a son, Ed- 
win P. Reber, secretary-treasurer and gen- 
eral manager of the Cotta Transmission com- 
pany, and a daughter, Mrs. Beach Maguire of 
Rockford, survive. Funeral services were 
held Monday afternoon in Masonic cathedral 
and burial was in Greenwood cemetery. 


FREDERICK TAYLOR PEITCH, wholesale 
lumberman of Cleveland, Ohio., died on Nov. 
30 following a stroke of apoplexy sustained 
several days previously. e@ was born in 
Buffalo 59 years ago and took up the lumber 
business as a young man, becoming an em- 
ployee of Taylor & Crate, of which firm his 
uncle, the late Frederick W. Taylor was a 
member. While in Buffalo he was a member 
of Company D and a captain in the 74th 
Regiment. During the Spanish-American war 
he served with the 202nd Regiment. He was 
active in athletics and a member of the old 
Press Cycling Club, winning the first bicycle 
club race to be held in that part of the coun- 
try and also holding the coasting champion- 
ship. Mr. Peitch went to Cleveland 27 years 
ago and was for some time connected with 
the Advance Lumber Co. For a number of 
years he had been at the head of the F. T. 
Peitch Lumber Co. He is survived by his 
wife Caroline Lobstein Peitch, and two sis- 
ters. 


DANIEL L. HOLWICK, aged 78, retired 
lumber dealer of Canton, Ohio, died at his 
home there on Thanksgiving Day following an 
extended illness. He was a pioneer in the 
lumber industry in Canton operating the Hol- 
wick Lumber Co. for many years. The firm 
from which he retired some time ago, now is 
the Bartlett Lumber Co. Since his affilia- 
tion with Canton industry in the past 30 
years Mr. Holwick had been responsible for 
bringing to Canton several of the city’s now 
leading industrial concerns. His wide ac- 
quaintance while in the lumber business af- 
forded an opportunity to render valuable as- 
sistance to the Canton Board of Trade. He 
had long been active in Masonic work and is 
said to be the first Cantonian elevated to the 
38rd degree of Masonry. The honor was con- 
ferred upon him 25 years ago. Mr. Holwick 
was born in East Canton, his parents being 
pioneer settlers in that community. He had 
lived practically all his life in Canton. His 
wife, one son, two brothers and two sisters 
survive. 


JAMES EDWARD WILSON, president of 
James BE. Wilson & Sons (Ltd.), retail lum- 
ber dealers, Ottawa, Ont., died suddenly at 
his home there on Nov. 29, at the age of 67. 
Mr, Wilson was one of the best known lum- 
ber dealers in the Ottawa district. He was 








KENTUCKY. Crab Orchard—Fire caused loss of 
$10,000 to the lumber and hardware business of 
Dr. B, E. Duke. 


MAINE. Camden—Broun & Hobbs, loss by fire. 


MICHIGAN. Davison—Post Lumber & Coal Co., 
loss by fire of about $5,000, 

MISSOURI. North Kansas City—Doyle-Moore 
Lumber Co., loss by fire in garage; seven trucks 
and four horses burned. 


NEW YORK. Brooklyn—Plant of Forest Box 
& Lumber Co, swept by fire with loss of $500,000; 
a lumber schooner and several acres of piled lum- 
ber were destroyed, 

Valatie—Valatie Coal & Lumber Co., loss by fire, 
$15,000. 

VIRGINIA. Purcellville—Case Bros. lumber yard 
destroyed by fire including warehouse, office, plan- 
ro} on and lumber sheds; loss estimated at 

Vy, . 








born at Thorganby, Lincolnshire, England, on 
July 26, 1861. He went to Canada 54 years 
ago and lived on his father’s farm at Ramsay- 
ville for a few years. At the age of 20, after 
his father’s death, Mr. Wilson moved to Ot- 
tawa, where he began as a carpenter. A 
short time later he went into business as a 
builder and contractor and continued in that 
line for over 30 years. In 1910 he opened a 
lumber and planing mill, which was incor- 
porated in 1921, under the name of Jas. E. 
Wilson & Sons (Ltd.). Three sons were asso- 
ciated with him in the business. Mr. Wil- 
son was a member of the Wesleyan Meth- 
odist Church, and took a deep interest in its 
activities. He is survived by his wife and 
three sons, two daughters and three brothers. 


DANIEL ANNAN, of the Western Mary- 
land Lumber Co., Cumberland, Md., died Sun- 
day, Nov. 11, in Cumberland after a short 
illness, aged about 50. Mr. Annan had been 
in the retail lumber business in Cumberland a 
number of years and was a member of the 
Retail Lumber Dealers’ Association of West- 
ern Pennsylvania, of which he served as a 
director for several years. He retired from 
the board of directors of the association more 
than ten years ago, since which time he had 
devoted much of his time to organization 
work in the Cumberland district, having been 
very active in the Cumberland Lumber Deal- 
ers’ Association. Mr, Annan was unmarried. 


LEO L. GILLMAN, founder and director of 
the Pulaski Lumber Co., of Chicago, died at 
his home in this city Nov. 28 at the age of 
74. Mr. Gillman had been ill for about two 
years. He was born in Dantzig, Germany. 
Mr. Gillman was an officer in the German 
army after the Franco-Prussian war. He 
came to the United States in 1881 and settled 
in Chicago the following year. Mr. Gillman 
was a member of the Lumbermen’s Club of 
Chicago. A widow and two sons, Harry K. 
and Leo J. Gillman survive. 


HOWARD BOYD HERRING, for years en- 
gaged in the lumber trade of Baltimore, Md., 
at one time as the Herring Lumber Co., and 
who had in recent years engaged in the paint 
trade, died at his home, 3405 Greenway, Guil- 
ford, a suburb, on Nov. 28 after a brief ill- 
ness, Mr. Herring was a son of one of the 
best known members of the Baltimore Lum- 
ber Exchange inspection staff and had an ex- 
tensive acquaintance in the trade. He is 
survived by his wife and two daughters. 


D. B. SPRAGUE, formerly of the Sprague- 
Rolland Lumber Co., Winnipeg and Toronto, 
died recently at his home in Winnipeg, at 
the age of 53. Mr. Sprague was born at Kes- 
wick, Ont., but had lived in Winnipeg since 
childhood. He is survived by his widow and 
one daughter. Mr. Sprague was an outstand- 
ing athlete, his specialty being oarsmanship, 
in which he won many trophies. He was also 
well known some years ago as a cyclist, and 
a football player. 





MRS. MARTHA HARDEN UTLEY, wife of 
Henry B. Utley, vice president of the Interna- 
tional Harvester Co., and mother of John B. 
Utley, of the Utley-Holloway Lumber Co., Chi- 
cago, died at the Congress Hotel in this city on 
Nov. 30. Mrs. Utley leaves four children be- 
sides her husband: Paul B., John B., Mrs. 
D. Roy Howland and Mrs. David Oliver. She 
was buried in Sterling, Il. 


FRED YAHN, lumberman of Perry, Okla., 
died at his home there recently after an ill- 
ness of more than a year. Mr. Yahn was a 
pioneer of Noble County, Oklahoma, and was at 
one time county assessor. He had been in 
the retail lumber business at Perry for many 
a. A widow, two sons and one daughter 
survive. 
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Co PACIFIC COAST Co 








TRY OUR 
No. 2 Common S4S 


Dimension 


The grade is good—You will 
like it. 

Straight cars any length or mixed 
with other items of yard stock in 
any assortment. 


Shipments “Right Now.” 


Pacific States 


Tas” Lumber Co. 


REPRESENTATIVES : 


S. B.Marvin, 518 Peoples Gas Bldg., Chicago, Ill. 
K. J. Clarkson, 833 McKnight Bidg., Minacapelle, Minn, 
James A Harrison, P.O. Box 745, Sioux Falls, S. D. 
Frank Probst, P.O. Box, 1187, Fargo, No. Dakota 
O. G. — P.O. - Box, 171, Denver, Colorado 
H. E. Wad - - « Lincoln, Nebraska 























The Polleys 
Lumber Co. 


Pondosa 
Pine 


Dry Selects 


General Offices and Mills: 


Shipments via N. P. . 
and Milwaukee Rys. Missoula, Mont. 


Manufacturers of 


ee 








SLL 


We cut our own 
timber, in a modern 
Band Mill, equipped with latest 
type Kilns and High Speed Planers. 


Our Specialty is Shop 


(Strong to Edge Grain) 


Also Spruce Finish S4S 


(13/16 x 1/2” Off in Width) 
Capacity 150,000 Ft. 


WINCHESTER BAY LUMBER CO. 


REEDSPORT, OREGON 








HIGH LINE STRUCTURAL ~ GRADE 
DOUGLAS FIR 


Saves Space—No Bulk, yet Strong. 


ERNEST DOLGE, Inc. 
TACOMA, WASH. 





Gonest Dele 
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News Notes from Ame}ti 


Kansas City, Mo. 


Dec. 4.—December, so far, has made a bet- 
ter showing in the volume of orders than 
some of the sales managers expected. There 
is more inquiry than usual for this time of 
year, and some of it indicates that forehanded 
retailers are going to place orders for items 
that are comparatively cheap now, instead of 
waiting until after the holidays and taking 
chances on a higher market. The general 
opinion appears to be that demand around the 
first of the year is going to be better than 
it was at that time a year ago, and, in view 
of the present condition of stocks, a spurt in 
demand undoubtedly will carry quotations 
several notches higher. In fact, in southern 
pine and fir there are already some short- 
ages. Most yard orders at present are for 
fill in purposes or immediate requirements, 
and most of the cars carry a very wide assort- 
ment. There is a good demand for timbers, 
car siding and other industrial items. 

There was a large attendance at the annual 
Hoo-Hoo Thanksgiving dinner last week at 
the Mission Hills Country Club. Following the 
dinner there was an entertainment, after 
which dancing and cards were indulged in. 

Lumbermen were the guests of the Adver- 
tising Club of Kansas City yesterday at a 
luncheon, which was followed by a program 
devoted to the home modernization movement. 
Talks were made by Robert J. Clark, presi- 
dent of the bureau; A. J. Rector, a director, 
and Harry L. Wagoner, architectural director. 

H. E, Ketcham, of Muskogee, one of the 
large line-yard operators in Oklahoma, was a 
caller last Saturday on E. E. Woods, secre- 
tary-manager of the Southwestern Lumber- 
men’s Association. Mr. Ketcham said busi- 
ness in his territory was quite satisfactory, 
and conditions were improving in the oil fields 
by the elimination of yards througn consoli- 
dation. Four yards were eliminated in the 
Seminole field through consolidation last week. 


Toronto, Ont. 


Dec. 3.-—Fairly good business continues in 
Ontario, as a result to some extent of con- 
tinued good weather. It is to be expected 
that for the remaining weeks of 1928 the 
volume of orders will ease off, on account of 
the approaching inventory period. Most of 
the orders today are for mixed carlots, to en- 
able dealers to meet current requirements. 
The market is very quiet for shingles and 
lath. Shipments from sawmill points con- 
tinue at a steady rate. All Ontario sawmills 
have now closed for the season, and there 
has been a little increase in the output this 
year. Contradictory reports are heard regard- 
ing the probable output of logs in Ontario 
camps this winter. In the Ottawa district, 
volume of trade is easing off slightly, but is 
still fairly good. Prices generally are firm 
throughout the Ottawa Valley. Ottawa whole- 
salers report some improvement in the in- 
quiries and orders received from United States 
points. There has been a very good demand 
for lath for shipment across the line. 

A delegation of British Columbia lumber- 
men called recently upon members of the 
Dominion cabinet at Ottawa, to submit rep- 
resentations in favor of approaching the gov- 
ernments of Australia and New Zealand for 
a preference for British Columbia lumber in 
those markets. The delegates report that they 
were given a good reception and very favor- 
able consideration from Hon. J. A. Robb, min- 
ister of finance, and Hon. J. Malcolm, Mini- 
ister of trade and commerce, 

The annual meeting of the Montreal Whole- 
sale Lumber Dealers’ Association will be held 
on Wednesday, Dec. 12. 

The Shevlin-Clarke Co., Fort Frances, Ont., 
reports that its woods operations this winter 
will be reduced to some extent, as several of 
its camps are being moved to new sites. It 
will operate eight camps. 

The R. Imrie Lumber Co. (Ltd.) has moved 
its offices to 15 Robert Street, Mimico Beach, 
Ont. 

Cc. P. Tolfree, sales manager Dominion 
Timbers (Ltd.), Toronto, has returned from 


an extensive visit to British Columbia. D, H, 
McGillivray, western representative, in charge 
of buying, recently spent about six weeks at 
the Toronto office. 

A. E. Wicks, president Hawk Lake Lumber 
Co., Cochrane, Ont., left recently for a trip 
overseas, during which he will visit his for- 
mer home in Finland. 

Fred Brown, of the Shevlin-Clarke Co., Fort 
Frances, Ont., will leave in January for a 
trip to England, Belgium and Germany. 

Bert Whaley, wholesale salesman, has joimed 
the sales force of Canfield-Wilmot (Ltd), 
Woodstock, Ont., and will cover Toronto And 
eastern Ontario. For some years he repre- 
sented the Schroeder Mills & Timber Co. 


Tacoma, Wash. 


Dec. 1.—The annual business meeting of the 
Tacoma Lumbermen’s Club has been set for 
next Friday, according to an announcement 
made at yesterday’s meeting by Vice President 
Kk. A. Wright, who presided in the absence of 
President E. W, Demarest. A new board of 
trustees, which will elect the officers for next 
year, will be chosen, and the annual reports 
of officers and committees submitted. Ar- 
rangements will also be made for the annual 
banquet. 

Yesterday’s meeting was devoted to a dis- 
cussion of business conditions. A. N. Lan- 
dram, of the St. Paul & Tacoma Lumber Co., 
and Lee L. Doud, of the Defiance Lumber Co., 
both of whom have just returned from Cali- 
fornia, described conditions in that State. Re- 
tail prices, they report, are firm, but the 
volume of business is small, and there is a 
considerable amount of unsold lumber at. the 
ports. 

J. Leo Throm, of the Newbegin Lumber Co., 
told of his recent trip through New England 
and New York, where, he reports, stocks at 
the yards are the lowest on record, while there 
are good prospects for business after the first 
of the year. 

Practically all the local mills shut down 
for the Thanksgiving holiday, and some re- 
main closed over the week end. 

Another of the problems of the Puget Sound 
loggers and towboat operators will soon be 
brought before the State public service com- 
mission. Log storage service is maintained 
by some of the larger towboat operators, who 
keep the logs towed for their customers until 
called for, as smaller firms can not afford 
to maintain yards. The practice has oc- 
easioned considerable trouble between - the 
towboat men, and has made difficult the ob- 
taining of general consent to the new rates 
recently accepted by the State. 

Cargo shipments of lumber over the Tacoma 
docks last week: From the McCormick, 
Shaffer, Baker and Milwaukee docks and 
Portacoma piers, 5,055,000 feet; Tidewater 
Mill Co., 400,000 feet; Tacoma Harbor Lum- 
ber Co., 600,000 feet; Puget Sound Lumber 
Co., 200,000 feet; Defiance Lumber Co., 1,550,- 
000 feet; Wheeler, Osgood Co., 400,000 feet; 
Dickman Lumber Co., 400,000 feet, and St. 
Paul & Tacoma Lumber Co., 1,600,000 feet—a 
total of 10,205,000 feet. Destinations: Atlantic 
coast, 3,915,000 feet; California, 1,900,000 feet; 
Japan and China, 2,950,000 feet; Europe, 890,- 
000 feet; South America, west coast, 500,000 
feet, and the Hawaiian Islands,: 50,000 feet. 
Other than lumber: The Atlantic coast took 
3,500,000 shingles, 6,000 doors and 15,000. feet 
cross arms. Japan and China took 300 tons 
box shook. Europe took three carloads floor 
blocks, 985 bundles broom handles, 32,000 
doors, 135. tons plywood, and 40 tons door 
strips. South America, west coast, took 1,400 
tons box shook. The Hawaiian Islands took 
500 doors and 7,000 Christmas trees. 

The Green River Lumber Co., of McIntosh, 
filed a voluntary petition in bankruptcy in the 
Federal court here this week. The petition 
lists liabilities of $180,145, and assets of $139,- 
472. Unsecured claims listed total $56,759. 
In addition to this it has $65,000 worth of 
bonds outstanding, $57,923 in secured claims, 
and a small amount due for wages. 

A new company, known as the Woodenware 
Sales & Manufacturing Co., with a capital of 
$15,000, has been organized here by MacAllis- 





ter 
Ear] 
Tl 
latic 
and 
whil 


tion 
whi 
exte 
boo! 
han 
qua 
mis 
sho 
Lar 
for 

don 
Atl 
for 

ing 
rua 
lie 


ee ee A ae ee ee A 


Dt ae te le on le Oe a ee ee 





928 


— 


December 8, 1928 


AMERICAN LUMBERMAN 





—— 


ie\ricas Lumber Centers 


» a 
urge 
3 at 


iber 
trip 
for- 


Tort 
r 


med 
hae 
nd 
pre- 


the 
for 
lent 
lent 
s of 
| of 
lext 
orts 


ual 


dis- 
an- 
Co., 
Co., 
ali- 
Re- 
the 
sa 
the 


Co., 
and 
; at 
lere 
irst 


wn 


und 
be 
om- 
ned 
who 
ntil 
‘ord 
oc- 
the 
ob- 
ites 


yma 
ick, 
and 
ter 
1m- 
iber 
50,- 
pet; 


—a 
ntic 
eet; 


,000 


fare 


jlis- 





ter Moore, Arthur Larson, F. R. Smith and 
Earl L. Worth. 

The Mountain Lumber Co. plans the instal- 
lation of a new boiler and other equipment, 
and will shut down for- ten days next month 
while the work is being done. 


Vancouver, B. C. 


Dec. 1.—The mills are all making prepara- 
tions for their annual Christmas shutdown, 
which from present indications will be very 
extensive this year. The mills are fully 
booked up with all the business they can 
handle, and the business offering for the first 
quarter of 1929 makes everybody very opti- 
mistic. Indications are that the prices will 
show an increase very early in the new year. 
Large inquiries have come in for railway ties 
for shipment to China and the United King- 
dom next year. The mills have all the 
Atlantic seaboard business they can handle 
for the remainder of the year. They are hold- 
ing for advanced prices on January and Feb- 
ruary business, and have every reason to be- 
lieve that they will be obtained. 


Beaumont, Tex. 


Dec. 3.—Southern pine manufacturers in this 
section contend that they will enter the new 
year with the lowest stocks in a number of 
years. Reports from all sections are to the 
effect that stocks at retail yards are very low, 
and it is not expected that anything will be 
done to increase them until after the first of 
the year. Mixed cars have been hard to se- 
cure for some time. It is the mill that can 
supply them that is sitting pretty and has 
nothing to worry about so far as prices and 
orders are concerned. 

The hardwood market is also in excellent con- 
dition, and the lulls in orders from time to 
time have practically no effect upon prices. 


All items are active, with sap gum and mag- ~ 


nolia leading the list. 
gum is reviving. 
ception, 

Production is being seriously hampered by 
bad logging conditions. Rains are interfering 
with shipments. 


Laurel, Miss. 


Dec. 3.—Southern pine prices are firmly 
maintained. Demand has been very good. 
None of the mill§ in this section have any 
surplus stocks. dn fact, a number of them 
are pretty well sold ahead. Car material and 
timber cutting continue exceptionally strong. 
The export market shows perhaps more 
strength® than does the domestic. There is a 
general demand for all items of export. 
Europe is taking its usual volume, and there 
has been great improvement in demand from 
the Islands and South America. 

The Pascagoula Hardwood Co. has nearly 
completed its modern plant which will manu- 
facture gum and tupelo box veneer. The com- 
pany is bringing in extra fine logs from its 
timber in the Pascagoula swamps. 


Birmingham, Ala. 


Dec. 3.—Retailers were busy this week with 
new contracts, and volume was satisfactory, 
considering the difficulty in financing building. 
Orders were as a rule for small amounts, 
Placed at around list prices, though there were 
some kicks about shading prices on the few 
big jobs. Contractors are busy finishing up 
buildings. Repair work amounted to more 
than half the contractors’ business for October 
and November. Several large contracts are 
Still pending. Demand from industrial users 
for soft pine shop has been increasing daily, 
and trade in such items, and in box grades, is 
expected to expand further. The mills have 
shown a tendency to reduce prices on some 
items. No. 3, 4-inch flooring is around $14; 
No. 2, $19, and No. 1, $31@32. In 38-inch 
flooring, No. 1 and lower grades go begging, 
and satisfactory prices on Nos. 2 and 8 are 
not obtainable, while No. 1 and C flat grain 
38-inch is a poor seller. Rift flooring is mov- 


Demand for even red 
Cypress, however, is an ex- 


ing in fair quantity and at fair prices. Some 
sellers advanced B&better 3-inch rift flooring 
to $67.50, mill. There are limited stocks of 
all grades of rift, except 4-inch B&better. Few 
mills have any surplus of 1x6- and 8-inch 
No. 2 boards, Certain items of 2x4-inch dimen- 
sion are not in demand. Good stocks are 
plentiful, and prices have slumped. Boards 
in general are off about 50 cents to $1. Ship- 
lap and S48, also S2S&CM, are off a little. 
Transit cars of 2x4-inch, 9-foot No. 2 and 
better S4S standard were sold this week at 
$18 f. o. b. yard, which price, deducting freight 
and demurrage, netted less than $14, mill, for 
stock that sells for $19 to $20, mill, without 
any trouble, " 


St. Louis, Mo. 


Dec. 3.—The action of some of the smaller 
mills in cutting prices on southern pine from 
50 cénts to $1.50 had the usual effect of slow- 
ing up buying, as some dealers are inclined 
to expect further declines. The larger mills 
have been holding firm. It is generally be- 
lieved that the present lull in buying is partly 
due to the desire of dealers to hold down 
stocks until after inventory time. After that 
there should be doing considerable buying. 

St. Louis hardwood yards continue to buy 
from hand-to-mouth, many waiting until after 
completion of their inventories before tak- 
ing on anything except mixed carloads to fill 
in the stocks. The demand from local con- 
sumers is fair, with very small orders pre- 
dominating, and collections are said not to 
be so good as they might be. 

L. R. Putman, of the Southern Pine Asso- 
ciation, and L. W. Lease, secretary of the St. 
Louis Hoo-Hoo Club, recently attended the 
regular meeting of the St. Louis chapter of 
the American Institute of Architects, and also 
a meeting of the Associated General Contrac- 
tors, where information concerning lumber 
and its value as a building material was given 
at length. 

T. C. Whitmarsh, jr., vice president of the 
W. T. Ferguson Lumber Co., has gone to the 
West Coast for a month’s visit to the mills 
for the purpose of studying their methods. 
The company has been steadily expanding its 
West Coast department under his direction. 


Brookhaven, Miss. 


Dec. 38.—Orders last week were about 15 
percent below production, but November ship- 
ments of longleaf resulted in reduced stocks. 
These shipments have been largely export, for 
a heavy file of foreign orders has made large 
shipments possible for longleaf mills. Short- 
leaf mills, dependent on interior business 
alene, will show a small increase in stocks, 
though a good order file has enabled them to 
ship heavily. Stocks at all mills are lower 
than in a number of years. Export orders 
are being offered in large blocks, for shipment 
as late as March. Lumber prices in the next 
few months will vary according to the size 
of unsold stocks of various items, but in the 
main the mills may be expected to hold tenaci- 
ously to the level now established. Industrial 
buyers have continued very active and are 
sending in orders freely, but retailers are tak- 
ing only small amounts. Timber orders con- 
tinue in excellent volume and are for attrac- 
tive cutting. The railroads are placing a nice 
volume of timber business; one order for 
1,250,000 feet was placed with a big New York 
wholesaler last week, and this will be dis- 
tributed right away among southern mills. 
One of the big rayon plants in North Carolina 
is having a hard time placing orders for 
unusual sizes of timbers for building its fac- 
tory. 

Stocks of 38-inch flooring remain very low, 
as the mills do not now make a great deal 
of this width. Stocks of 4-inch flooring have 
been showing increases, especially shortleaf 
Nos. 1 and 2. No. 3, 4-inch flooring has been 
selling in excellent volume and is oversold. 
Stocks of rift 3- and 4-inch flooring are being 
kept at a low level, as orders come rather 
freely. Drop siding is not moving in very 
heavy volume. Bé&better and No. 1 stocks are 
fairly well assorted. Stocks of No. 2 are 
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rather low, with inquiry very heavy. Ceiling 
stocks have continued to be reduced, %-inch 
selling best, with %-inch a close second. No. 
2, %x4-inch shortleaf is oversold. Upper 
grades of ceiling are in small supply. There 
is also a light stock of %-inch partition, as 
mills are not inclined to manufacture it ahead 
of orders. Partition prices have been lower 
than flooring priees, though partition grade is 
much more severe. Bevel siding has not been 
selling. Square edge %x6-inch B&better and 
No. 1 are oversold, but there is some unsold 
No. 2. Mills are now about caught up on 
orders for mixed cars of pine molding for the 
smaller retail yards. Pine finish stocks re- 
main very low and broken in assortment. 
Some rush orders for saps for export have 
to be declined on account of present obliga- 
tions, and the market is firm. Stocks of No. 1 
and C finish remain very badly assorted, and 
orders are being delayed, 

There is an excellent demand for 1x4-inch 
No. 2 fencing, though a little surplus is be- 
ginning to show at some longleaf mills. No. 
2, 6-inch fencing and flooring have been selling 
in very heavy volume, and mills are well sold 
ahead on both longleaf and shortleaf. No. 2, 
8- and 10-inch shortleaf stocks are very low, 
but some kiln dried longleaf shiplap has ac- 
cumulated. No. 2, 8- and 10-inch longleaf re- 





No. 1 heart and better pine shingles are over. 
sold, and stocks of No. 2 saps are light. The 
shingle market is strong. 


Macon, Ga. 


Dec. 3.—Roofer manufacturers report a fair 
demand, with prices unchanged. Wholesalers 
claim to be able to get a few cars at a little 
below the prevailing basis of $21 and $22 for 
6-inch, but members of the Roofer Manufac- 
turers’ Club are holding out for $21-and $22, 
There was considerable curtailment in pro- 
duction throughout this territory last week, 
and a Saturday half-holiday was observed at 
all mills of the Roofer Manufacturers’ Club. 
There may be further curtailment as the 
manufacturers are seeking to prevent over- 
production. There were plenty of inquiries 
from the East, and some new business was 
booked. Business appears to be holding up 
even better than it expected to, in view of the 
fact that at this season the yards are reducing 
stocks. 

Production of longleaf pine at the mills in 
southwestern Georgia and southeastern Ala- 
bama is still curtailed. Wholesalers report 
a fair business for the week with no material 
change in prices. Normally this is the dullest 
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The handicap of blindness did not deter this man (in inset), Francis A. Burdett, of Wayne, 
N. J., from building his own home. It is a 7-room, story-and-a-half affair and so well was it 
executed that people came from miles around to see it 





main extremely firm, some excellent island 
orders coming through. ‘No. 2, 12-inch long- 
leaf is a good seller and stocks are low. but 
shortleaf is a slow mover, as length assort- 
ments are poor. Stocks of 5/ and 6/4 No. 2 
are very low. No. 3, 4-inch fencing is a won- 
derful seller at $16 f. 0. b. mill. No. 3, 6-inch 
fencing and flooring remain extremely firm, 
with longleaf stocks down to nothing and 
shortleaf oversold. No. 3 shortleaf 8-, 10- and 
12-inch remain oversold and longleaf stocks 
are being reduced right along. No. 4 was 
used in large amounts for grain doors. Celery 
crate demand is good. Mills are busy in pre- 
paring vegetable crates for spring. 

Dimension stocks are low and badly broken, 
with very little green stock coming dry in 
longleaf or shortleaf. No. 2 longleaf and 
shortleaf stocks are worse broken than are 
No. 1. No. 3 is well sold ahead in both long- 
leaf and shortleaf. Sawn timber business con- 
tinues to come in at a nice rate, but mills in 
this section are not able to produce any sawn 
timbers, on account of interior obligations. 

The lath market is slow and it would not 
be surprising to see a recession in prices. No. 
2 lath are still very strong and are oversold. 


month of the year for longleaf manufacturers, 
but business is holding up very well. 


Shreveport, La. 


Dec. 3.—The lumber market continues rather 
quiet, though the pine mills claim to be getting 
a fair amount of business. Few orders have 
been coming from Detroit, Chicago, St. Louis 
and other large cities since wintry weather 
struck the buying sections where southern 
pine finds its heaviest market. Buying is hand 
to mouth, as the tendency is to keep down 
stocks until after inventories. Transit car 
shippers are almost out of the market, as 
some of them have been hit hard of late, there 
being very little demand for straight loadings. 
A great many have sold cars for less than 
cost. There is some improvement in demand 
from Oklahoma, and Texas trade is fairly 
steady. Heavy rains last week slowed up 
production a great deal. The hardwood mar- 
ket remains fairly steady. Demand for hard- 
wood is good but not large enough to affect 
prices. 

W. A. Robinson, president Robinson-Slagle 
Lumber Co., has the distinction of leading the 
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winning (Lumberjacks) division in a campaign 
under way here to raise $500,000 for Centenary 
College of Shreveport, 


Milwaukee, Wis. 


Dec. 4.—Retailers here are continuing to 
reduce their stocks to a minimum for in- 
ventory time. The market is therefore very 
quiet. A combination of rain and snow for 


the last several days has caused building to ° 


decline. Buildings that are under cover are 
progressing and efforts are being made to 
get other buildings covered so work on them 
can continue through the first quarter of the 
year. There is some industrial demand here 
for softwoods. Receipts of fir and southern 
pine are small now. The reduced demand has 
not affected prices of western and southern 
lumber because of regulated production and 
occurrence of shortages. Northern hemlock 
is a slow mover, as retailers out in the State 
are holding their stocks down. Hemlock is 
firm, however, as there are shortages of some 
sizes. 

Trade in northern hardwoods is fair to 
good for this time of year. There is not the 
inquiry from the automobile industry that 
there has been. Furniture factories are in 
the market with fair orders. Maple flooring 
is being held firm. Box factories here are 
doing a satisfactory volume. 


Duluth, Minn. 


Dec. 3.—Volume of northern pine business 
on this market is fully normal for the season. 
Retailers are carrying lighter stocks than 
usual, and so there has been somewhat of a 
quickening in inquiries for mixed cars during 
the last ten days. Quotations are being firmly 
held throughout. Mills at Cloquet, Virginia 
and International Falls, Minn., are admittedly 
carrying moderate stocks of intermediate and 
lower grades, and are in stronger statistical 
position than for several years. 

Below-zero weather over northern Minnesota 
is resulting in the freezing up of swamps, and 
as there has been some snow, woods operators 
are preparing to start in on camp work on an 
extended scale. Smaller operators are setting 
in to clean up small tracts. Buyers for the 
Northwest railroads put out some inquiries 
for both hardwood and softwood ties. 


Norfolk, Va. 


Dec. 3.—North Carolina pine wholesalers 
reported a good volume of business during 
November. But a number of the mills did 
not get sufficient orders for certain items 
to equal present production, and some. low 
grades are weaker. November weather 
stimulated manufacturing and shipping, so 
orders are getting low. 

There has been a fair demand only for 
Edge 4/4 No. 2 and better band sawn. Those 
sold ahead for export shipment are strong 
as to price but others are inclined to con- 
cede. Good circular sawn edge is still 
scarce, and list price is obtained. Edge 4/4 
No. 3 has been very quiet. No. 2 and better 
4/4 stock widths, band sawn, continue to 
move well in mixed cars, and 4%%-, 5-, 7- and 
$-inch widths can be sold easily in straight 
cars. Mixed cars of good circular finish are 
not being bought so readily. Mills are still 
strong on price. No. 3 4/4 stock widths have 
quieted down recently but price remains 
the same. No. 2 and better stock widths, 5/4 
and thicker, also No. 3 grade, continue in 
g00d demand. No. 2 and better 4/4 bark 
Strips are quiet in the rough, but a better 
demand is developing for bark strip partition. 

Sales of 4/4 edge No. 1 box, kiln dried 
rough, have been light, although one or two 
cargo sales have been made in the East.. The 
rail mills have been finding things quiet ex- 
cept when in position to supply dressed and 
resawn stock, for which a good price can 
be obtained. Box mills are finding business 
a little better but are cutting down yard 
stocks, Very little air dried edge box rough 
is coming on the market, for most small mills 
have been cutting stock widths entirely. 
Edge 4/4 No. 2 box has been very quiet re- 
cently. No.. 1, 4/4 stock box, kiln or air 
dried, has not been moving so actively either 
rough or dressed, except the 12-inch. No. 2 
4/4 stock box is a little quieter but is moving 
well. There is litle unsold stock box, 5/4 
and 6/4 continues in good demand and prices 





are firm. Box bark strips, 4/4 dressed, have 
been active and are firm. 

The demand for mixed cars of flooring, 
roofers, moldings etc. has been good. Prices 
are holding steady, and planing mills seem 
busy. Kiln dried roofers are being inquired 
for freely, but orders have not been so 
numerous. Price of air dried has weakened, 
and buyers are expecting kiln dried to de- 
cline also. Air dried roofers have been mov- 
ing a little better, but mills are showing 
over-anxiety to sell. Purchases are being 
made now on the basis of $19.50 for 6-inch 
f. o. b. cars Georgia main line rate, while 
some buyers are only offering $19. 


Portland, Ore. 


Dec. 1.—It is getting close to the holiday 
shutdown of logging camps and sawmills. 
Manufacturers report a fair demand for both 
fir and pine; spruce and hemlock are in rela- 
tively stronger demand. Japan is taking a 
lot of hemlock logs and lumber, and also 
considerable cedar logs. Much lumber is 
moving to foreign destinations, and indica- 
tions are that shipments for December will 
be large. Several craft are due to arrive 
here to load full cargoes. The freight market 
is holding firm, and tonnage is not at all over 
abundant. A large shipment of lumber is 
booked for dispatch here this month for 
Germany. Another large shipment, some- 
what out of the usual run in intercoastal 
business, is one of 2,000,000 feet reported 
destined for New Orleans. Columbia River 
shipments for 1928 will exceed all former 
records. This is attributed to the desire of 
some of the largest manufacturers to clean 
up their stocks by making exceptionally 
heavy purchases attractive to buyers. 


Spokane, Wash. 


Dec. 1.—Orders are very good for this 
season, with prices consistently firm. A great 
deal of difficulty is being experienced in fill- 
ing orders because of the unprecedentedly 
broken condition of the stocks so early in 
the winter. Local demand is good. 

F. P. Hixon, II, secretary-treasurer of the 
Adams-Kennedy Lumber Co., Chicago, IIl., 
has opened a western buying office for his 
company at 1204 Old National Bank Build- 
ing. Mr. Hixon has already purchased an 
attractive home here. He was formerly with 
the Shevlin-Hixon Lumber Co. The last two 
years he has been with the Adams-Kennedy 
Lumber Co. in Chicago, and, prior to that, 
two years in the lumber business in Detroit. 

M. M. Ingram, well known Spokane lum- 
berman, who has been the Inland Empire rep- 
resentative of the Hilgard Lumber Co., of 
Chicago, for the last five years, will be asso- 
ciated with C. A. Weiss and the Pine Lumber 
Co, at 1201 Old National Bank Building after 
the first of the year. Mr. Ingram will con- 
tinue to represent the Hilgard Lumber Co. 
in this territory, in addition to looking after 
his own interests in the Pine Lumber Co. 

Boy scouts of troop No. 29 sponsored by 
the Spokane Hoo-Hoo Club, were present as 
guests of the club at the regular weekly 
luncheon yesterday. Richard Gehrke of the 
McGoldrick Lumber Co., chairman of the em- 
ployee’s wood promotion committee, an- 
nounced that his committee, co-operating 
with the Hoo-Hoo Club, was prepared to 
have a member at each meeting of the school 
board, to give the board any desired assist- 
ance in the matter of wood products. 


Pittsburgh, Pa. 


Dec. 4.—Business is seasonably slow. Vol- 
ume of home building holds up well, with 
prospects of its continuance through most of 
the winter. Southern pine shed stock prices 
remain firm and badly mixed car orders are 
still hard to fill. There has been no change 
in dimension and boards. Orders for mixed 
cars are a little easier to fill than they have 
been. Idaho white and Pondosa pines continue 
firm, with dry stocks lower than in several 
years at this season. Curtailment in produc- 
tion of West Coast fir and hemlock has been 
a factor in keeping the market steady. To 
the good weather that has helped maintain 
volume of building this fall, is attributed in 
part the fact that more lumber has been 
shipped from the West than is ordinarily ex- 
pected at this time of year. 








“Well! Ma says they can’t leak.” 


PACIFIC 


SWING-IN 
CASEMENTS 


Inquire From 


PACIFIC DOOR AND SASH COMPANY 
LOS ANGELES, CALIFORNIA 






































Our Main Lumber Business 
Our Real Lumber Business is 


LONG TIMBERS! 


and it always has been! We know our 
business, yet we charge no more! 


OSTRANDER fisie'ts: 


TIMBER CO. 
OSTRANDER, WASH. 
“The original long timber mill.” 











WE can MIX Them 


Send us your Requirements for— 
All kinds of Yard Stock both Fir 
and Hemlock 
Cedar Siding and Shingles 
Large and Long Timbers 
Long Dimension Lath 


John D. Collins Lumber Co. 
WHITE BLDG., SEATTLE, WASH. 
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These Lumber Buyers 
a Come to YOU 


Here's a way you can 
get NEW customers 
coming to your yard. 
Put in a free saw-filing 
service. Carpenters. 
* contractors, farmers 
and others will appre- 
ciate this service and 
buy their building ma- 
terial from you. 


FOLEY 
SAW FILER 


Automatically files saws with such mechanical 
accuracy that they cut faster and stay sharp 
longer. Evens teeth at the same time it files. 
Takes all kinds of hand saws, band saws 's" to 
4%" wide and circular cross-cut saws, 3” to 16” 
diameter. Easy to 

















Also ask a- 
operate—a 14 year bout Foley 
old boy can do it. Automatic 

1 Grinder 
Send for complete for large 
information at cross-cut 


: and rip cir- 
once. It’s a great cular on. 


business es 





Foley” mn 
Saw Tool Co. 


1104 Foley Bidg. 
11 Main St. N. E. 
Minneapolis, Minn. 








“Hercules” Wire Rope 


has been tested by time and 
proven by service. Its best 
recommendation is the con 
stantly increasing demand for 
it. Its one red-strand is our 
guarantee of quality. 


Established 1857 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York Chicago Denver San Francisce 








Logging Ralph C Bryant 


Have you a problem to solve in n logging g, log 
transportation or harvesting 
turpentine economically? ing ta aoe will 
tell you how. An invaluable reference book 
for lo ng cepacia timber owners, 
etc. oth, $4.50, postpai 

. 1 So. Desshoe St. 
American Lumberman ™ Chicace, TL 











WARREN AXE & TOOL CO. 
WARREN, PA. 

honors Panama-Pacte GRAND PRIZE 

International ExpOs!tiOr  eaecssemesssssmmscs: smssssmccneesssene 


ALSO ALASKA-YYKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS torycapacity 3500Axes & Tools 








Low grade hardwoods, particularly loading 
lumber, continue to move pretty well, with 
prices steady. The industrial demand for 
hardwoods is being well maintained, but there 
has been no recovery from the recent decline 
in buying of higher grades by, the automobile 
and furniture industries. Wholesalers report 
that demand from retail yards is somewhat 
disappointing. 


Philadelphia, Pa. 


Dec. 3.—The Krauss Bros. Lumber Co, has 
contracted with the Transmarine Line to 
move large cargoes of lumber from Pacific 
coast ports to the Atlantic seaboard. A con- 
siderable quantity of the lumber is to be 
directed to Philadelphia for distribution. 

Maurice C. Burton, of the Intercoastal Lum- 
her Co., reports that he finds volume steadily 
increasing, and prices surely, though slowly, 
advancing. 

Mr. Roberts, of the Grater-Bodey Co., re- 
ports that he is well pleased with present 
business in Norristown, and is very optimistic. 

Ben Hazard, prominent Philadelphia whole- 
saler, has left for the South to visit several 
cypress mills which he represents. 

Harry Parker and Maurice Wiley have just 
returned from automobile trips among south- 
ern mill connections. 

Friends of Edward F. Magee were glad to 
see him in the rooms of the Philadelphia Lum- 
bermen’s Exchange last Friday. He was look- 
ing very well after his recent illness. 


Boston, Mass. 


Dec. 4.—The closing by the Woodstock 
Lumber Co. of its Eagle Lake mill was the 
most important development in the local lum- 
ber market last week. This has tended to 
render the eastern spruce market even firmer 
than it has now been for some time. The 
production of eastern spruce will now be 
very limited until spring. Spruce frames are 
very firm at $42 base. There is no change 
in the price of the random lengths of spruce. 
Lath are weak, shingles steady. Northern 
and eastern boards continue to be very firm. 
Roofers have declined $2 and buyers are very 
cautious. Southern pine flooring is quiet but 
steady. The oak flooring market is still 
erratic. For Idaho white pine, firm prices 
are generally quoted. The undertone of the 
market for hardwood lumber is firm. 

Building is still fairly active in the North- 
east. Weather conditions have been quite 
favorable for outside work. 

Minton D. Warren, president Moth Air 
craft Corporation, announced yesterday that 
the corporation has leased buildings of the 
United States Cartridge Co. at Lowell, with 
an option to buy, and will shortly begin 
manufacturing operations with the idea of 
future expansion. 


Eugene, Ore. 


Dec. 3.—Lumber business in the rail ship- 
ping district of the Williamette Valley is 
quiet, as it usually is at this time of year. 
Demand from the middle West and eastern 
retail yards, as well as California rail trade, 
indicates the usual slowing up. Railroad de- 
mand for car and maintenance material is 
holding up fairly well. Demand for and 
prices of long dimension have strengthened 
considerably during the last two weeks. Last 
year a majority of the mills, specializing in 
straight cars of long dimension, operated dur- 
ing the greater part of the winter season, 
with the result that a large amount of their 
output was placed in transit. This year, how- 
ever, most of them were able to switch to 
general yard dimension and small timber cut- 
ting, as the occasion demanded, and have shut 
down during this slow time of year, with the 
result that there will be no overproduction 
and practically no transiting of this class of 
material. While there is quite a volume of 
inquiries being received for all items of fir 
lumber, there is very little actual business 
being placed. Mills in this section are in bet- 
ter condition than they have been for some 
time, and will not allow themselves to be 
stampeded in to accepting business unless it 
carries a fair margin of profit. 

The new saw mill of the M. B. Christensen 
Log. Co., at Danebe Station, a suburb of 
Eugene, was ready for operation Nov. 26. 
This was the occasion for a tour of inspec- 
tion by members of the Eugene Kiwanis 


Club and Chamber of Commerce, together with 
a large delegation of Lane County lumbermen 
and other citizens. Frank Jenkins, president, 
presented Mr. Christensén with an attractively 
framed memorial signed by the Chamber of 
Commerce. This sawmill is modern in every 
respect. The company has an adequate log 
supply by both truck and railroad. Daily 
capacity is 70,000 feet in 8 hours. The com- 
pany intends to specialize in long dimension 
and heavy joists. E. E. Ellsworth is office 
and sales manager. 


Seattle, Wash. 


Dec, 1,—There is no lumber cargo space 
available for United Kingdom, or for Shang- 
hai, for December, and very little to be had 
for Japan. Buying for California and the At- 
lantic coast is practically at a standstill, and 
it is not expected there will be much done 
until Jan. 1. The export demand continues 
good, and prices are firm. Practically every 
mill that caters to this class of business has 
enough export orders to keep it busy well up 
into January of next year. Australia and 
China seem likely to increase their purchases 
somewhat in the new year. 

This week, invitations were sent out by the 
Red Cedar Shingle Bureau to all shingle mills 
asking them to attend the annual shingle con- 
gress which is to be held Dec. 7 at the Hotel 
Georgia, Vancouver, B. C. As is customary, 
the day prior to the opening of the shingle 
congress will be given over to a filers’ con- 
ference. On Dec. 8, the visitors will be taken 
on a trip to various mills. It is expected 
that quite a number of eastern visitors will 
be in attendance at this congress. 

John McMaster, dean of shingle manufac- 
turers, celebrated his 80th birthday on Nov. 
24, and many friends and associates called 
at the McMaster residence to offer their con- 
gratulations. 

Victor H. Beckman reports a recent timber 
sale which he handled for Clark-Sligh Co., of 
Grand Rapids, Mich., of 120,000,000 feet of 
timber near Gold Bar, Wash., in the Sultan 
Basin. It was sold to J. E. Frost, of Wallace 
Falls Timber Co., for $310,000. 


Warren, Ark. 


Dec. 3.—Orders for Arkansas soft pine last 
month were considerably under expectations, 
but recently there has been new life in the 
market and orders are coming in at a satis- 
factory rate. Most orders are for immediate 
loading, though some orders are already ap- 
pearing for shipment after the holidays. Re- 
ports from the retail yards show their stock’s 
are low, and many dealers are showing inter- 
est in placing orders for stocking up pur- 
poses. No. 2 common boards and dimension 
are a little more plentiful than for several 
months, but the mills are holding prices firm 
in the belief that these items will again b« 
very scarce soon after the first of the year 
As a whole, the southern pine market is much 
stronger today than it was one year ago and 
indications point to the present strength be- 
ing maintained, and there is a possibility of 
may items of stock improving in price when 
spring buying gets well under way. 

The hardwood mills are having only a fair 
business, with prices holding steady on the 
whole list. The amount of flooring business 
being placed should strengthen prices but for 
the tendency of some mills to force sales in 
order to meet obligations due the first of the 
new year. Small mill production will be 
curtailed by the weather for the next few 
months and a better market price for all 
items of stock should therefore be expected. 


Atlanta, Ga. 


Dec. 4.—Production is being slowed up by 
unfavorable weather, and is less than either 
demand or shipments. Longleaf mills in 
southern Georgia and Alabama have reduced 
output voluntarily, for while longleaf dimen- 
sion is fair other items are rather slow. 
Heavy export and industrial demand is hold- 
ing prices generally firm, some of the larger 
mills being sold up for export well into the 
new year. Industrial call for factory flooring 
and timbers is especially good in the textile 
field, while ties, timbers and car materials are 
in fair call by larger railroads in this dis- 
trict. But for this, wholesalers state, prices 
would be lower, as unfavorable weather is 
slowing up construction and building items 
are in lighter call than they have been in 
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some weeks. Retail yard call is for fill-in 
stock only in the Southeast, but some firms 
state they are booking a good volume for 
northern yards, especially those in New 
York and New England. Lath are slow, but 
mills have little surplus and prices are firm. 
Three- and 4-inch flooring is quiet in all 
grades, and very light demand is reported for 
ceiling or partition, prices being on the de- 
cline. Siding, however, is active, especially 
B&better, and boards and shiplap are fair. 
Sash and door stock is in good demand. 
Roofer mills are curtailing but report good 
demand, with inquiry very promising for busi- 
ness after Jan. 1, 1929. Prices maintain an 
average of $21 to $22, and roofers can be 
secured from only a few smaller mills at 
less than this, and then not in large quan- 


"New York. N. Y. 


Dec. 4.—Lumber prices are holding up well, 
and demand generally may be described as 
fair. The only weakness found was in south- 
ern roofers, which have eased off to a limited 
extent, even though supplies are not heavy, 
and mills are none too plentifully supplied. 
Actual advances in Idaho selects, and a stif- 
fening of prices on all Inland Empire lumber, 
are reported. 

A number of lumbermen will leave New 
York and vicinity early next week for Syra- 
cuse, where the annual meeting of the New 
York State Builders’ Supply Association will 
be held Dec. 11 and 12. A special train will 
leave for up-State next Monday. Reserva- 
tions are being made through George A. Bahr, 
secretary Long Island Dealers’ Association. 

William A. Eaton, for the last few years 
with the Camp Manufacturing Co., has re- 
signed his position and gone to Florida to 
spend the winter. Although the resignation 
is not effective until January 1, Mr. Eaton 
was granted a leave of absence from Nov. 15. 

Edward P. Hanyen, formerly president of 
the Building Material Men’s Association of 
Westchester County and a prominent lumber- 
man, was recently elected secretary of the 
Washington Irving Trust Co. of Tarry- 
town, N. Y. 


Minneapolis, Minn. 


Dec. 5.—While furniture factories are tak- 
ing some hardwood, sash and door people re- 
fuse to buy except in a desultory way. Quick 
shipments of northern pine are being called 
for, with the result that volume is well main- 
tained. Mixed cars are the rule, 

Wm. H. Badeaux, secretary Northwestern 





“Floral Hall,” main building of Clayton County (Iowa) Fair, which has 
served for 67 years 


Lumbermen’s Association, journeyed to Duluth 
yesterday in the interest of its thirty-ninth 
annual convention. Most of the exhibit space 
has been contracted for, and prospects for 
a large attendance are bright, Mr. Badeaux 
said. The association’s campaign to: raise 
$150,000 to be used for an educational adver- 
tising campaign is progressing, with nearly 
all of the fund subscribed. The fund will be 
expended over a period of three years, to 
purchase advertising space in newspapers and 
farm publications in Minnesota, Iowa, North 
Dakota and South Dakota. The space will 
be used for the purpose of encouraging the 
use of lumber in farm and home building. 
Alan Rogers, general manager of the Waite- 


Rogers Lumber Co., returned last week from 
a two weeks’ excursion to the fir producing 
sections of the West Coast. 

George S. McLean of the International Lum- 
ber Co., International Falls, Minn.; John 
Twomey, of the Twomey-Williams Co., Du- 
luth, and Thomas 8S. Whitten, of the Virginia 
& Rainy Lake Co., Virginia, Minn., attended a 
meeting of directors of the Minnesota Log- 
gers’ Association, in Minneapolis, last Fri- 
day. 


Jacksonville, Fla. 


Dec. 3.—Reports show that there has been a 

marked falling off in prices of all pine shed and 
yard stocks. Export orders for pine have been 
brisk, and prices on all items are strong and 
in some instances show advances. The demand 
for South American stock is especially good, 
and most of the mills in this State are turn- 
ing their attention to these items. Fortu- 
nately for the Florida mills, most of the for- 
eign schedules are of the smaller sizes, which 
they can work in well with their orders from 
the Atlantic seaboard markets. The demand 
for shed and yard stocks has been none too 
good of late. Prices of roofers have dropped 
off to about $18.50 and $19.50 at the mill, 
with the demand very light. The mills have 
been having some excellent weather for pro- 
duction, which has meant excess supply, and 
buyers are taking matters into their hands, 
but many of the roofer mills are curtailing 
production. 
. The cypress market has experienced the sea- 
sonal slump. Inquiries have been all that 
could be expected at this time of year. Most 
yards have bought their supply for Decem- 
ber and will probably get rid of what they 
possibly can before inventory. There is of 
course very little new construction getting 
under way in the East and middle West about 
this time. There has been no change in the 
attitude of shippers or buyers of cypress as 
to prices of late. 

Hardwoods are moving very satisfactorily, 
although there is no great amount of stock 
being offered. The mills are fairly well 
booked up on what they have available, and 
are not making efforts to look too far into 
the future. 


Seventy-Year-Old ‘Floral Hall ”’ 


McGrecor, Iowa, Dec. 1—For 67 years the 
county fair of Clayton County, in the north- 
eastern corner of Iowa, has been held out on 
the prairies, eight miles from a railroad. 

And the white, octagonal, frame building, 
“floral hall,” the main 
structure on the fair 
grounds, is the original 
building erected to 
house the county fair. 
Except for reshingling, 
no changes have been 
made in it. Even the 
12-pane windows are 
still in use. The build- 
ing with all its age, is 
still in good condition. 
The same stalls and 
shelves in it carried this 
fall as they have for 
sixty-six other falls 
their loads of pumpkins, 
homemade soap, tur- 
nips, corn, jam, cabbage, 
apples, pickles, quilts, 
flowers and fancy work. 

Floral hall has its 
counterpart in several 
old time residences on 
the prairie farms surrounding. They are 
relics of the day when New Englanders led the 
march of civilization from eastern United States 
into the new lands of Iowa. That was about 
70 to 75 years ago. They were people of good 
New England families. They did not take to 
log cabins, but at the earliest opportunity built 
them homes like the frame homes painted white, 
which they had been used to in New England. 

When these same New England settlers 
founded a county fair, it was natural to build 
the fair buildings in the same style. The lum- 
ber was hauled by ox teams many miles over 
the prairie trails, 





ASmooth Cutting 
Saw That Stands 
Fast Hand Feed 


Smoother work and faster 
hand feed are results ob- 
tained with THE PLANER 
SAW, a new SIMONDS CIR- 
CULAR blade that is being 
installed in woodworking 
plants in every section. It 
is a most versatile and suc- 
cessful saw that gives a 
smooth, even surface al- 
most equal to that of a 
planer knife. Rips, cross- 
cuts, miters, and stands 
fast hand feed. Made 6 to 
24 inches in diameter. 


Your dealer can supply you. Order 
by the name “The Planer Saw” 


SIMONDS 


Saw and Steel Co. 


“ The Saw Makers” 
ESTABLISHED 1832—FITCHBURG, MASS. 


Chicago, IIl. Lockport, N.Y. Portland, Ore. 
Boston, Mass. 
Detroit, Mich. Atlanta, Ga. Los Angeles, Cal. 
New York City London, England Seattle, Wash. 
New Orleans, La. Montreal, Que. Toronto, Ont. 
Vancouver, B. C. St. John, N. B. 


Memphis, Tenn. San Francisco, Cal. 
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CHICAGO 











CRONWALL & COMPANY 


Incorporated 
Specialists in Financing 
Lumber Companies 


And in the Sale of 


TIMBER LANDS 


and 


Manufacturing Properties 


231 So. LaSalle St. 
CHICAGO 

















That First Impression 


So Much Depends 
On It 


Hand your pros- 
pect,a Wiggins 
card and you 
produce a first 













impression POTEEL COMPANY 
that com- PiTTSeURGH PA 

ae) Se reemeace. 
spectful at- 

tention. 


Wiggins Peerless Patent Book-Form Cards 


engraved with such skill and care that each card carries with it the 
distinction of supreme quality. 


Ask for tab of specimens, detach the card one by one and 
observe their clean-cut edges, and the protection afforded by 
their being encased in convenient book-form style. Samples free 
on request. 


The John B. Wiggins Company 
Established 1857 


Engravers Plate Makers 
1108 South Wabash Avenue, 


Die Embossers 
CHICAGO 








Collections 


If you can’t collect it let the 


RED BOOK 


people handle it for you. They are the peo 
ple for intelligent collection service. 


Rates low for results obtained. 


No charge if no collection, unless special serv- 
ices rendered. 


Ask Department 8 to send Pamphlet No. 49-0 
giving rates. 


Use Clancy’s Red Book Service for accurate 
credit ratings. 


LUMBERMEN’S CREDIT 


ASSOCIATION 
608 So. Dearborn &St., CHICAGO 
Eastern Headquarters: 35 S. Wiliam St., NEW YORK CITY 











DID YOU EVER WORK IN A LUMBER CAMP? 


Then you will like the rollicking rimes about the 
lumberjack and the stirring verses about the woods 
and the waters in the books of Douglas Malloch, 
“the lumberman poet.” Surely. if you are a lum- 

mn, you ought not to be without these books 


“Tote-road and Trail” ($1.50), and “In 


Forest 
Land” ($1.25). Let us send you either or both. 
Amertens Lumberman, 481 8. Dearborn &t., Chi- 
con aoe 





W. H. Hatten, of the Hatten Lumber Co., 
New London, Wis., visited among friends in the 
Chicago market this week. 


William Shepeck, sales manager of the Pampa 
Land Co., Escanaba, Mich., made a business 
trip to Chicago this week. 


L. H. Levisee, of the Levisee Lumber Co., 
Oshkosh, Wis., when in Chicago this week 
reported a good volume of northern hardwood 
orders. 


E. E. Heineman, of the Heineman Lumber 
Co., Merrill, Wis., was in Chicago this week 
visiting among his friends in the northern hard- 
wood trade. 


C. W. Hansley, of the C. W. Hansley Lum- 
ber Co., Escanaba, Mich., spent a couple of 
days in Chicago this week and then visited in 
lower Michigan. 


J. H. Faust, of the Faust Bros. Lumber Co., 
Jackson, Miss., was in Chicago last week call- 
ing on some of his friends in the southern 
hardwood trade. 


Harry J. Pfeister, president M. B. Farrin 
Lumber Co., Cincinnati, Ohio, is back from a 
trip to California, from which he returned by 
sea to New York. 


H. W. Krueger, general manager of the 
Shawano Lumber Co., Shawano, Wis., was in 
Chicago this week sizing up conditions in the 
local northern hardwood trade. 


J. A. Grefe, sales manager of the Underwood 
Veneer Co., Wausau, Wis., was a Chicago visi- 
tor this week and reported some orders coming 
in right along for northern hardwoods. 


Frank Morrill, of the Morrill & Sturgeon 
Lumber Co., Portland, Ore., passed through 
Chicago recently en route East on a business 
trip to some of the principal consuming cen- 
ters. 


J. J. Linehan, treasurer of Mowbray & 
Robinson Co., Cincinnati, Ohio, was confined 
to his home this week suffering from the 
effects of an operation for the removal of his 
tonsils. 


John Adams, sales manager of the M. J. 
Wallrich Land & Lumber Co., Shawano, Wis., 
spent Monday of this week in Chicago getting 
a line on northern hardwood conditions in local 
territory. 


John M. Bissell, general manager ot the 
Marathon Lumber Co., Laurel, Miss., was in 
New Orleans, La., on Thanksgiving day in 
attendance at the football game between Tulane 
and Louisiana State universities. 


J. A. Gorman, of the Winegar-Gorman 
Lumber Co., northern hardwood manufacturer, 
returned Nov. 3 from a hunting trip in north- 
ern Michigan, where he was successful in bag- 
ging a fine buck in addition to other game. 


R. W. Wier, head of the R. W. Wier Lum- 
ber Co., of Houston, and the Wier Long Leaf 
Lumber Co. of Wiergate, Tex., has gone to 
parts unknown on a hunting trip. He left 
word that he was “going to the wilderness.” 


E. P. Connor, vice president and treasurer of 
the Ozark-Badger Lumber Co., Wilmar, Ark., 
when in Chicago Dec. 4 stated that stocks of 
Arkansas shortleaf pine are badly broken. The 
company has plenty of orders on file, according 
to Mr. Connor. 


F. L. Peck, president of the J. J. Newman 
Lumber Co., who has been visiting the various 
operations in the South, returned to his home at 
Scranton, Pa., to spend Thanksgiving. G. F. 
Royce, secretary of the company, who also 
makes his home in Scranton, Pa., is on one 
of his periodical trips to the southern opera- 
tions: 


—————— 


eS 





Charles Green, president of Eastman, Gardi- 
ner & Co., Laurel; Miss., spent several days in 
New Orleans, La., last week, and attended the 
Tulane-Louisiana State University football 
game. Mr. Green is an alumnus of Tulane, 
and a former star athlete, serving for a period 
as football captain. 


J. W. Smith, sales manager of the Wausay 
Southern Lumber Co., Laurel, Miss., spent 
several days in Chicago this week on his return 
to headquarters following a business trip to 
several Ohio consuming points. He stated that 
the company is enjoying a satisfactory volume 
of southern pine business. 


C. B. Cunningham, manager of the hardwood 
division of the Vanlandingham Lumber Co., 
planned to leave Dec. 8 on a two weeks’ trip to 
oak flooring and hardwood lumber mills in the 
South. He will spend the Christmas holidays 
with his parents at McMinnville, Tenn., and 
return to Chicago about Jan. 1. 


C. E. George, for many years western man- 
ager of the American Schaeffer & Budenberg 
Corporation, has recently joined the sales staff 
of the Taylor Instrument Companies, of 
Rochester, N. Y. He will be associated with 
the Chicago office of the company with head- 
quarters at 58 East Washington Street. 


The National Association of Wooden Box 
Manufacturers was represented at the New 
England Council Conference Nov. 15 and 16 
in Portland, Me., by P. N. Curtis, treasurer of 
the Baker Box Co., Worcester, Mass.; L. B. 
Fenderson of the Biddeford Box Co., Bidde- 
ford, Me., and W. A. Finnegan, of the Wing 
& Engel Box Co., Bangor, Me. 


Frederic S. Palmer, general sales manager 
of the Madera Sugar Pine Co., San Francisco, 
Calif., when in Chicago last Friday and Sat- 
urday reported a good volume of business. 
He expressed the opinion that sugar pine 
prices would advance shortly, due to the ex- 
cellent demand from the consuming territory. 
Mr. Palmer left Chicago early this week for an 
extended trip to the East. 


New Edition of Hardwood Hand-Book 


A new issue of the Official Hand-Book— 
November, 1928, Volume XLVII—has been 
published ‘by the National Hardwood Lumber 
Association, Suite 2008, Straus Building, Chi- 
cago. It contains 56 pages of valuable infor- 
mation, among which appears the personnel of 
the officers and board of directors, official 
membership list, articles of incorporation, in- 
spection service regulations, constitution and 
by-laws etc. 

In his letter of transmittal to the members 
of the association, Secretary-treasurer Frank 
F. Fish states: 


Since the previous edition of the Hand- 
Book was published (April, 1928) conditions 
within the hardwood industry have continued 
to follow a rather cryptic course. As a re- 
sult there have been many changes in con- 
nection with its units including failures, 
withdrawals from business and mergers of 
interests which, all told, have tended to cut 
down the outlines of the field as a whole. 

While it goes without saying that this as- 
sociation has felt the strain to an appreci- 
able extent, and has as a matter of course 
lost something in the way of substance, it 
has thus far weathered the storm to a very 
good advantage and has gained in solidity 
more than it has lost in bulk. For evidence 
of this it is only necessary to turn to the 
roster of our present membership as con- 
tained in the new edition of our Hand-Book. 
It is certainly a compact and comprehensive 
showing. There are now very few, if any, 
representative producers or distributers of 
hardwoods either in the United States or Can- 
ada whose names will not be found in this 
list. If you should happen to know of any 
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such we will greatly appreciate your sending 
their names to this office. 


Organizes New Lumber Firm 


Sourh Beno, Inp., Dec. 3.—Harold M. 
Shafer, formerly with the Cyrus C. Shafer 
Lumber Co., this city, who recently went to 
California to live, has formed a lumber organi- 
vation under the name of the Shafer-Banta 
Lumber Co. His partner is William Banta, 
formerly of Goshen, Ind. The company oper- 
ates out of Los Angeles, Calif. 


Creosoted Shingles Dress Up Homes 


Are artists sold on houses with shingled 
sides and ends as well as roofs? One naturally 
thinks they are, judging from the number of 
abodes built of this kind of material to house 
the people of the palette and brush. — 

Just inside the limits of Park Ridge, IIl, 
is situated the low roofed home of an artist 
family. Not only are the sides, gables and 
roof covered with shingles, but the fence that 
encloses the place is shingled all around, even 
to the archway over the gate. 

A staff photographer of one of the Chicago 
morning newspapers last year remodeled his 
home on Elm Street, making use of light col- 
ored creosoted shingles. Today it is one of 
the most attractive homes on the street. 

Still another artist, while not using shingles 














Creosoted cedar shingles make neat, effective 
siding for new homes 


so lavishly, made a fine showing, all in wood 
including the fence. 

Another clever artist who achieved world- 
wide fame in designing type faces, used a 
stable built of wood to house his first venture, 
afterward moving into a 2-story frame home 
of pleasing architecture, for more space and 
light. Shingles form a goodly portion of this 
two-house structure. 

A close check discloses many other homes of 
professionals who have taken to shingles ex- 
tensively. They seem to like the thatch-like 
appearance and are paying for designs and 
the kind of workmanship that make such an 
abode desirable. 


Makes New Selling Connection 


Announcement has been made by Fred L. 
Williams, president of Burnaby Bros. Lumber 
Co., Chicago, that, effective Jan. 1, Fred Kozak 
will be associated with the organization. Mr. 
Kozak has been actively engaged in selling 
lumber in the Chicago territory for the last 
fifteen years, seven and a half years of which 
have been spent with the Charles L. Baxter 
Lumber Co., in the merchandising of southern 


pine. During this time he has formed a wide 
and favorable acquaintance with the consuming 
trade. In addition to his selling experience, Mr. 
Kozak is well known in the producing sections 
of the South, having spent a number of years as 
buyer and inspector in practically all of the 
southern pine producing territory. 

It will be the aim of the Burnaby Bros. Lum- 
ber Co. to enlarge its scope of activity among its 
many friends, and with its reputation for han- 
dling good lumber and the added assistance of 
Mr. Kozak, it is confidently expected that the 
present volume of business of the Burnaby 
Bros. Lumber Co. will be increased. Before 
assuming his duties, Mr. Kozak plans to leave 
on Dec. 15 for California to spend the holidays 
with his mother. 


Bond Issue Taken on 6 Percent Basis 


That the canny investor knows value and 
safety when he sees it was clearly shown by 
the high-speed absorption of a new issue of 
$1,500,000 first serial 6’s of the Western Timber 
Co., of Eau Claire, Wis., brought out by 
Baker, Fentress & Co., of Chicago and Port- 
land, Ore. In spite of the prevailing high 
money market and easy bond prices, this issue 
was eagerly taken on a 6 percent yield basis. 
The issue has exceptional security, the assets 
and surplus standing above $8,573,000 against a 
total debt of only $1,598,680. In addition to 
the physical property pledged under this mort- 
gage, the company agrees to maintain one and 
a half times the amount of bonds outstanding 
in the form of timber secured notes receivable, 
unpledged and maturing within the life of this 
issue of bonds. The lien assets include about 
1,000,000,000 feet of Douglas fir timber of top 
grade, tributary to the Columbia River market. 
The sinking fund provisions of the mortgage 
are such as to assure a constantly increasing 
margin of security, if the timber is cut. 


SAF aH ZS 


Philippine Manufacturer a Visitor 


A. E. Edgecomb, president and general man- 
ager of the Insular Lumber Co., of Philadel- 
phia, Pa, operating a large Philippine hard- 
wood plant in the Philippine Islands about 
150 miles from Manila, was in Chicago this 
week conferring with S. R. Taxey whose con- 
cern handles sales for the Insular Lumber Co. 
in Chicago territory. Mr. Edgecomb was quite 
enthusiastic over the rapid growth of the Phil- 
ippine hardwood business in the United States 
as well as in foreign countries and reported 
that even with its large output his company 
was finding it difficult to keep production 
ahead or even up to demand. Commenting on 
the recent action of the Federal Trade Com- 
mission in connection with the Philippine ma- 
hogany case, Mr. Edgecomb said that he had 
addressed a letter to that body advising that 
much pertinent information was not brought 
out in the original hearing to which his com- 
pany was not a party and suggested that in 
order that the facts may become known the 
commission file a complaint against his com- 
pany which it would be glad to defend, and 
in this way get the real facts in which the 
public is interested in the record. Mr. Taxey 
reports a constantly growing demand for In- 
sular Lumber Co. products in this territory. 


To Devote Time to Manila Interests 


Los ANGELES, Ca.ir., Dec. 1.—Announce- 
ment has been made that B. W. Cadwallader, 
president and founder of the Cadwallader- 
Gibson Co. (Inc.), of this city, has decided to 
retire and devote his time to the Philippine 
corporation, the Cadwallader-Gibson Lumber 
Co., Manila, P. I. He will still retain his 
interest in the California corporation, and con- 
tinue to hold the office of president and chair- 
man of the board of directors, acting in an ad- 
visory capacity. Roy Barto, who has been in 
charge of the Manila operations for many 
years, will succeed Mr. Cadwallader as active 
head of the California corporation. Because 
of his long experience, Mr. Barto is well quali- 





|! Light 


your 


Want 


© Write for 


She 
BABCOCK. 
Catalog 








Strong: yec 


| Easy to Handle 
‘Just What ° 


! Customers|! H 


and | 

















* 





BABCOCK. 


SPRUCE 
LADDERS 


W.W.BABCOCK®, | 
BATH, NY. 








Oe 
























































84 


AMERICAN LUMBERMAN December 8, 1995 





fied to take over the active management of the 
Cadwallader-Gibson Co. 

It is understood that no other change in per- 
sonnel is contemplated. R. E. Ford will con- 
tinue as vice president and director of sales, 
and J. W. McLeod as secretary and auditor. 
The business will be conducted as heretofore, 
both as regards standard of manufacture and 
sales policy. In addition to operating its own 
sawmills and veneer plant in the Philippines, 
the company has for the last few years been 
operating in Los Angeles one of the most mod- 
ern panel factories and veneer plants in the 
country. In order to care for the increased 
demand, the capacity of the panel plant was 
recently doubled. Soon after Jan. 1 it is 
planned to erect a large flooring and molding 
plant at the company’s Long Beach location, 
where stock and detail moldings and plank 
flooring will be manufactured for the local 
and eastern trade. 


Patents Recently Issued 


The following patents of interest to lumbermen 
recently were issued from the United States Patent 
Office. Copies may be obtained from R, E. Burn- 
ham, patent and trade-mark attorney, Continental 
Trust Building, Washington, D. C., at 20 cents 
each. State number of patent and name of in- 
ventor when ordering: 

1,686,725. Wood and metal door frame. Isaac 
A Baum, Chicago. 

1,686,915. Woodwotking machine. Franklin L. 
Lane, Beloit, Wis., assignor to Yates-American 
Machine Co,, same place. 

1,686,960. Carving machine. James FE, Cooper, 
Perry, N. Y. 

1,686,966. Attachment for sawmill edgers. 
Lemuel R, Foreman, Elizabeth City, N. C 

1,687,207. Dowel pin and method of manufac- 
ture. Wilson S. Hawker, Dayton, Ohio. 

1,687,331. Collapsible crate. Cornell Flagstad, 
Minneapolis, Minn., assignor of 95 percent to the 
Folding Crate & Box Co. 

1,687,448. Circular saw. Ossion H. Hildreth, 
Wilton, Me. 

1,687,670. Saw guard. Pliny E. Hussey, Beverly, 
Mass, . 

1,687,696. Saw-brazing clamp. Jerome B. Ricker 
and Charles A. Person, Enterprise, and Edward P. 
& Henry W. Armstrong, Portland, Ore. 

1,687,900. Method of seasoning wood. Forrest 
T. Shinn, Galesburg, Ill. 

1,688,378. Buffer for machines for finishing floor- 


ing. Elmer C. Dittmar, Williamsport, Pa., assignor 
to Cromar Co., same place. 

1,688,385. Woodworking machine for tubular cut- 
ter. Nicholas lL. Gulliford, Peabody, Mass., assignor 
to Gregory & Read Co., Lynn, Mass. 

1,688,416. Lumber feeding and manipulating 


means, Leo J. Grubman, Belle Harbor, and 
Edwin A. Godley, New York, N. Y. 

1,688,533. Combination work bench and _ tool 
holder. George Eger, New Britain, Conn., as- 
signor to Stanley Works, same place. 

1,688,913. Cope-head for tenoners and the like. 
Harry T. Ahrendt, Dubuque, Iowa. 

1,689,108. Wood-carving machine. Alfred V. 
Breed, Jamestown, N. Y., assignor to Curtis Ma- 
chine Corporation, same place. 

1,689,371. Kitchen cabinet. Earl M. Trammell, 
El Paso, Tex., assignor to El Paso Sash & Door 
Co., same place, 

1,689,618. Saw. James F. Brown, Shaler Town- 
ship, Pa. 

1,689,705. Process for manufacturing plywoods. 
Fletcher L. Walker. Westwood, Calif. 

1,690,054. Saw handle. Richard C, Charlton, 
Philadelphia, Pa., assignor to Henry Disston & 
Sons, same place. 

1,690,111. Sawing machine. Lorenzo R, Heston 
and Abner L. Anderson, Fairfield, Iowa. 

1,690,697. Mortising machine. Carl Palmu, 
Duluth, Minn. 

1,690,707. Saw jointer. Oliver St. Clair, Indian- 
apolis, Ind., and Bazel R. Watson, Snohomish, 
Wash., assignors to E. C. Atkins & Co., Indian- 
apolis. 

1,690,803. Saw. George R. Vander Wee, Detroit, 
Mich. 

1,690,817. Saw guard. Harry A. Gall, Newcastle, 
Ind., assignor to Hoosier Manufacturing Co., same 
place. 


1,691,102. Wood-splitting machine. George 8. 
Witham, sr., Hudson Falls, N. Y., assignor to 
Ramar Syndicate (Inc.), Norfolk, Va. 

1,691,519. Woodworking machine. Macintosh 
Hutchinson, Philadelphia, Pa. 

1,691,581. Saw-rig attachment for tractors. 
Theodore G. Mueller, Alfred R. Buchholz, Paul O. 
Dallmann, George C. Moerschel, William C. Dall- 
mann, Max J. Kujawski, and William H. Achmidst, 
Milwaukee, Wis., assignors to Dallmann Machine & 
Manufacturing Co., same place. 


1,691,850. Woodworking apparatus. George 
Krasnosky, Pensacola, Fila. 


1,691,897. Veneer log-scoring mechanism, Henry 
C. Breidebach, Dayton, Ohio. 
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Chis Christmas— 


give a remembrance that 
will last throughout the 
year and renew your best 
wishes every week. 
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a|OLVE that perplexing Christmas gift problem by 

§)\) sending the American LuMBERMAN for 1928 to those 

= friends who “have everything” and for whom it is 

most difficult to select gifts. They will appreciate the gift 

and will think of you every week during the year. No mat- 

ter what you paid for it you could not send a gift that would 
be of greater value to your lumbermen friends. 


“Shop Early” is the slogan this year. Don’t wait until the 
last minute and send the same old “stand-by” gifts. Send 
something different this year, something that will carry your 
personality during the whole year. All your Christmas shop- 
ping for your friends in the industry can be done right at 
your desk. (SssRsr*). No waiting in line in crowded shops 
this year, 


A suitable Christmas Card bearing your name 
will be sent to each name you send so that it 
will be received by Christmas morning. 


Should any of the names you send be subscribers already 
their account will be extended one year and advised it is 
done with your best wishes. 


ee | 


LUMBERMEN’S CHRISTMAS SHOPPING ORDER BLANK 


AMERICAN LUMBERMAN, 
431 So. Dearborn St. 
Chicago, IIl. 


Please enroll the names listed below for a one year’s subscription 
for the AMERICAN LUMBERMAN and send bill at the rate of $4.00 
for each name, $6.00 in Canada. 


If any of the names are already subscribers extend their account 
one year from expiration date. 
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_ This Week’s Lumber Prices 





—_—_ 


Following are f. o. b. mill sales prices as 


Flooring Finish, All 10-20’ 
1x3” E.G.— | B&better surfaced: 
B&Btr, 10-20’.. .$66.26 | 2g i eee 45.04 
No. 1, 6-20’..... onan | BEEF CA ieses 49.42 
1x3” F.G.— SE xcvanene 46.87 
, 1x5 and 10” 52.00 
B&Btr, 10-20’... 39.34 | a 
No. 1, 10-20’... 33.05 | po 65.93 
4 P 5/4x4, 6&8”... 62.52 
1x4” E.G.— | 574x5, 10&12”. 72.67 
B&Btr, 10-20’... 64.75 | 6/4 & 8/4x4, 
1x4” F.G.— Be nniees 62.50 
B&Btr, Re fh oe ry C Surfaced: 
No. i )- te 34. 8 1x4” 41 00 | 
1) 9. 10-20... 2454 | 1X4" cereeees . 
> shipclinteeedl Gan senna 40.00 
Ceiling We -sivwones 40.00 
%x4”, 10-20’— 1x5 and 10”.. 48.00 
0 EEE 33.00 See. emeseva 58.00 
. a 31.03 
See 21.81 Casing and Base 
Drop Siding | B&better: 
—.. ..... ae 4 and 6”..... 52.82 
+ es 37.41 | 8” wee eeneeee 54.52 
eR 24.73 5 and 10”.... 61.25 


SOUTHERN PINE 


reported from Kansas City, Mo., for 
Fencing, 815, | Jambs 
10-20 
te ton B&better: 
OT  éccpande 34.70 1%,1% & 2x4 
2” Keeewnws 36.13 | PS ee 78.75 
NG 20.16 | 
Be SS sdewes ‘ } 
bathe 33.36 | Dimencton, SiSiZ 
No. 3— No. 1— 
1x4” ig acai 16.24 Short- Long- 
I oth teesen 15.86 | leaf leaf 
Boards, sis or sas | **{5, 1. $400 2084 
No. 1 (all 10- 20’): 16° .-- 30.35 32.17 
Sot bis Herein 33.15 | 18&20’. 31.37 34.07 
1x10” . ee 41.40 | 9x6”, 12’. 25.00 29.18 
ei 50.56 16’ ... 26.00 32.00 
7. a 10 to 20’ a: 2.94 | 18&20’. 29.72 35.07 
x “eer ee eee 4, | >” , 
eee 34°88 ; a 
Se. swesces 26.01 16’ " 98°62 33.50 
No. A | aaa -20’): o0.00 18&20’. 29.49 36.00 
1x10” -. 1.235 18:14 | 2x10”, 16’ .... 37.50 
BE” (xeusuns 18.31 S18". 13° ..«. 350 
No. 4, all widths 16’ ... 37.00 46.88 
and lengths.. 18&20’. » 48.50 


11.00 | 
| 


| 





the week ended Nov. 30: 


Shortleaf Dimension Longleaf Timbers 
S1S1E 
No. 2— No. 1 Sq. B&S 
2x 4” ed veeees eh S4S, 20’ and 
aa 
18&20’ 24.25 ee re 34.39 
2 Ae eee 22.60 
Sis an 22.41 | 
Ae 21.76 Plaster Lath 
18&20'... 23.66 th a 
2x10”, 12’...... 26.48 | No. 1, %”, 4’... 3.96 
OxtS", 295 oo us 26.75 | No. 2, %”, 4’... 3.87 
| econ 27.03 
18&20’... 27.89 
No. 3— | Car Material 
a 16.50 
sedans 15.00 | (All 1x4 & 6”): 
| B&btr., 9 and 
Shiplap OP 6 ae 45.08 
we 2 (all 10- 20’): 95 | 10 and 20’... 40.74 
eeeeteee . | 
No, "2 (10-20'): | No. 1— 
meter Ji y : seep 34.00 
inte oer eeee 24.50 | 16’ pee he a 34. 00 
ah eatin Te 12 & 14’...... 34.00 
1x10” "TTtittt asioo | No. 2 random.. 18.00 





ENGELMANN SPRUCE 


Prices f. 0. b. Chicago on air dried Engel- 
mann white spruce boards, D&M, shiplap, drop 
siding and — 

Inch— 6” 8” — 6’ 
Dadir,, 6-16".$51.00 $56.00 $56.00 $72.00 $87.00 


btr.*, 6-16". 67. 2.0 
No. 1., 6-16". ‘ae 
41.50 49.00 


No. 2., 8-16’. 
No. 3., 8-20’. 37.50 38.50 
No. 4., 4-20’. 32.50 35.50 35.50 35.50 
5”&6/4— 4”"&wdr. 4, 6&8” 10” 13” 
. - $67.00 $69. 00 $72.00 $82.00 
- 64.00 66.00 69.00 79.00 
Mk: Buy OES oases 60.00 62.00 65.00 75.00 
For 5/&6’4 in No. 2, 4-, 8- or 12-inch, add 
$6; 6-inch, $9; 10-inch, add $8; in No. 3, all 
widths, add $6; No. 4, $4. 
§FPurnished when available. 
*Contains 40 to 50 percent Dé&better. 
Specified jong tho——in D&better, No. 1 and 
better and No. 1, add for 16-foot, $5; for other 
lengths, including 18-and 20- foot, $2. In No. 
2, add for 18- and 20-foot, $2; other lengths, $1. 
Bevel siding, %-inch, odd lengths, 8- to 20- 
foot, but not over 20 percent shorter than 
10- foot: 
D&btr., 4-inch. .$28.00 B, 4-inch...... $18.00 
6-inch.. 31.00 6-inch...... 21.00 
— — pine lath, 4-foot; No. 1, $7.75; No. 


’ 


37.50 





RED CEDAR SHINGLES 


Seattle, Wash., Dec. 1.—Eastern prices, 
four or five bunches, f. o. b. mill are: 
Pirst Grades, Standard Stock 
Mixed with 
Straight lumber or 
cars shingles 
Extra stars, 6/2 He 2.45@ 2.60 $ Het} 2.70 
Extra clears, 5/2. 2.75@ 3.00 2.95@ en 
XXXXX .- 3855@ 3.75 3.80@ 3 
| epee 3.90 3.90 
ee: ae 4.50@ 4.80@ 4.90 
| eee 10.75@11.25 11.00@11.50 
Dimensions, 5” 5/2.. 3.50@ 3.65 


Pirst Grades, Rite-Grade Inspected Stock 


Extra clears, 6/2... 2.60 

Extra clears ....... 3.25@ 3.35 
eae 3.90@ 4.00 

Pears 4.35@ 4.45 

Perfections ........ 4.90@ 5.00 


Second Grades, Standard Stock 


Common stars, 6/2. .0O5@ 1.15 1.05@ 1.25 
Common stars, 5/2. 1.35@ 1.45 1.35@ 1.50 
Common clears 2.00@ 2.05 2.10@ 2.25 


British Columbia Stock, Seattle Market 


IPR GE Se grin Ser 3.75 
a scree 4.00 
I a 4.80 
Perfections ........ 5.00 
Royals (Ne 1’s). 11.75 





NORTH CAROLINA PINE 


Norfolk, Va., Dec. 3.—Following are typi- 
ical average f. o. b. Norfolk prices, made dur- 
ing the week ended Dec. 1, as reported by the 
North Carolina Pine Association: 


Rough 
Edge, 4/4— 


I carte oie alge ee acece ie auiva eee a IbTRC Rie $46.23 
errr Tree re ee 33.84 
SE \ nea wewd ed oe 6b ee ewe Ge VER Cam eeeeRee es 25.00 
ee eee eee TT ee or aaa 
: No. 1 No. 2 
B&better No.1 box box 
i) i irre IE aes aha 
oS aaa 49.54 cate cp mie 
NORMS ae cena 48.85 $37.54 $27.51 $22.75 
! 54.55 ae ia Sita 
kee 52.34 38.98 27.77 si 
res 57.04 40.35 30.25 26.26 
BE ab ame s-en 66.13 47.72 31.31 26.00 
=. B&better— 
S alaniadiinana ech sca-e ab Rar aie We cee air elon sae ener $49.83 
By 4x10" seeders tree Bs tec aw oe lea ie cat 68.85 
SPREE 6ccGe she cevtesabsccbeenese hee ner 71.88 
ae oi kas a Sos BE oe we Oe ee 53.63 
Bark Strips— 

ES Sous os a en ene ae Oe eee $32.25 
Dressed 21%” 3” & 
Flooring— Width Wider 

ES oe rn i Slaw ee oe $44.84 $41.15 

ee 2 COCR i 6c ik 0 toe es 38.32 36.58 
Bark strip partition, B&better......... $35.75 
Box bark strips, dressed or resawn..... 18.28 

No. 2 * Air 

Roofers dressed dried 

EEE Mas wick ian Rex See eee ae ae lee $29.73 $21.22 

3 aie eee ee eet 31.44 22.39 

RR Ee POR I rT e gute 23.01 

SEE ci dead ccriw taigtavone we 33.14 23.29 
*I", o. b. Macon, Ga. 





WISCONSIN HEMLOCK 


The following are f. o. b. mill prices: 
No. 1 Hemlock Boards, — 


8 14’ 16’ 
ear $28.00 $29.00 $29.00 $30.00 
he 30.50 31.50 31.50 33.00 
Se vewanen 32.50 33.50 33.50 35.00 
Se. é.eeeawe 34.00 35.00 35.00 36.50 
Se esnenas 35.00 36.00 36.00 $7.50 

For merchantable S1S deduct $2 from price 
of No. 1; for No. 2, deduct $4. 

For shiplap or flooring, add 60 cents to 
prices on No. 1 boards. 


Crating stock, S1 or 2S, 6” and wider, 6’ and 
longer, No. 2, $28; No. 3, $23. 


No. 1 Hemlock, s1Ss1E— 


8 10’ 14’ 16’ 
> a see ee $32.00 $32.00 $31.00 $32.00 
2x 6” wcccewce 29.0 30.0 30.00 32.00 
BE SY wn cccee 31.00 82.00 31.00 32.00 
2x10” 31.00 33.00 33.00 34.00 
SEIS” ccccces 31.00 34.00 34.00 85.00 


For No. 2 dimension, deduct $4 from price 
of No. 1 








DOUGLAS FIR 


[Special telegram to AMERICAN LUMBERMAN] 


Fortland, Ore., Dec. 4.—F.. 0. b. mill prices 
on actual sales of fir, Nov. 30, Dec. 1 and 3, 
direct and wholesale, reported by West Coast 
mills to the Davis Statistical Bureau, were 
as follows: 


Vertical Sant Flooring 


B&btr Cc 
Se ceca keke $391 - = 75 $29.50 
al ig. Sk edie 00 seee 
Se ” Gniwiae bare 37 ‘50 
Plat Gute Plooring 
il CE ee - 26.25 21.25 
Za” > 60s vei 36.00 31.00 
Mixed Grain ice 
ON .catiawines ofp sve $15.75 
Ceiling 
Re. a dNdethew an ree 24.25 20.50 
Se? esheenneeen hr? 25.00 21.50 
Dro ene he i 
SR ai 3 28.25 «. 
NS sg Acn aang wl eee we 33 o 29.50 eeu 
Be “cssavebaawer 17.50 
Pinish, Kiln Dried and ‘surfaced 
1x6” 1x8” 1x12” 
BO .63. cscericdevn'es $42.75 $45.75 $57.50 
Common Boards and Shiplap 
yn 1x8” 1x10” 1x12” 
SS ears $16.5 $17.75 $19.25 $22.90 
SS Oe 12. 50 12.75 14.25 14.75 
a. wo eased saw wes 8.50 9.50 9.50 pcasele 
Dimension 
12’ 14’ 16’ 18’ 20’ 22&24’ 26-32’ 


No. 1, 2” thick— 

4”. $18. 50 $18. 50 $20.25 $21.00 $20.50 

6”. 17.25 17.25 18.75 19.25 19.25 $22. 50 $26. 25 
8”, 18.00 18.25 19.00 19.25 19.25 21.25 24.50 
- ey 25 18.75 19.50 19.75 19.25 24.00 24.00 
12”, 19.25 19.25 20.00 20.50 18.00 22.50 26.00 
oxi" 8’, $17. 50; 10’, $18.50; 2x6”, 10’, $16.50 


Random— 2x4” 2x6” 2x8” 2x10” 2x12” 





No. 2 ...$10.75 $10.50 $9.50 $11.00 $14.00 
No. 3 7.75 6.75 owe are axes 
No. 1 Common Timbers 
8x3 to 4x12” to 20’, surfaced.......... $20.50 
5x56 to 12x12” to 40’, rough......cccceee 16.75 
5x5 to 12x12” to 40’, surfaced.......... 18.75 
Fir Lath 
No. 1, 116°X4’, GLY... cccccccessccsscvess $3.25 
B&better, Flat Grain Car Siding, 9 or 18’ 
CR sc cb backs Piaeee oa seh aah ee bene $33.50 
gl TS eee ree err rr eer et 35.75 

Louisville, Ky., Dec. 3.—The poplar bevel 


siding market continues firm and unchanged, 
with demand fair, considering that retailers 
are holding down stocks until after inventory 


time. Prices read: No.1 No.2 

FAS Select com. com. 
GR. 0.064000800 6x0 $50 $40 $30 $24 
S-EMGM. cocvcesecocces . 50 38 28 22 
d-inch § .¢....6- sadn ee 36 24 20 
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WEST COAST SPRUCE 


[Special telegram to Amertcan LumBErMaAn] 


Portland, Ore, Dec. 4.—The following are 
prices for mixed carlots prevailing here today: 


Finish— Factory stock— 
re $65.00 ME sseetaws $31@33 
1x4—10” 55.00 Bie: ~weveewes 31@32 

~~, siding— Fe staesseds 33.50 

err 24.00 8/4 erscccce BARS 
ox¢-, Fiat gr. 37.00 Lath ..ccccccee 
Vert. gr. 30.00 Green box. si7@18. 50 





WEST COAST LOGS 


[Special telegram to American LumBerMAN] 
Portland, Ore., Dec. 
tions: 


Fir, yellow: oo 1, $21@22; 
16.50; No. 3, $12. 


Fir, red: Ungraded, $15@16. 
Soear: $15@16. 





No. 2, $16@ 


emlock Ungraded, $10@1 
Spruce: No. 1, $25@30; No. $19@20; No. 
3, $12@13. 


Everett, Wash., Dec. 1.—Log quotations: 

Fir: No. 1, $25; No. 2, $18; No. 3, $12. 

Cedar: Rafts of shingle logs only, $21; lum- 
ber logs, $35. 

Hemlock: No, 2, $12@14; No. 3, $11@13. 

Spruce, No. 1, $24; No. 2, $18; No. 3, $12. 


Vancouver, B. C., Dec. 1.—Latest log mar- 
ket quotations are as ged 

Fir: No. 1, $20; No. 2, $15; , $10 

Cedar, shingle booms, $25, $19. ‘and $10; lum- 
ber logs, $27 and $20. 

Hemlock: $11. 

Spruce: $27 and $14. 

Pine: $25, $19 and $12. 





INLAND EMPIRE PINES 


Portland, Ore., Dec. 1.—The Western Pine 
Manufacturers’ Association has prepared the 
following list of average selling prices f. o. b. 
Spokane, as shown by orders reported by 
members during week ended Wednesday, 
Nov. 28. Reports of prices shown as S2S in- 
cluie sales of stock worked other than S2S on 
which the prices have been reduced to an 
S2S basis by using the working charges shown 
in the Western Pine Manufacturers’ Associa- 
tion lumber price list of July 15, 1926. Prices 
of selects and random length larch and fir 
include sales of specified length stock with 
the prices reduced to the random length basis 
by using the sorting charges from the same 
list. Averages include both direct and whole- 
sale sales. Where prices shown are net to 
wholesaler they have been increased by 5% 
of the estimated mill price. RL means ran- 
dom length. AL means all lengths, regard- 
less of whether random or specified lengths 
are called for. Quotations follow: 


Pondosa Pine 
Feet Average 


Sold Price 
226,000 1x8” No. 2 common S2S AL..$25.50 


191,500 1x8” No. 3 common S2S AL.. 20.45 
408,500 4/4 No. 4 common S2S RW RL 15.22 
45,000 1x6” D select S2S RL....... 42.99 
30,000 5&6/4x4”"&wdr D sel S2S AL. 47.87 
46,500 1x6” C select S2S RL........ 61.10 
23,000 5&6/4x4”&wdr C sel S2S RL.. 62.19 
Baeee 66 6S UOUEE GER. co cccscecae 35.95 
1,476,000 5&6/4 No. 3&btr shop S2S— 

“AR Bee eae 36.60 

Se CA ak gah eral ac ns tke acer 26.60 

No. 3 20.30 


Idaho White Pine 


15,000 1x8” No. 1 common 82S RL.. 42.67 
72,000 1x8” No. 2 common 82S RL.. 32.00 
252,500 1x8” No. 3 common S2S AL.. 24.32 
29,000 4/4 No. 4 common S2S RW RL 20.50 
20,000 1x6” D select S2S RL........ 47.00 
6,500 5&6/4x4”"&wdr D sel S2S RL. 74.15 
6,000 1x6” C select S2S RL........ 75.00 
5,500 5&6/4x4”"&wdr C Sel S2S RL. 89.27 
3,000 6” C bevel siding............ 46.00 
Larch and Pir 
17,000 2x6” 16’ No. 1 dimension..... 18.85 
1,000 2x10” 16’ No. 1 dimension... 21.25 
5,000 1x8” No. 3 common S2S RL... 17.50 
4,500 4” C&btr vert er fig RL..... 37.08 
4,000 6” C&btr D/S or rustic RL... 33.25 





HARDWOOD FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of maple, beech and birch flooring, as 
reported to the Maple Flooring Manufactur- 
ers’ Association, averaged as follows, f. o. b. 
cars mong mill basis, during the week ended 


Dec. 
MFMA MFMA MFMA 
First Second Third 
Maple— 
Pn bie eadtwewas ek $76.45 $62.78 $42.55 





WESTERN RED CEDAR 


Seattle, Wash., Dec. 1—Prices for red 
cedar siding in imixea cars, new bundling, 
8- to 18-foot f. o. b. mill: 


Bevel Siding, 14-inch 
Clear ws 


e ore 

ee ncckeweseds $26.00 $23.00 $18.00 

EO. encceceuons 30.00 25.00 22.00 

GIG secpsercece 34.00 30.00 23.00 
Clear Bungalow Siding 

%-inch %-inch 

Dn ciedeucetevanceseaans $46.00 $39.00 

SO. aricaskdesenevacntess 55.00 43.00 

BRIG cocccccccesescesecces 65.00 Can 
Clear FPinish, 8- to 16’ 

$2 or 4S Rough 

SE” “sncoudevesseectnuans $ 75.00 $ 71.00 

Dn. \svesbveteeesunened aun 80.00 76.00 

See OEE vetnnscvvaeenwae 90.00 86.00 

oe 2 re eee 105.00 101.00 

Clear Ceiling or ey op One Side V or B 

1x8 and 4-inch, 10 to 16’.....cccccccess $45.00 
Discount on Moldings 

Made from 1x8” and UNGEF...cccccccecess 50% 

BEMGO TVG GEMEP GIMOE. cc cccccccesesecece 40% 


For 50,000 feet or more, additional dis- 
count 


re 





ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas soft pine mills 
during the week ended Dec. 1: 


Plooring 

1x3” 1x4” 
Edge grain—Bé&better........ $63.50 $61.25 
De © -cdvinsaee a dnc 29.75 
Flat grain—Bé&better........ 41.00 40.50 
 . a ‘awe 34.00 
ee aouenawe 24.25 

Partition and Siding 
Boston partition, B&better, 1x4”........ $36.50 
Drop siding, B&better, 1x6”............ 41.50 

Finish and Moldings 
Finish, 1x5&10” B&better .......ccceces $61.00 
5/4&5&10” B&better ........--. 72.00 


Case and base 1x5&8” 
Discount on moldings, 1%” and under... 39% 


1%” and over... 30% 
Boards and Shiplap 
Boards and shiplap, 1x 8”, No. 1....... $35.00 
S513", MO Becscccse Bae 
OO ee ee errr rr 25.00 
Se, So Se ane daa Kae ean 60cum ane 19.25 
Dimension 

ee ee el eer re $24.00 
Se AS 2 errr 
2x12”, 12 to De dae ads en rel ak hook 33.00 
ee BO ea Bee BE Oe och cewcdvncns 23.50 
2x12”, . fe A errrr sy ere 26.50 

Lath 
i ee MO Me auld lath ovens aa nem ne aaietetul $4.40 





NORTHERN PINE 


Duluth, Minn., Dec. 3.—Following are 
prices on northern white pine f. o. b. Duluth: 
CoMMON RouGH BOARDS AND FENCING— 


10&12 ft. 14 ft. 16 ft. 

O. 2, ER Pe cocncees $43.00 $43.00 $49.00 
MS DP cevcescce 46.00 46.00 48.00 

1x 8%. cccccee 50.00 50.00 48.00 

E10". ccccece 58.00 55.00 53.00 

Un13".. wccccee 76.00 74.00 72.00 

Mo. 3, 10 4%. ccccccee 35.00 35.00 40.00 
SD vvvicnewe 36.00 36.00 39.00 

2 erererier 39.00 38.00 37.00 

2) peer ee 42.00 40.00 38.00 

SRAM ose cecets 50.00 46.00 45.00 

Wee. O ES Oo cccecess 27.50 27.50 28.50 
BE OG" . crcccecs 30.50 30.50 31.50 

SED seveven ee 32.00 32.00 32.00 

BEOD cocnewess 33.00 32.00 32.00 

URLS" ... ww vreees 34.00 33.00 33.00 


For all white pine Nos. 1 and 2, add $1; 
for S1S or S2S add $1. For resawing add $1. 
S48, D&M, drop siding etc., add $1.50. 


No. 4, mixed, 6-foot and longer, 4-inch, $26; 


6-inch, $28. No. 4, 6- to 20-foot, 8-inch, $29; 
10-inch, $29; 12-inch. $30. 
No. 1 wae, prewe, _. 

14’ 16’ 18&20’ 
2 le $35! 50 $33 50 $32.50 $33.50 $35.50 
2x 6” .... 33.50 33.5 32.50 32.50 34.50 
2x 8” . 35.50 3560 33.50 33.50 35.50 
2x10” ee 37.50 38.50 38.50 37.50 37.50 
2x12” . 38.50 39.50 39.50 38.50 39.50 


No. 2 piece stuff, $3 less than No. 1. For 
rough, deduct $1. For D&M, add $1.50. 


Srp1ne 4- AND 6-INCH, 4- To 20-FooT— 
Canadian 
Bé&btr. 


° Cc D EB C&bt. 
4” ..4+.++$41.50 $35.00 $25.00 $17.00 $32.00 
CO” caeee - 46.00 41.00 30.00 20.00 34.00 








APPALACHIAN HARDWOOoDs 


Cincinnati, Ohio, Dec. 1.—Average wholesaje 
prices, carlots, Cincinnati base, on Appala- 
chian “soft texture” hardwoods today: 

4/4 5/4&6/4 8/4 
a eal a Oak— 
FAS Big? itr sets te: $155 @165 


Selects ...... 105@110 tt 15 116@120 

No. 1 com... 80@ 85 138 90 90@ 9 

No. 2 com.... 45@ 650 64@ 59 Ht 60 

Sound wormy. 43@ 45 52@ 57 55@ 60 
QUARTERED RED VAK— 

Tie ervescvans 0 re 

No, 1 com 656@ 70 ... o« ose ae 

No. 2 com..,. 45@ 50 e 
PLAIN WHITE AND RED OA 

ere ee ‘s110@ 120 $130@135 

Selects ee 70@ 75 75 95@100 


No. 1 com.... 60@ 68 68 73 80@ %& 
No. 2 com.... 40@ 45 48@ 55 58@ 63 
No. 3 com.... 26@ 28 27@ 29 28@ 33 


Sound wormy. 49@ 61 57@ 60 60@ 65 
Bass woop— 
Pr 75@ 77 75@ 80 85@ 90 
No. 1 com 57@ 60 62@ 67 70@ 75 
No. 2 com - 82@ 35 37@ 42 42@ 47 
CHESTNUT— 
eer $ 80@ 85 $ 95@100 $105@113 
No. 1 com.... 48@ 54 54@ 59 60@ 65 
No. 3 com. 22@ 23 283@ 24 23@ 2% 
Sd. wormyand 
No. 2 com... 32@ 34 36@ 38 38@ 40 
No. 1 common 
& Better, 
sound wormy 35@ 38 38@ 40 40@ 42 
BircH— 
Pee ocace ~ aateadane $105@115 $110@120 
No. 1 comm 
and sel 60@ 65 65@ 70 70@ 16 
No. 2 com 35@ 37 40@ 42 42@ 44 
BEECH— 
a Pree $ 60@ 65 $ 65@ 70 $ 70@ 16 


40@ 43 45@ 48 45@ 50 


No. 2 com.... 25@ 28 28@ 30 80@ 33 


PoPpLaR— 
Panel & No. 1, 
13” & wider $140 $150 $160 
Tee teeuavecs 105 120 130 
Saps & Sel. 80 95 110 
mk SD oneeees 60 65 70 
. Se foe $ 38@ 41 44@ 46 46@ 48 
me. 8 Beccess 30@ 32 32@ 34 34 
MAPLE— 
WE sesecenee $ 70@ 75 $ 76@ 80 $ 87@ 92 
No. 1 common 
and sel. ... 46@ 651 58@ 63 65@ 70 
No. 2 com.... 34@ 36 40 40@ 42 





BLACK WALNUT 


Kansas City, Mo., Dec. 3.—The following 
are today’s prices on American black walnut, 
f. o. Js Kansas City: 


6-9% « wide: 4/4, $235; 5/4, $245; 6/4, 
$250, St 260. 

iSelect: a, $160; 5/4, $165; 6/4, $170; 8/4, 
No. 1: 4/4, $95; 5/4, $110; 6/4, $120; 8/4, 


$135. 
No. 2: 4/4, $40@42.50; 6/4, $45; 6/4, $45; 
8/4, $55. 





OAK FLOORING 


Following are average carlot prices, Mem- 
phis base, obtained for oak flooring during the 
week ended Nov. 24, as reported by the Oak 
Flooring Manufacturers’ Association: 


2s ” 11 ” 3 x2” 3x1” 
BR iv Hx dee % be a 


lst qtd. wht....$10 9. éa 
1st qtd. red..... 73:91 ie a 
2nd qtd. w&r... 64.87 $63.64 55.33 $60.00 
Ist pln. wht.... 72.34 64.19 64.46 45.09 
Ist pln. red.... 66.27 61.08 51.86 43.41 
2nd pln. wht.... 61.71 53.07 40.87 41.14 
2nd pin. red.... 61.32 53.69 38.82 35.98 
we Wc ccceses 52.12 $8.41 30.72 29.52 
ere: 19.16 15.40 9.48 8.00 
4x2” 1%x1%” f,x2” $x1%" 
lst qtd. red.. “3 onal 


$70.50 vies 


lst sap qtd...... wa on 2.50 naan 
2nd gtd. wr... ae — 55.00 $43.50 
ist pln. wht....$ 67.68 67.19 70.49 owes 
Ist pln. red.... 64.24 65.63 62.05 

2nd pln. wht... 56.76 56.98 54.70 ones 
2nd pin. red.... 52.04 55.83 49.20 dian 
see 39.89 38.50 pine 30.50 
POG evecvees 15.25 8.50 ea onee 





SOUTHERN PINE TIES 


New York, Dec. 3.—Following are quota- 
tions on southern pine railroad ties f. o. D. 
New York: 


All 8’ 6”— Sa Heart 
ee eee $1.35 $1.60 
Dt. ceatebweveten eae viva Se 1.60 


>: eee ee eecces eee 1.06 i 30 








Decer 


one 
clea 
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sec 
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hat bat 


oe bed Ged Od Od ed 


oa- 









wing 
ilnut, 


; 6/4, 
, 8/4, 
; 8/4, 
$45; 


Mem- 
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ape 


$60.00 
45.09 
43.41 
41.14 
35.98 
29.52 
8.00 


x1” 


$43.50 


30.50 
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NORTHERN HARDWOODS 


Following ®ra prices of northern hardwoods, f. o. b. Wausau, Wis.: 


0.2 | No.3 FAS Sel. No.1 No.2 No.3 
4/4 ...$ g0. oo a “08 $ 3B. 00 $ 38 00 $21.00 474 65.00 55.00 45.00 26.00 22.00 
1.00 8567/4 70.00 60.00 48.00 28.00 23.00 


oa ae 35:00 86.00 10:00 21.00 
8/4 ... 115.00 100.00 75.00 45.00 22.00 44 


eee, ‘ : apes 
we. 76.00 66.00 48.00 $3.00 24.00 12/4 ... 100.00 90.00 75.00 45.00 gece 
wee 77.00 67.00 60.00 4. ¥ 
os **" $0.00 70.00 653.00 35.00 25.00 Rock Eum— 
8/4 ... 84.00 74.00 60.00 35.00 25.00 4/4 ... 70.00 .ee- 45.00 25.00 19.00 
10/4... 90.00 80.00 65.00 45.00 cece 5/4 ... 75.00 wees 50.00 = 28.00 += 20.00 
12/4 ... 100.00 90.00 75.00 55.00 ote 6/4... 75.00 ~eee 50.00 28.00 20.00 


Key stock, 4/4, $75; 5/4, $80 or on grade; 8/4 ... 80.00 coce 60.00 35.00 *25.00 


90; No. 1, $70. 10/4 ... 95.00 «ees 75.00 560.00 ee 
, baa 3 No. He clr. & btr., $66; 1x5- 12/4 ... 105.00 eee 85.00 655.00 30.00 
inch, $76. *Bridge plank. 
BircH— 


4/4... 86.00 66.00 44.00 28.00 20.00 Sorr MaPLe— 

5/4 ... 91.00 71.00 62.00 34.00 20.00 4/4 ... 62.00 52.00 42.00 25.00 19.00 
6/4 ... 96.00 76.00 58.00 36.00 20.00 5/4 ... 70.00 60.00 60.00 33.00 20.00 
8/4 ... 101.00 81.00 70.00 44.00 21.00 6/4 ... 80.00 70.00 58.00 30.00 20.00 
10/4 ... 110.00 100.00 90.00 60.00 eee 8/4 ... 88.00 78.00 63.00 34.00 21.00 


3/4 ... 80.00 65.00 40.00 25.00 vee Rep Oak— 
. . ..« 100.00 80.00 65.00 40.00 17.00 
For 10-inch & wdr., add $30; 8-inch & war, 5/4 1... 105,00 85.00 70.00 42.00 19.00 


6/4 ... 110.00 90.00 75.00 45.00 19.00 
oe ee eres & war., $-foot & lgr, aad 8/4 --. 115.00 95.00 80.00 60.00 21.00 


$2. 
Price of 4 & 6-foot lengths, $28. For sel. 


red, add $15. Harp MAPLE RouGH FLooRING Stock— 
Rough birch, - inch, tw fase Ng gee; ) 1 Re. S ag 
one and two face clear x5-inch, two face m. > 
clear, 70; run of GI4 i ciacsennsensaeeaed $40. 00 $30.00 $20.00 
mah 383. a =e GSS iicnaeeebesseracen 43.00 33.00 23.00 


Harp MaPLe— 


4/4 
5/4 
6/4 
8/4 


10/4 ... 


12/4 
14/4 
16/4 


Sel. No. 1&Sel. 
FAS 6”"&wdr. 6”"&wdr. No.2 No. 8 


--$ 65.00 $ 55.00 $ 44.00 $ 31.00 $ 17.00 


80.00 65.00 50.00 34.00 19.00 
88700 68.00 55.00 34.00 19.00 
95.00 75.00 63.00 34.00 21.00 
110.00 90.00 75.00 45.00 30.00 
- 118.00 98.00 83.00 60.00 30.00 


-- 135.00 125.00 110.00 60.00 365.00 


- 170.00 145.00 130.00 60.00 35.00 


Add for 8-inch and wider, $12; 10-inch and 


wider, $ 


30; 12-inch and wider, $40. 


Regular stock contains 50 percent or more 
14 and 16 foot, and the following percentages 
of 12-inch and wider, 4/4, 10 percent; 5/, 6/ 


and 8/4, 20 percent; 10/ to 16/4, 30 percent, 
BEECH— 
FAS Sel. neg 1&Sel. No. 2 No. 3 
ry ne 2 com. & bett $33.00 $16.00 
4/4 -$ 55.00 +60. 00. ” $35. 00 25.00 19.00 
6/4 ... 60.00 60.00 40.00 30.00 22.00 
6/4... Te 60.00 50.00 35.00 22.00 
8/4 ... 80.00 er 60.00 40.00 25.00 
END DRIED WHITE MAPLE— 
FAS and 
Nos.1 & 2 Nos.1 & 2 
OE. 5 Sc ctnebawies ceenen $110.00 $ 85.00 
SC Se a ne 115.00 90.00 
Tg RR ee ee oe 120.00 95.00 
DRL ass ch arnt en eae 130.00 105.00 





PHILADELPHIA PRICES 


Philadelphia, Pa., Dec. 3.—Wholesale prices 


WEST VIRGINIA WOODS 


Philadelphia, Pa., Dec. 3.—Prices of West 


F - 1 Virginia hardwoods, secured from authorita- 
secured from authoritative sources exclusively | tive sources exclusively for the AMERICAN 


for the AMERICAN LUMBERMAN are as follows: LUMBERMAN, are as follows: 


Southern Pine, Merchantable—1905 Ash: FAS 4/4, $100@105; 5/ and 6/4, $115@ 
(Dock Delivery, Philadelphia) 120; 8/4, $125; 10/ and 12/4, $135@140. _Com- 
Sieteatais mon, 4/4, $62; 5/ and 6/4, $75; 8/4, $85. 
ssiss 
s , r an 5 Chestnut: FAS, 4/4, $88@90; 5/ and 6/4, 
SPlorida, Plorida Georgia | $110@115. Common, 4/4, $55@57; 5/ and 6/4, 
‘ : $65@68. Sound wormy, 4/4, $38@40. No. 2, 





sh4xs" Gite oe $40. 00 $44.50 $55.00 | 4 /4, $28@30. 
OT ee ee 39. 42.50 51.00 | i 
Sanat ¢ Poplar: FAS, 4/4, $115@120; 5/ and 6/4, 
a  deanaaen ss rye oore ee | $130. Clear saps, 4-inch and up, 4/4, $82; 5/ 
5&10x10"” ......... 48.00 49.50 34.00 | and 6/4, $87@90; 8/4, $95. Common, 4/4, $62@ 
aaa tT ens 60.00 64.60 64.00 | 65; 5/ and 6/4, $70@75; 8/4, $78@80. No. 2— 
‘aieci2e 56.00 61.00 62.00 | 4.common, 4/4, $45; 5/ and 6/4, $49; 8/4, 
LT RR eee 67.50 71.00 | $831@54. No. 2—-B common, 4/4, $30; 5/ and 
OY cdi ach Adsbare 64.50 69.00 | 8/4, $32@33; 8/4, $34@36, 
eer eae vee 83.00 | Bed Oak: FAS, 4/4, $100@105; 5/ and 6/4, 
ll AE IS ‘ oor 77.00 | $115@120,; 8/4, $120@125. Common and select, 
edits SON ais ak lets add $2. | att. $62.50@65; 5/ mag Ne patios 8) and 
| pA : o é 
preach 2 feet additional, add $1.00 to 32-foot | 674, si7@ pin wes °¢ . 
; Jacl , White Oak: FAS, 4/4, $115@120; 5/ and 6/4, 
Each 1 foot over 32 feet, add $1. | $125@130. 8/4, $130@140. Common and select, 
Longleaf Pine Flooring, 25/32x2%%-inch Face | 4/4, $70@75; 5/ and 6/4, $75@80; 8/4, $80@85. 
(Rail Delivery) | No. 2 common, 4/4, -$5 0@53; 5/ and 6/4, $55@ 


No on, 
B&btr, ht. rift..$84.00 No. 1-sap flat..$42.00 | 28: 8/4, $60@63. 


B&btr, sap rift. 69.00 No. 2 sap flat.. 28.00 | 





B&btr, flat...... 49.00 No. 3 sap flat.. 18.00 | For Editorial Review of Current Market 
Air Dried No. 2 Common Roofers Conditions See Page 35 
1x6” %x514....$29.50 1x10” %x 9%. .$31.00 | 
1x8” %x7%4%.... 30.50 1x12” %x11%.. 31.50 
Shortleaf Dimension, S48, {4-inch Scant, NORTHERN PINE 
0- to 16-foo 
Si”) spatuce ges $30.00 2x10” ......... $31.50 BUFFALO, N. Y., Dec. 4.—Buying of north- 
2x6” eee ee 29.00 RT We Bite a we we 32.50 ern pine continues on a fair scale and the 
ae. -ccempraens 30.00 | trade with some wholesalers is reported to 
North Carolina Pine Flooring have shown improvement in the last two or 
No. 2&btr. oe 2 No. 4 | three weeks. The mills have been ‘stiffening 
Ee eae en $67.00 $62.00 ~...,. | up on prices, as they are rather short of stock. 
ot a eee 47.50 40.00 $29.00 | Wholesalers have no large supplies on hand 


Kiln Dried North Carolina Roofers and report prices strong on the leading items. 


1x6”, %x5%....$32.00 1x10", %x 9%. .$33.50 


1x8", %x7%.... 32.00 1x12”) %x11%.. 34.50 | EASTERN SPRUCE 


-in h thick, 
° — $1 a BOSTON, MASS., Dec. 4.—There has been 
@” Red Cedar Bevel Siding further curtailment in the production of 
re gn’ ous teen eee ete e ener nent ee eens $40.00 | eastern spruce dimension. The base quota- 
cattle Ried Megitstat het binge cnas | tise 08 Sesmen 00:00 O88 ons se memes 4 


very firm indeed. The inquiry for Provincial 
Maple Plooring f.0o-b. Philadelphia | random lengths is quiet, offerings are quite 
98x2%y” 1lyyx2%” | 


moderate and prices keep about steady. 


a | Aart grade ......+... $84.75 $88.25 | The recent decline in prices for some south- 
MFMA are — tee eee Hy -75 74.25 | ern boards has not affected the spruce board 
Pe GEORD .cascnceres 50.75 54.25 market in the least. Stocks of dry boards 
Pondosa Pine s yes” . a in first hands are light and prices are firmly 
” oO. o. . Lath are uiet and rices remai 
He } Re ee ee $ 69.50 $59.50 $46.25 $37.75 a easy. 7 4 en 
ie ge 2 hee snees i460 6480 4428 | aeae HARDWOODS 
at ine thingie bs 84.50 74.50 44.25 39.25 
Te ee 99.50 89.50 48.25 40.25 CHICAGO, Dec. 5.—There is a fair amount 
and up..... 104.50 94.50 53.25 43.25 | of northern hardwood business being placed, 
Lath, 4-foot No. although most consumers are inclined to hold 
ribs a Me - $6.50 olf $6.75 delivered | off buying in volume until inventory is out of 
Hemlock ».......... 4.90 c.if.— 5.50 delivered | the’ way. Flooring factories are taking good 








quantities of flooring maple, dry mill stocks 
of which are low. Furniture plants are in 
the market for Nos. 1 and 2 common maple, 
birch, basswood and. elm. Prices hold firm. 


CINCINNATI, OHIO, Dec. 3.—Wholesalers 
reported business in southern hardwoods quiet, 
with prices unchanged, except that common 
sap gum was firmer. Furniture demand is 


spotty, 


and largely for sap gum. Auto fac- 


tories are holding back until they resume pro- 


duction, 


The panel trade is also slow. Ex- 


port inquiry is fairly active, but sales are 
hard to develop. Buying is general, but in 
hand-to-mouth lots. Prices are showing a 


hardeni 
Stocks 


ng tendency rather than a softening. 
of certain items are lower. 


BUFFALO, N. Y., Dec. 4.—Hardwood de- 
mand is fairly active, and consumers are dis- 
playing more interest than they were several 
weeks ago. They are placing orders for de- 


livery 


after the first of the year in some 


cases, while others are not waiting for inven- 
tory, but are buying for immediate needs. A 
number of leading industries appear to be 


busier 
mistic 
woods 


than for some time, and are more opti- 
over future prospects. Prices of hard- 
are being well maintained and some 


advances are looked for. 


ST. LOUIS, MO., Dec. 3.—Buying of south- 
ern hardwoods for shipment after Jan. 1 has 


begun 


certain 
spite 
seems 
mand. 


prices 


but it 


are no 
ingly. 


prices 
of the 


firm. 





in fairly large volume. but orders for 


prompt deliveries are few. Gum seems most- 
ly in demand, both plain and quartered being 
taken by furniture interests. The automobile 
body interests are buying very little. 


PINE BLUFF, ARK., Dee. 3.—The hardwood 
market seems to have slowed up, although 


items are moving. Flooring oak, de- 
the fact that oak flooring business 
to have fallen off, is still in good de- 
White oak 4/4 sold at $15, $32 and $42 


last week. The flooring plants are also tak- 
ing the sound wormy grade at $20. All these 


are f. o. b. mills. No. 1 sap gum 4/4 


is still strong. Railroads are coming into 
the market for car stock and other items. The 
body plants have been running on short time 


is understood they will be working 


full time by the first of the year, and they 


w placing orders for shipment accord- 


FIR, SPRUCE, CEDAR 


CHICAGO, Dec. 5.—The large volume of 
railroad and car material business placed 
with the fir mills recently has tended to keep 


on a steady basis. Local retail de- 


mand has slackened up owing to the approach 


inventory period. Country yard trade 


is good, and mixed car prices are holding 


Industrial consumers are placing a fair 
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The Usefulness of a Crane 
Plus the Speed of a Truck 








this is an indispensable handling unit 

for the lumber yard. It is ideal for 
unloading cars, for loading trucks and 
wagons, and for many other purposes around 
the yard. 

Works fast and moves fast. 
to operate. 

Similar in design and construction to the 
larger ORTON cranes, the Model “V” is a 
full-fledged crane made for mounting on any 
5- or 7%4-ton truck that has a clearance of 8 


Otis a throughout the country say 


Economical 














feet from the back of the driver’s seat to the 
rear axle. 


It is full-revolving, and is operated without 
the use of outriggers. Equipped with a 20, 
24 or 28-foot boom, it has a lifting capacity of 
5 tons at a 10-foot radius and 2 tons at a 
20-foot radius. A 53-horsepower gasoline en- 
gine furnishes an abundance of power. Each 
operation is controlled by a separate clutch, 
so that hoisting, swinging or booming can be 
performed singly or all together. 


Write for Bulletin 44, which gives detailed infor- 
mation about this fast, economical handling unit. 


ORTON CRANE & SHOVEL CO. 
608 South Dearborn Street, Chicago 
Representatives in Principal Cities 






RTON 


Cranes, Shovels & Buckets 





volume of business. Sitka spruce prices hold 
firm, due to scarcity of dry mill stocks. There 
is a good demand from the industrial trade, 
and retail yards are also well represented in 
the market. 

NEW YORK, Dec. 3.—Slackening in ar- 
rivals of West Coast fir has not been appar- 
ent for the last week, although New York 
has word that mills will curtail shipments. 
There are large stocks in hand, and in a 
day’s travels one may find a variety of prices. 
Competition continues extremely keen. 


KANSAS CITY, MO., Dec. 4.—Fir demand 
has held up well in spite of some shrinkage 
in business in the more northerly sections and 
in mountain territory. There is some increase 
in demand from the Southwest, and a good 
volume of industrial demand. There also is 
a good inquiry for industrial items. Finish 
is in good demand, as are No. 1 boards. Prices 
here have shown no change. 


CYPRESS 


ST. LOUIS, MO., Dec. 3.—The market for 
yellow cypress continues weak, but common 
grades are an exception. There is a spread 
of $7 in prices quoted on inch select, $48 to 
$55, delivered, St. Louis. The price on shop 
is $34 for No. 1, and $28 for No. 2, St. Louis. 
There continues a good demand for red 
cypress. 





CINCINNATI, OHIO, Dec. 3.—Cypress or- 
ders were slackening with the near approach 
of the close of the building season. Buying 
was confined to C finish and interior trim. 
Prices are about steady. 


HEMLOCK 


BOSTON, MASS., Dec. 4.—The hemlock 
market is inactive and there is not much 
change in prices. Some mill shipment orders 
for western hemlock and fir have been placed 
within a few days and the values are stated 
to have been rather attractive from the 
buyers’ standpoint. Transit business is slow. 





Sellers insist there will be a very radica) 
curtailment in shipments during the next 
two months. Clipped boards from northern 
and eastern mills are scarce and very firm 
at $34, but some 12-foot boards might be 
picked up at $33. Wholesalers tentatively 
quote $31@32 for random boards and dry 
stock is very hard to find. 


NEW YORK, Dec. 3.—A fairly active de. 
mand continues for hemlock, principally 
western, but it must be considered that the 
market is judged solely upon comparative 
sales of hemlock at other seasons. Hemlock 
is not in great demand, but is selling better 
than usual at this time of year, due largely 
to high prices of competitive woods. Sup- 
plies of western lumber are more than ample. 


WESTERN PINES 


CHICAGO, Dec. 5.—There is a fair amount 
of California white and sugar pine moving to 
sash and door interests. Prices are steady 
with a stronger tendency on No. 2 white pine 
boards which are moving rather freely to re- 
tail yards. Idaho and Pondosa pine prices 
hold firm, as mill stocks are considerably 
broken. The demand is spotted, mixed car 
orders constituting the bulk of the business 
placed by retail yards. 


KANSAS CITY, MO., Dec. 4.—The market 
for western pines has slowed down and prices 
have shown some soft spots. There is a fair 
industrial demand, which probably will be 
increased soon, but the retailers appear to 
have ample supplies for the present. 


NEW YORK, Dec. 3.—Prices are holding up 
well and advances have been noted during 
the last week on items of selects in Idaho. 
Salesmen reported today that the market is 
unusually satisfactory, despite the shortage 
of certain stocks and the apparent inability 
of mills to fill up the gaps. 


BUFFALO, N. Y., Dec. 4.—The western 
pines are in fair demand, though many of 
the retailers are inclined to wait until after 
the first of the year before buying, or else 
have deliveries made at that time. A good 
amount of small-lot buying is being done in 
order to fill the immediate requirements of 
the purchasers. Not much change in prices 
has taken place lately, but a shortage of mill 
stocks exists, and there is no tendency to 
sacrifice lumber. 


REDWOOD 


CHICAGO, Dec. 5.—The volume of redwood 
business in November compared  favor- 
ably with the October turnover, which 
showed a satisfactory improvement over the 
two preceding months. Retail yard orders 
being placed at present are mostly for fill-in 
stocks until after inventory. There is a fair 
call from industrial consuming sources. Mill 
stocks are pretty well assorted, and prices 
hold on a firm basis. 


SOUTHERN PINE 


CHICAGO, Dec. 5.—Retailers are placing 
orders for southern pine to balance yard 
stocks. Industrial consumers are ordering in 
fair volume. Railroads are buying car repair 
and maintenance material. Some mills are 
short on car siding and decking, prices on 
which have advanced approximately $1 to $3. 


ST. LOUIS, MO., Dec. 3.—The market for 
southern pine is not as strong as it has been 
in the last few weeks, smaller mills having 
reduced their prices 50 cents to $1.50. The 
greatest decline has been in dimension, which 
is $1 to $1.50 off, while 6-inch center matched 
is about 50 cents lower. The larger mills are 
generally holding quotations firm. 


CINCINNATI, OHIO, Dec. 3.—Retailers are 
curtailing orders for southern pine, due to 
a general slackening in business. Prices are 
fairly steady, with stocks ample for current 
wants. 





KANSAS CITY, MO., Dec. 4.—In spite of 
the holiday last week, southern pine demand 
showed a small improvement, and indications 
are that this week there will be further gains, 
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largely through increased demand in the 
South and East. In the middle West, demand 
has fallen off somewhat, most of the current 
orders being for well mixed cars for imme- 
diate requirements. Some mills are oversold 
on finish, and some longleaf dimension items 
are very hard to get. There is a good call 
for car material, and timbers are in strong 
demand. 

BOSTON, MASS., Dec. 4.—Southern pine 
trade is dull. Prices are keeping fairly even 
except in the case of roofers, which are dis- 
tinctly easier. Sales of 8-inch air dried 
roofers at $30@30.50 have been reported, a 
drop of $2 from early November quotations. 
Flooring prices remain about steady. Par- 
tition is moving fairly well and there is some 
business in B&better }4-inch at $48, al- 
though stock is offered down to $45. 


SHINGLES AND LATH 


CHICAGO, Dec. 5.—White cedar shingles 
remain firm on the following basis: Extras, 
$5.25; standards, $4.25; sound butts, $3.25. 
There is a fair demand from country yards. 
Available dry stocks at the mills are low. 


NEW YORK, Dec. 3.—Eastern spruce lath 
prices continue to tighten as shipments begin 
to be less voluminous. There were few ar- 
rivals during the last weeks, while sales 
were well up to normal. The shingle market 
is burdened with abundant supplies, but 
quantities are being sold. Sales are hardly 
sufficient, however, to offset continued heavy 
arrivals. 


KANSAS CITY, MO., Dec. 4.—Lack of de- 
mand rather than any other reason has caused 
some softness in the shingle market. Some 
mills are holding firm on their prices, how- 
ever. Orders generally are taken on a basis 
of $3 for clears, and $2.55 for stars. The de- 
mand for siding also has decreased somewhat, 
and prices are not quite so firm. Lath demand 
is fair, and prices generally are firm. South- 
ern pine lath still are a little scarce. 


CLAPBOARDS 


BOSTON, MASS., Dec. 4.—Wholesale trade 
in clapboards is quiet. Retail yards are still 
moving a fairly good volume of stock, as 
weather is favorable and quite a little build- 
ing is still going on, but are buying only for 
immediate requirements. Prices are without 
essential change. Native white pine and 
eastern spruce clapboards are scarce and 
frm. Ample supplies of West Coast clap- 
boards at satisfactory prices are available. 


BOXBOARDS 


BOSTON, MASS., Dec. 4.—The last month 
of the year has opened up quietly for the 
boxboard trade. Selling pressure has in- 
creased slightly of late. Some producers are 
willing to make moderate concessions. In- 
formation now available regarding plans for 
the coming winter’s cut of boxboard logs 
indicates there will be some curtailment all 
along the line, and that the important opera- 
tors will restrict themselves to actual con- 
tracts with responsible buyers. Round edge 
white pine inch boxboards are $27@30. 


Timber Land Bille 


_DuPONT, GA., Dec. 4.—D. H. Morris, Jr., 
Geneva, Ala., identified for some years with 
the lumber industry in the Southeast, re- 
cently announced that he had purchased in 
Clinch County, Georgia, near this place, a 
tract of about 7,000 acres, containing a con- 
siderable stand of timber, most of which is 
Pine. The transaction is reported to have in- 
volved about $50,000, and it is further stated 
that Mr. Morris is making arrangements for 
the early development of this property. 








HATTIESBURG, MISS., Dec. 4.—The Hat- 
ten & Batson Lumber Co., operating a large 
Sawmill at Lyman, Miss., recently acquired 
12,000 acres of timber lands from the New- 
ton Turpentine Co. The timber is adjacent 
YY the company’s present holdings in Perry, 
zamar and Forrest counties and will add 
about six years of life to the operations at 
Lyman, it is said. 


. PIKEVILLE, KY., Dec. 4.—The Blackberry 
Creek Lumber Co., Blackberry Creek, Pike 
County, has closed a deal on about 2,000 acres 
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, White Pine for 
PERMANENCE 

3 Weathertight for 
HOME COMFORT 


4 Standardized Quantity Production for ECONOMY 


FRAMES ave 
Built to last a lifetime 


and MADE 
to SELL easily 








Andersen window frames 
are built to last as long as 
the house will stand. The 
sills and casings—the parts 
that get the weather pun- 
ishment—are of genuine, 
clear, soft White Pine. 

Genuine White Pine is 
made available in window 
frames to sell at reasonable 
prices only because the 
Andersen Lumber Com- 
pany, immense specialized 
frame factory, can buy and 
cut it with the utmost 
economy. 

If you are interested in 


selling more window frames, 
fill out the coupon below. . 





ANDERSEN LUMBER COMPANY, 


© Have your representative call. 
0) Send portfolio of sales plan and 
selling aids. 
ame 








Without cost or obligation to me please fill my requests as checked in squares below: 


Box Number 1112,Bayport, Minnesota 


(0 I handle Andersen Frames. 
0) I do not handle Andersen Frames. 






























Birch 
Maple 
Beech 
Basswood 
Elm 
Norway 
White Pine 
Hemlock 





Quality 


from Quality Timber 
Stack Lumber Co. 


MANISTIQUE, MICHIGAN 


NORTHERN 
HARDWOODS 











of hardwood timber lands along Blackberry 
Creek and will begin deveiopment at once. On 
Big Creek in Pike County, McElroy Bros., 
stave manufacturers, purchased 1,000 acres on 
the West Virginia border line. 





Trouble and Litigation 


JACKSONVILLE, FLA., Dec. 5.—On appli- 
cation of the stockholders of the Hast Coast 
Lumber Co., Watertown, Fla., Frank Waymer 
of Palatka, Fla., has been appointed receiver 
for that company. Mr. Waymer has been in- 
structed by the court to ascertain the best 
procedure possible in handling the affairs of 
the company and it is expected that he will 
resume operation of the plant at Watertown 
just as soon as reconditioning can be com- 
pleted. The plant recently suffered a fire in 
the boiler room with an estimated damage of 
$15,000 and in the recent hurricane the blow 
pipe system was damaged to the extent of 
about $3,000. This along with damage done 


to the logging road in the floods of the Su- 
wanee River during the summer may prevent 
starting the _.plant as there is considerable 
money to be ‘spent before it can be ready to 
resume operation. The saw mill has run 
only part time during the last ten months. 
It is understood that the East Coast Lumber 
Co. now has about 125,000,000 feet of Pine 
and Cypress timber, which means a capacity 
run of about five years for the large double 
band mill at Watertown, ‘The equipment also 
includes complete dry kiln and planing mill 
facilities to take care of the saw mill’s out- 
put. Mr. Waymer is well known to the lum- 
ber industry having for several years had 
charge of the Wilson Cypress Co. at Palatka. 
He is known as an organizer and a thoroughly 
capable saw mill manager. 





PHILADELPHIA, PA., Dec. 4.—Judge Harry 
S. MeDevitt, in the Court of Common Pleas 
No. 1, last week appointed George E. Lippin- 
ecott and Henry E. Strathman as receivers of 
the Lawton Flooring & Shingle Co. 
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Advertisements will be inserted in 
this department at the following rates: 
30 cents a line for one week. 

55 cents a line for two consecutive weeks. 

75 cents a lime for three consecutive weeks. 

90 cents a line for four consecutive weeks. 

Eight words of ordinary length make one 
line. Count in signature. 

Heading counts as two lines. 

No display except the heading can be ad- 
mitted. 

Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


























Special — 








THE GREATEST MARKET PLACE 


For people in the lumber and woodworking 
industries to advertise in, is the Wanted and 
For Sale department of the AMERICAN 
LUMRPERMAN, Read the ads in the Classi- 
fied section—many opportunities are offered 
for buyer and seller. 

When you want employees or employment or 
when you want anything or have something 
to sell, advertise in the AMERICAN LUM- 
BERMAN, Greatest Lumber Newspaper on 
Earth, 


Our address is—431 S. Dearborn &t., 
Chicago, Illinois. 

















Wanted—Employees 


PLANT MANAGER 








Able executive, not over 40 years of age, with 
large earning capacity, having technical knowl- 
edge of woodworking industry, to take entire 
charge of manufacturing end of business. Must be 
aggressive with broad vision and have proved his 
success as a manufacturer. 


GREGG & SON, Nashua, N. H. 





WANTED—ARCHITECTURAL DRAFTSMAN 
Who can list materials, estimate same and super- 
vise ordinary construction. Essential to be familiar 
with ordinary lumber and mill work costs and 


practices. Western Penna. Give full particulars 
first letter. 
Address “L. 4,” care American Lumberman. 





WANTED—MALE STENOGRAPHER AND 


Assistant accountant must be familiar with lumber 
and millwork prices. Western Penna. Give full 
particulars first letter. 

Address “L. 6," care American Lumberman. 





WANTED BAND SAWYER AND FILER 


We want a man to take care of saws and saw logs. 
All year employment. Electric band mill. Loca- 
tion, a few miles west of Milwaukee. 

Address “L. 12,” care American Lumberman. 


WANTED—ASSISTANT MANAGER 


With sales ability for new and used lumber yard, 
not over 35, familiar with and able to figure small 
construction, remodeling and repair jobs. Must 
have personality and be willing to work hard and 
long hours. 

Address ‘‘L-26," care American Lumberman. 


HAVE YOU SOMETHING TO SELL? 


Advertise in the Wanted and For Sale department 
when you want to sell anything in the lumber 
industry. AMERICAN LUMBERMAN, 431 8. Dear- 
born St., Chicago, Il. 














Wanted—Salesmen 

















Wanted—Employment 

















WANTED: LIVE WIRE COMMISSION 


Representatives for handling Southern hardwood. 
Exclusive territory if you can produce. Will spe- 
cialize in rough kiln dried hardwoods, but will also 
handle air dried stock. Straight or mixed cars. 
Unless you can get the business do not answer. 
Several territories open. We have our own kilns 
and can deliver the goods. 
Address ‘“‘L, 27,’”’ care American Lumberman. 


SOUTHERN MANUFACTURER 
Of Hardwoods and Oak Flooring wants high class 
salesman for Central New York State. Advise 
age and references. 
Address “‘L, 1,” care American Lumberman. 








WANT GOOD COMMISSION SALESMEN! 
Read our display ad on page 19 and write 
us for territory. 
PYRO PROOF PRODUCTS CO. 
Everett, Wash. 


WANTED SALESMEN 


Experienced Lumber Salesmen in Pennsylvania, 
New York, New Jersey, Connecticut, and Massa- 
chusetts to sell North Carolina Pine, Yellow Pine 
and Cypress lumber on a commission basis. 
Address “R. 3,” care American Lumberman. 


Wanted—Employment 


BAND SAW FILER WANTS POSITION 
15 years’ experience. Give description of mill and 
salary. Write or wire 1028 7th AVE., BOX 835, 
St. Albans, W. Va. 
































EXPERIENCED LUMBER GRADER 
Wants job. Years of experience grading green and 
dry lumber. 
Address “‘L. 28."" care American Lumberman. 


A COMPETENT HARDWOOD AND 
Pine inspector wants temporary or permanent work, 
either by day, month or M. Wisconsin or Mich- 
igan preferred. Best of references, Address ‘IN- 
SPECTCR,” care American Lumberman. 








EXPERIENCED MAN, AGE 23 


Married, wants position as manager of lumber and 
buildins material store. Can estimate accurately 
from plans Will furnish best of references. For 
details, write P. E, HYATT, 3435 Abner Pl, St. 


Louis 





WANTED—SALES ENGAGEMENT 

By experienced, reliable and thoroughly competent 
lumber salesman, having good record covering more 
than ten consecutive years with last connection, to 
sell output of first-class mill or group of mills, in 
central, middle west or eastern states. Nominal 
salary and bonus arrangement preferred; available 
Jan. Ist. 


Address “L. 16," care American Lumberman. 





OFFICE MANAGER, BOOKKEEPER 


Accountant, and Auditor desires position. Young 

married man familiar with all office details. Highly 

efficient. Best of references. State salary. 
Address “L. 7," care American Lumberman. 





FILER 20 YEARS ON BANDS AND 
Horizontal Resaws. Best of references. 
anywhere. 

Address ‘“‘L. 2,” care American Lumberman. 


Can go 





YOUNG MAN DESIRES POSITION AS 


Estimator or small yard manager. Fourteen years 
experience in lumber and mill work. 
Address “L. 24,” care American Lumberman. 


BAND SAWYER OPEN FOR POSITION 


Hardwood-National grader Cypress, Southern 
Cypress rules, Pine or Southern Pine rules. Gilt 
edge references. 

W. H. COPPOCK, Round Oak, Ga. 


LUMBER EXECUTIVE OR SALESMAN 


Am acquainted with every angle of retail lumber 
business, from the management down. Will be 
ready for immediate employment. All the refer- 
ences you want. 

Address “L. 25,’’ care American Lumberman. 











CABINET & STAIRWAY FOREMAN 


Now employed; wishes to make a change. 20 

years of experience. Knows how to handle men. 

Can show years of successful work. References. 
Address ‘‘K. 2,” care American Lumberman. 





STORE MANAGER OR BOOKKEEPER 


And payroll man desires position. Age 38, mar- 

ried. Ten years’ experience as store manager. 

About ten years as bookkeeper and payroll man. 
Oo. BOX 75 


Saint Albans, W. Va. 


DO YOU WANT EMPLOYMENT? 


Write an advertisement; send it to the paper that 
reaches the people. We can help you. AMERICAN 
LUMBERMAN, 431 8S. Dearborn St., Chicago, Ill. 








POSITION WANTED 


A young man with seven years’ experience in lumber 
fuel and feed, wants position as assistant manager 
and bookkeeper. Now employed. Prefer middle west 

Address “‘L. 18,” care American Lumberman. ~ 








MILLWORK—ESTIMATOR—SALESMAN 


Position wanted about first of the year. Can figure 

any type of building, take measurements at job 

ete. Familiar with Cost Book “A.” ; 
Address “L, 19,” care American Lumberman. 





SALESMAN WANTS POSITION 
With manufacturer or reputable wholesaler. Thor- 
oughly experienced, with established trade in north- 
eastern Ohio, among industrials and yards. 
Address “‘L. 20,’ care American Lumberman. 





MAN, 35, A-1 EXPERIENCE 
In Y. P. hardwoods and softwoods. Mill and cost 
experience, A-1 references. H. K. CHRISTIAN, 
434 E. 109th St., Chicago, Illinois. 





POSITION WANTED, YOUNG MAN, 


married, executive ability, long experience and 
well versed in accounting, stenographic, sales and 
all lines office work. Could assume entire charge 
office. Best of references. 

Address “K. 14,” care American Lumberman. 





WANTED POSITION BY 
experienced hardwood buyer and inspector. Thir- 
teen years experience, both North and South. Ref- 
erences. Preferably road. 

Address “K. 15,’’ care American Lumberman. 





WANTED POSITION AS SALES MANAGER 


By thorough lumberman of outstanding ability 
with seasoned experience in both pine and hard- 
woods. Capable directing manufacture to pro- 
duce best results, careful as to credits and good 
judge of the market. Best of references as to 
energy, character and ability. 

Address “‘K, 12,”" care American Lumberman. 





MIDDLE AGED MAN 


With thorough experience in all details of man- 

aging sawmill office and plant, wishes to corre- 

spond with firm ‘having a position of trust to offer, 
Address “K. 10,” care American Lumberman. 





RIGHT HAND BAND SAWYER 
Wants to make a change. Will go anywhere. Can 
please any company. Best references. Address 
BOX 231, White Sulphur Springs, W. Va. 





WANT A POSITION AS 


Yard foreman or lumber grader; 20 years’ ex- 
perience; mfg. from stump to car; best references; 
can come at once. Write or wire me, 

T. F. MARTIN, Box 71, Richyville, Pa, 





EMPLOYMENT WANTED 


Salesman with 20 years’ experience selling to in- 
dustrial and retail trade in Illinois and Wisconsin 
both Northern and Southern Hardwood and Soft 
Woods, desires to make a change Jan. Ist, 
Address “H. 9,’" care American Lumberman. 





EXPERIENCED BAND SAW FILER 


Wants position. Best references. 
BOX 146, Euclid, Ohio 





WANTED POSITION BY EXPERIENCED 
Lumber yard manager. Would take second place 
to show worth. Good on collections. 

Address “H. 12,” care American Lumberman. 





SAW MILL SUPT. MANAGER 


Well seasoned by years of application in all de- 
partments of pine and hardwood mills of Gulf 
states territories and Tennessee mountain region. 
Thorough organizer and capable in construction. 
Well rated by former employers. 

BOX 903, Alexandria, La. 





WANTED TO SELL YOUR SPECIALTY 


For manufacturing plants or retail yards on com- 
mission or act as field representative if trade 
warrants. High grade products and substantial 
commission wanted. 

Address “E, 3,’”? care American Lumberman. 





POSITION WANTED 
Estimator. Cost Book A, also detailer and biller. 
Ten years’ experience. Can start at once. 
Address “K. 8,” care American Lumberman. 








WE WANT EVERYBODY TO ADVERTISE 


If you want something, or have anything to sell, 
the best and quickest way to get results would be 
to insert an advertisement in the Wanted and For 
Sale department of the AMERICAN LUMBERMAN. 
Don’t delay—send your advertisement to the paper 
that reaches the people who would be interested in 
what you want or have to sell. 
AMERICAN LUMBERMAN, 
431 S, Dearborn St., Chicago, Illinois. 
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